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and new-car prices, Page 44; 


Sparks 


‘State of the Nation’s Economy: 
a Up 

Factory Orpvers — Stood at $11.3 
lion in September, according to 
ommerce Department, compared 
H $9.8 billion in August and $10.1 
jillion in September, 1953. Depart- 
mt economists take this as “real 
idence” of an upswing in busi- 
s activity. 
Consumer Crevit — Amounied 
‘to $21,340,000,000 in September, 
‘according to Federal Reserve 
Board, or $30 million above Au- 
gust, ‘but still $7 million lower 
than a year ago. Automobile pa- 
totaled $10,171,000,000, up $13 
lion in a month. 
| Business Activiry—Physical vol- 
of business in latest week re- 
ed advanced to 100.5 of the 
9 index from 99.2 the preced- 
week, according to Barron’s. 

e * ca 


Down 


Gasoutine Stocks — Decreased by 
,000 barrels to a new low for the 
ar of 149,834,000 barrels. 


iiteiensi--Aeneented to 578 
million tons in this season so far, 
‘39 percent below the like 1953 
veriod. 

Business Fau.ures — Dipped to 
23 from 229 in the previous week, 
cording to Dun & Bradstreet. 
Freight Loapincs — Totaled 746,- 





























ow the like week last year. 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 










129,273 









Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, Page 54. 








Inside Automotive News 


55 models hit auctions, used-car lots. Page 2. 


Record factory advertising expenditures are in 
the wind as the 1955 car models bow. Page 20. 


Survey shows price shopping is minor factor 
when customer changes dealers. Page 9. 


Eastern dealers tend to be “stand-offish.” West- 
ern dealers will ask you to dinner. Believe it? 
See one man’s experiences on Page 36. 


Time and again the question arises: Can a 
dealer avoid liability for injuries suffered in a 
car sold “as is?” Recent case is aired on Page 25. 


Latest report on foreign-car sales. Page 17. 


Used-car auction reports, Pages 6, 38; new-car, truck registrations 


07 cars, a drop of 7.3 percent be-| 
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production by makes, Page 54. 


09 Debuts Spur 
Late-F all Market, 
Hint Winter Rise 


Interest in ‘Hot’ Cars 
Fills Showrooms, Defers 


Usual Seasonal Lag 


STRONG late-fall market in 

new cars is indicated from 
several quarters, although some 
within the industry see rough mo- 
ments ahead because of chips- 
down competition. 

Dealers with 55s available re- 
port soaring sales. One dealer in 
the Midwest, who won’t display 
his new models for another 10 
days, said he has 30 advance or- 
ders, complete with deposits. 
There is no doubt that recurrent 
reports of “hot” cars for 1955 have 

stirred up tremendous public inter- 
est. This enthusiasm has _ been 
clearly evidenced by the jampacked 
showrooms on each introduction 
day thus far this fall. 

* * * 

HE showroom overflow is ex- 

pected to continue through No- 

vember as other major makers un 
veil their entries for the 1955 sales 
sweepstakes. 

Because of the initial surge, 
many dealers expect to be deliv- 
ering new cars at a high rate 
right through the winter months, 
when their volume normally 
would be cut sharply. 

Actually, the new-car market be- 
gan to pick up momentum in mid- 
October, when many of the increas 
ing sales necessarily had to in- 
volve ’54 models. Unofficial reports 
put new-car sales for the mid- 
; October period at 7 percent over 
the corresponding September rate. 

The sales pace is expected to 
, gather momentum rapidly as addi- 
| tional 55 models become available 
| for delivery. 

x 
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| == October sales increase de- 
veloped at the same time that 

_ stocks were rapidly being  ex- 

; (Continued on Page 46, Col. 3) 
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General Adjustments Seen as Chrysler Acts ... 





Freight Pattern Set 


By Bob Lienert 
Associate Editor 


other maker to have taken action 
at Automotive News’ presstime, but 


c= and truck makers last week | revision by the other manufactur- 


were busy 
Ford Motor Co. and General Mo- 


lining up behind| ers appeared imminent. 


A Chrysler spokesman said that 


tors in rescheduling freight| gna) determination of freight 


charges. 

GMC Truck & Coach revised 
its truck-freight charges, rough- 
ly along the lines of new GM car- 
freight charges, and made the 


new rates effective as of Nov. 1. 
| Chrysler Corp. was the only | said, several days after it® original 


announcement, that “an adjust- 
ment on Dodge trucks will also be 
worked out.” 
* * ok 
NDUSTRY observers said that 
esx’ manufacturers which had 
nwt yet taken action had little 


| charges “for cars only” under his | hoice but to follow the path chart- 


company’s newly announced sy; 
tem would be made public “on 
about introduction day.” aged 
Corp.’s new models are in 
dealer showrooms Nov. 17. oer 








Vehicle Output and Employment 


(in Thousends) 


*Latest available Bureav of Labor Statistics employment 
accessories and trailer plants. **Car and truck figures. 


s for car, truck, 


_— 





NTN 
srt 
Cr 


mee 


Fluctuations or Parallels?— 





Above chart shows patterns of employment and production in auto industry over 
past year. Employment peak was reached before and during production changeover. 
Then, while output climbed to peak in April, employment tapered off at steady pace. 
UAW's guaranteed annual wage campaign will stress these patterns. 


* x + 


* * * 


Level Output Is Issue 
In Drive for GAW 


(Eprror’s Note: This is the sec- 
ond article of a series on the 
UAW -CIO’s guaranteed annual 
wage proposals.) 


By Joe Callahan 
Staff Writer 


T one shy away from the catch- | 


hrase “guaranteed annual 


| wage” around UAW headquarters | 


Overtime Boosts Output of °55 Models 


By Tom Hewitt 
Staff Writer 
; ) VERTIME and extra shifts are 
being resorted to by auto mak- 
rs in an effort to fill the pipeline 
to dealer showrooms. 
pe neanation this week is slated to 
the estimated 95,060 car 
apletions of last week, which 
a 38.5 percent gain over the 
pding week’s 68,649 units. 





Truck output last week rose to 
19,080 from the week earlier’s 
18,394. 

That was the top week for trucks 
since early July, while the car total 
was the biggest since mid-August. 

* * * 


MAEERS are planning to pro- 
duce 504,000 cars this month, 
which would result in the best No- 
vember in history. The present No- 


vember record was set in 1950, with 
503,862 cars. Last November's car 
total was 361,808. 

Overtime is being used by Stude- 
baker and Lincoln-Mercury, and 
others are expected to follow 


—.. 

After announcing that it plans 

a a output year, Cadillac 
last Monday (Nov. 1) added a 
(Continued on Page 54, Col. 3) 





in Detroit, preferring to call 
“guaranteed annual employment.” 
Reason given for the switch in 
designation is that the union 
wants to emphasize levelling-off 
auto production and employment, 
which might be more palatable to 
industry (and the public) than a 
free gift of wages for idleness. 


Whether it all boils down to the 
same thing is something for auto 
managements to decide, and they 
still are loath to discuss the mat- 
ter, newsmen were told in Cleve- 
land last week by John Bugas, 
Ford’s industrial relations chief. 


Equally reluctant to discuss the 
guaranteed annual wage have been 
Harry W. Anderson, vice-president 
in charge of personnel at General 
Motors, and Robert W. Conder, in- 

(Continued on Page 48, Col. 1) 


it | 





ed by Ford, GM and Chrysler. 

A spokesman for American Mo- 
tors Corp. said that his firm is 
studying its own version of a 
freight revision. 

Kaiser-Willys said only that it 
| was studying the situation. 

An official of Studebaker-Pack- 
ard said: “We are doing basic re- 
study on shipping charges, and 
while we haven't reached any new 
schedules, the indications are that 
the corporation will follow in line 
with the industry pattern.” 


Prices on ’55 Studebakers were 
reduced across the board in Octo- 
ber. It was reported last week that 
Studebaker was studying the possi- 
bility of readjusting its ’55 prices. 

oe 


* of 

Awe spokesman said his divi- 

sion’s dealers were in the proc- 
ess of being notified of the freight 
adjustments. The GMC freight re- 
ductions, he said, were roughly 
geared to points beyond 1,200 miles 
from the Pontiac plant, and affect 
17 states. 

In 10 of the states, a new fiat 
rate will apply, as is the case 
with Chevrolet cars and Pontiae. 
In the other seven states, he said, 
_rates have been reduced but vary 
from point to point within those 
states. 

The new flat rate in the 10 states 
varies from $140 on the GMC pick- 
up to $254 on the GMC 350, a three- 
ton model. At the farthest points 
on the West Coast, this represents 
a saving over the old rates of $62 
on pickups and $112.25 on the 
350 


The $140 flat freight on the GMC 
pickup is the same as for Chevro- 
let cars. 

States which come under the new 
flat freight rate for GMC trucks 
include Arizona, California, Colo- 
rado, Idaho, Montana, Nevada, 
New Mexico, Oregon, Utah and 
Washington, the GMC spokesman 
said. 

= a * J 
Grates in which varying reduc- 
tions apply, he said, include 
(Continued on Page 46, Col. 1) 


Top Cars 


New-car registrations for eight 
months, plus 85 states for Sep- 
tember: 





1954 Pos. Make 1953 Pos. 
1—994,545 Ford 751,118— 2 
2—994,516 Chev. 989,145— 1 
8—378,781 Buick $41,940— 4 
4—294,670 Olds. 241,724— 6 
5—298,525 Plym. 487,268— 3 
6—251,888 Pontiac 294,776— 5 
1—209,374 Mercury 186,422— 8 
8—108,732 Dodge 221,816— 7 
9— 79,328 Cadillac 76,500—13 
10— 78,458 Chrysler 115,817—10 
1i— 68,059 Stude. 9 
12— 62,6445 Nash 118,753—11 
13— 55,362 DeSoto 90,361—12 
14— 30,531 Packard 14 
15— 27,444 Lincoln 31,761—17 
16— 26,191 Hudson 52,390—15 
17— 13,917 Willys 35,082—16 
18— 6,925 19,963—18 
19— 985 Henry J 9,537—19 

18,798 23,949 
Total All Makes 
3,989,619 4,213,403 


Further details, on Page 44. 
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By Bob Finlay 
Managing Editor 


ANSING.—Oldsmobile will set a 
new production record in 1954 
with 430,000 cars and has its sights 
set on topping 
that record in 
1955, J. F. Wol- 
fram, general 
manager, told 
newsmen 
week at a pre- 
view of new 
models. 

During the 
year, production 
capacity 7 “ 
ttram” been increased 1 

ern percent through 
elimination of bottlenecks new 
equipment and better techriiaues, 
he asserted. 





On the dealer side, Wolfram saids 


(Continued on Page 54, Col. 1) 


Chrysler biti © 
35,000 Orders 


From Dealers 


DETROIT.—More than 35,000 or- 
ders have been placed by dealers 
for 1955 Chryslers and Imperials 
following dealer 
showings in 28 
cities, according 
to E. C. Quinn, 
president of the 
Chrysler division. 


“This is three 
times the num- 
ber of orders 
we had on hand 
ayearago,” 
Quinn said. 

Quinn said 
dealers are pre- 
dicting that the 1955 announce- 
ment will be the greatest Chrysler 
has ever held. He reported that the 
factory has received more than 
2,000 wires from.dealers reflecting 
their approval of the new models. 

“Many of the wires urge us to 
expedite delivery of cars to dealers 
in advance of announcement day, 
Nov. 17, because, the dealers say, 
they have already received deposits 
on bonafide orders for thousands 
of Chryslers,” Quinn asserted. 

“The majority of dealers report 
that they have more cars pre-sold 
this year than ever before in their 
experience.” 

Quinn noted that this year 
dealers were invited to bring not 
only their sales rs and 
salesmen but their wives to the 
preview meetings. 

“The reaction from the wives,” 
he said, “proves to us that women 

will like the high styling and wide 
selection of beautiful interior and 
exterior colors and fabrics incor- 
porated in the 1955 cars.” 





E. ©. Quinn 





| Dodge Aide Shows How Not 





boss, Stuart P. Hutchins (center). Otto 





last | 
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By Pits " Wemhoff | 


Editor, Automotive News 


HAviNG spent $42 million on 
new plant facilities and tools 
for the 1955 models, Cadillac hopes 
to produce a rec- 
ord 150,000 cars 
in 1955 — a boost 
of about 25,000 
over 1954, Gen- 
eral Sales Mana- 





ger James M. 
Roche told a na- 
tional press pre- 
view in Detroit 
last week. 

Some of this 
gain will be in 
the sale of its 
El Dorado model, which ac- 
counted for only 2% percent of 
1954 sales because of limited pro- 
ductive capacity, Roche said. The 
1 Dorado is completely restyled 

1955, incorporating some of 
| the features of the “dream cars,” 
| and ™g horsepower is 20 points 
higheM han the regular models. 

The othtr models also fill feature 
increased horsepower over the 230 





4. M. Roche 


Cadillac, DeSoto, Olds See Best Year Ahead... 


| 
Aiming for 55 Records | 





of 1954, but Roche wouldn’t permit 
newsmen to use the figure given 
dealers and suppliers at the pre- 
view show. He did permit a quote 
that the 260 horsepower figure used | 





in a national magazine story two) 
weeks ago was not correct. 
* a * 


ENYING that Cadillac has de- | 


of its models to create a shortage, 
Roche pointed out that consider- 
able overtime work was necessary 
(Continued on Page 6, Col. 1) 
, . * * 


| the 2,000 dealers and salesmen at- 


| mate. 


liberately curtailed production | 





* * * 


By Bob Sheldon 


Associate Editor 


_” goal for 1955 is a 
market penetration of at least 
3 percent, or unit sales total- 
ing 150,000, ac- 
cording to a con- 
sensus of factory 
officials attending 
a Detroit dealer 
preview of forth- 
coming car mod- 
els. 

Current sales 
stand at 55,362, or 
1.39 percent of 
the 1954 market. 

J. B. Wagstaff, 
sales vice - presi- 
dent, told dealers of the Detroit | 
region that DeSoto expected to} 
surpass its best previous year by 
more than 15 percent. DeSoto had 
a 129,500-car year in 1953. 

Wagstaff added that DeSoto 
field men had established for 
themselves a sales quota approxi- 
mately 20 percent above the rec- 
ord. He predicted that the indus- 
try would sell five million cars 

in 1955. 

A little later, L. L. Colbert, presi- 
dent of Chrysler Corp., addressed 





J. B. Wagstaf® 


tending the preview, and declared 
|that perhaps Wagstaff had been | 
|too conservative in his sales esti- 


Colbert foresaw sales of 5.3 to 
5.5 million for the industry and 
reiterated the corporation’s in- 
tention of capturing 20 percent 
or more of these. 

He said Chrysler Corp.’s dealer 

(Continued on Page 6, Col. 5) 
* * * 













Metropolitans for Hudson Outlets— 

Hudson dealers from eastern Pennsylvania, Delaware and New Jersey gathered in 
Philadelphia for a driveaway of Metropolitans, preceded by a dealer meeting. The 
Nash-introduced car recently was added to the Hudson line. 





Oldsmobile in 4th Place 


Registrations Put Plymouth in No. 5 Spot; 
Ford Wrests Ist from Chevrolet 


N A new-car sales race which 

few market observers had antici- 
pated at the beginning of the year, 
Oldsmobile has passed Plymouth to 
take over No. 4 position, behind 
Chevrolet, Ford and Buick. 

In another struggle—which has 
been in the limelight all year— 
Ford has regained first place 
from Chevrolet by a margin so 
small that it is pratically invis- 
ible. 

Plymouth, historically ranked 
third in sales, was shoved back 
earlier in the year by Buick, and 
now has been pushed to No. 5 spot 
by Oldsmobile’s surge. 

Neither Oldsmobile nor Plymouth 
presents any challenge to Buick, 
which is firmly entrenched behind 
the two leaders. 


Cheor olet, P. lymouth Hail , THE aii dainai registration 


Acceptance of °55 Cars 


DETROIT.—The introduction of 


the 1955 Chevrolet models “was the| for Plymouth’s new models is at 
most spectacular in our history,” |the highest level in the memory of 


W. E. Fish, gen- 
eral sales mana- 
ger, wired zone 
managers last 
week. 

Dealerships all 
over the country 
reported packed 
showrooms dur - 
ing the first days, 
with an estimated 
national attend- 
ance of 20 million, 
according to Fish. 

Many dealerships had to keep 
their showrooms open long after 
their usual closing hours to accom- 
modate heavy crowds, he declared. 

According to Chevrolet, dealers 
gave away a million bottles of per- 
fume, two million balloons and 300,- 
000 beanies to youngsters. 





W. E. Fish 































to Sell— 


A demonstration of wrong ways to sell a used car, given by Otto Kindshoven 
assistant to the Dodge used-car merchandising manager, gets a laugh from 
‘s prospect is Joe Fischer (second from left), 
dealer. Looking on are F. E. Baxter (left), Portland regional sales manager, 
| 'W. P. Clark, regional used-car manager. Hutchins and Kindshoven spoke at a 
in Portland for used-car sales managers from Oregon, Washington and Idaho. 


DETROIT. — Dealer enthusiasm 





veteran factory 
executives, Wil- 
liam J. Bird, sales 
vice - president, 
said last week. 
As a result, 
Plymouth is 
scheduling all- 
time high pro- 
duction and plan- 
ning on the great- 
est sales volume 
in its history dur- 
ing 1955, he as- 
serted at a dealer preview. 
Showings thus far have covered 
25 cities, he said, and dealer at- 
tendance has broken all previous 
records. 
Between now and Nov. 17, 
Plymouth field men will hold 400 
sales meetings with dealers and 





W. J. Bird 





salesmen across the country. 


reports thus far available (35 
states), Oldsmobile registrations to- 
tal 21,454, compared with 12,134 for 
Plymouth. For the year to date, 
Oldsmobile sales total 294,670; 
Plymouth, 293,525. Oldsmobile’s 
margin is 1,145 units for the year 
to date. 

Actually, on a month-by-month 
basis, Oldsmobile has ranked 
ahead of Plymouth since March. 
Plymouth was third in January, 
fourth in February and fifth for 
the period March through July. 
In August, Plymouth skidded to 
sixth place, having been passed 
by Pontiac, too. 

Despite the monthly showing, 
Plymouth until this week had held 
No. 4 spot in the year’s overall 
registration totals by dint of its 
| good showing in the first two 
| months. 

In January and February, Olds- 
mobile was busy ironing out pro- 
duction wrinkles involving its new 
body and was unable to deliver 
cars in volume. 

a” cS * 


pet eours now is having the 
same sort of trouble in getting 


Bird said that this is the first production of its 55s rolling 


new-model introduction in which 
the Plymouth sales organization 
has full responsibility for car dis- 
tribution to dealers. In past years, 
orders were channeled through the 
Chrysler, Dodge and DeSoto or- 
ganizations. 

This is part of the program to 
make the Plymouth division more 
autonomous. 





October Selling Tops 
°53 Pace, Nash Says 


DETROIT.—Nash sales for the 
first 20 days of October were 25 
percent above the same period 
last year, according to Roy Aber- 
nethy, Nash sales vice-president. 
At the same time, field stocks 
were 20 percent below the same 
period a year ago, Abernethy 
said. 

The greatest increase was in 
the Rambler series, with sales 
for the two 10-day periods of 
October up 183 percent over last 
year’s sales, he said. 








Wins Governorship— 

Joe Foss, Sioux Falls (S.D.) Packard 
dealer and Congressional Medal of Honor 
winner, was elected governor of his state 
on the Republican ticket last week. 





smoothly. But Plymouth has had 
another handicap: Dealers cleaned 
out their stocks of ’54s sooner than 
anticipated, and sales currently are 
lagging for want of cars. The full 
effect of this car “shortage” won’t 
appear on registration reports until 
early December. 

The last six weeks of 1954, 
when the ’55 Plymouths are 
available, should be the critical 
period for determining whether 

(Continued on Page 6, Col. 3) 


*55s on U.C. Lots 
Stir Ire of Jersey, 
St. Louis Dealers’ 


DETROIT. — Dealer associations 
in St. Louis and Hillside, N. J., re- 
port that 1955 Chevrolets and Pon- 
tiacs already have appeared on 
used-car lots in their areas. 

In wholesale auction reports 
reaching Automotive News a 
sprinkling of ’55 Chevrolets and 
Pontiacs—and a ’55 Willys com- 
mercial—was noted. 

Ray D. Matthews, president of 
the Chrysler, DeSoto, Dodge, Plym- 
outh Dealers Assn., in Hillside, has 
sent this wire to Chevrolet head- 
quarters in New York: 

“We consider the appearance of 
a 1955 Chevrolet on a used-car lot, 
Barrel Auto Sales, Elizabeth (N. J.), 
on the first day of public announce- 
ment a disastrous beginning for 
1955. 

“We feel deeply that all new-car 
dealers are injured by new cars be- 
ing displayed on used-car lots. It is 
damaging to the new-car dealer be- 
cause of his investment in build- 
ings and equipment. We hope Chev- 
rolet division will take drastic and 
immediate steps to correct this 
practice.” 

A Chevrolet spokesman said 
the Detroit office had not, as yet, 
been advised of any action on 
this matter. 

The Greater St. Louis Automotive 
Assn. reported last week that two 
of the largest ads in the St. Louis 
Post-Dispatch on the Sunday after 
introduction were from used - car 
dealers offering to sell ’55 Chevro- 
lets and Pontiacs. 

Russell B. Hammond, associa- 
tion manager, has written, “Appar- 
ently the hopes of the reputable 
new-car dealers, that the vicious 
reprehensible practice of bootlegg- 
ging by some new-car dealers would 
be discontinued with the introduc- 
tion of the new models, is to be 
doomed. 

“Indications now seem to be that 
unless the factories move in fast to 

(See IRE, Page 51, Col. 1) 





Studebaker Sales Up, 
Nance Writes Dealers 


SOUTH BEND. — Studebaker- 
Packard President James J. 
Nance reported to Studebaker 
dealers last week that their busi- 
ness position is more stabilized 
than it was a year ago, and 
credited an October sales up- 
swing to price cuts resulting 
from S-P merger economies. 
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B= RANDOLPH, general man- 
ager of the New Mexico Auto- 


motive Dealers Assn., has sug- 
gested a slogan, “Make Business 
Thrive in ‘55.” It’ is a goal for 
which, by our acts and policies, 
we should all strive. 

I am sure that leadership in the 
trade will progress rapidly during 
the year toward the elimination of 
the “cancellation without cause” 
clause in factory contracts. This is 
the only group obstacle that stands 
in the way of development of the 
free enterprise system in this great 
business. 

Such a dealer-factory arrange- 
ment exists nowhere else in in- 
dustry. It is the basic cause of 
most of fhe difficulties in this 
trade and jeopardizes the mil- 
lions of dollars invested in it by 
small businessmen located in 
every city, town and hamlet in 
the nation. A better contract is a 
project that requires national | 
leadership, and no _ individual 
dealer can do much about it. 

But there are many things that, 

have been perhaps overlooked in 
the past that a dealer can do to 
save himself from the vices of 
crucifying competition. Important 
in these considerations are: No. 1, | 
the factor of selling the value of | 
automobile use to the community 
to such an extent that the used-| 
car allowance seems less important | 
and, No. 2, the selling of a dealer- | 
ship to the community as the im- | 
portant contribution in making the | 
use of the automobile a very satis- | 
factory experience. 

To these ends, this column has a} 
very definite suggestion. First, I | 
would like to recommend, as I) 
have for many years past about 
this season of the year, that you) 
display somewhere on the wall of 
your salesroom or office a tribute | 
to the automobile that I have of- | 
fered since 1921 and that is now | 
hanging in many places where the | 
movement of automobiles is the/| 
principal, if not a part of the busi- | 
ness. 


* * * 
Inspiring Tribute 
us display in your establish- | 
ment helps justify in the mind | 
of the prospect the purchase of a| 
car. It appeals to his sense of rea- | 
son in addition to his emotions. 
Another wall display is one that 
helps the dealer put his business 
on the cash basis. I recently visited | 
a dealer who had an eight-foot) 
painted sign on his Service Depart- | 
ment wall. It said, “Terms Strictly 
Cash.” Such a sign is hardly in| 
keeping with the modern trend of 
good public relations. We ought to 
encourage a cash policy, but it) 
should be explained to the buying 
public in terms of their own bene- 
fit. Hence the type of sign I recom- 
mend. 

The third sign is merely a sim- 
ple statement to disabuse in the 
public mind that the term, “serv- 
ice,” means something free. The 
fourth sign is to build public ap- 
preciation of the part that the 
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Dealers tell me 


By John 0. Munn 


AUTOMOTIVE NEWS, NOVEMBER 8, 1954 


In Dealer Spotlight 


dealer plays in assuring the sat- 
isfactory use of the cars pur- 
chased from him. 


These signs are all printed on 


heavy india tint stock, size 14 x 17, 
and can be had for 25 cents each, 
or the four for $1 to cover the cost 
of printing, packaging and mailing, 
by addressing me in care of 
Automotive News. 

The first sign is art reproduction 
and you will want to have it 
framed for your salesroom wall. 
Sign No. 2 should be located near 
your cashier window and perhaps 
another one in your service cus- 
tomer waiting room. Sign No. 3 
could be displayed or painted in a 
larger size on your Service Depart- 
ment wall just inside the entrance. 
Sign No. 4 is for your salesroom 
or for printing on the bottom of 
your stationery or other literature. 

+ + * 
SIGN NO. 1: 
THE AUTOMOBILE 

I am speed made subject to 
human will. I give mankind do- 
minion over distance. I open the 
avenues of all the world to hu- 
manity. I enlarge the radius of 
human life. I expand the horizon 
of human opportunity. 

I give to man a locomotion as 
rapid and as subtle as his desire. 
I give to his body the speed and 
mobility of his ambition. I pro- 
mote peace and good fellowship 
in the human race, for I have 
bridged the spaces that kept men 
isolated and ignorant of each 
other. I hurry the master minds 
of the world to conference places 
where the destinies of nations are 
determined. 

I snatch the dying from the 
scythe of Death and outrun him 
a thousand times a day. I am 
the silent partner in all the busi- 
ness houses of the world. I save 
hours out of man’s work-day and 
give them to him to play with. 
I make men free of all the far 
places of venture, recreation and 
delight. 

I am the most capable and con- 
stant servant in the homes of 
men. I bear the sick swiftly and 
gently out to nature whose touch 
puts the roses into cheeks fa- 
tigue has faded. I take men 
from their stifling cities of steel 
and stone out to the murmuring 
streams and wind-swept mead- 
ows. I cement the ties of home 
and kinship with the blessing of 
frequent reunion and concerted 


locomotion to man whom nature 
made slower than the beasts. I 
am individual transportation free 
of all laborious limitations . . . 
I am the Automobile. 
+ * * 
SIGN NO. 2: 

To Serve All Customers More 
Promptly, Efficiently and Eco- 
nomically . . . on Repair Work, 
Parts and Accessories, OUR 
TERMS ARE CASH. Ask About 
Our Budget Payment Plan. 

x - + 


SIGN NO. 3: 
SERVICE 
- not something for nothing 


F but doing what you want 


done promptly, intelligently and 
economically. 
+ 


SIGN NO. 4: 

A Reliable Dealer Gives a Car 
the Added Protection that a 
Good Endorsement Gives to a 
Note. 


* * 








Connecticut Dealers Name Officers— 


William E. Mason (left), retiring president of the Connecticut Automotive Trades 
Assn., hands the gavel to Albert C. Hine (right), of Hartford, newly elected president. 
Looking on is Carl Lane, executive secretary. 


Planning for the Chicago Show— 





Discussing exhibits for the 1955 Chicago Automobile Show are (seated from left) 
E. C. Schneider, vice-president of the Chicago Automobile Trade Assn.; Earl T. 
Zweifel, president; Edward L. Cleary, show manager and CATA general manager, and 
Jerry H. Cizek, treasurer. Back row: Frank H. Yarnall and James F. McManus jr., 
| directors; M. F. McCarty, secretary, and Steve J. Barrett, director. 





Missouri Dealers Demand 
Factory Rein on Output 


| 


JEFFERSON CITY, Mo. — Di- 
rectors of the Missouri Automobile 
Dealers Assn. last week issued an 


| ultimatum calling upon auto mak- 


ers to give assurances that they 


| will either keep production within 


reasonable limits or that they will 
not require dealers to accept cars 


|they cannot sell at a reasonable 


| profit. 
recreation. I give supremacy of | 


The directors gave the manu- 
facturers until Jan. 15 to comply 
with the demand. 

Should the manufacturers fail to 
do so, the association plans to ask 
anti-coercion legislation in the next 


| session of the State Legislature. 





Basing their complaint on re- 


|ports that the factories plan to 
| produce six million vehicles in 1955, 


the directors charged that such 


| production would cause maldistri- 
| bution of units, bootlegging and 





|Portage County Dealers 


Aid Hiram Students 
COLUMBUS, 0. — The Portage 


|County Automobile Dealers Assn. 


has given $150 to Hiram College, 
Hiram, O., to aid worthy students. 

Lu Lyman, Lyman Chevrolet Co., 
is the new president of the associa- 
tion. Milton Pollock, Hecky-Pollock 
(Ford), is vice-president. 


Crumpacker Wins: Probe Nearer 


SOUTH BEND.—The author of a House-approved restriction on 
dealer bootlegging of new cars, Republican Rep. Shepard Crumpacker, 
won his reelection fight here Tuesday by a narrow margin. Crum- 
packer also sponsored a House resolution calling for an investigation 


of auto trade practices. 


With the Congressional elections over, a hurdle was cleared away 
for the opening of a Senate subcommittee inquiry into bootlegging. 
Sen. Everett Dirksen, who sponsored an anti-bootlegging bill in the 
Senate that led to the inquiry, was not up for reelection this year. 

Rep. Carl Hinshaw, California Republican who proposed abolition 
of “phantom freight” charges on new cars, also was returned to 


Congress. 





coercion of dealers by factories, | 


deterioration of factory-dealer re- 
lationships and, due to lack of ade- 
quate profits, bankruptcy of the 
dealer. 

Under present conditions, the 
directors said, it is impossible for 
the market to absorb such pro- 
duction. ; 

In other action, the directors 
condemned unethical advertising 
practices by both member and non- 
member dealers; supported passage 
of motor-vehicle inspection and 
speed-zone laws as well as strength- 


nee 





3 


‘Smog Fighters 
Sight 50% Cut 
In Exhaust Soot 


New Vehicle Devices 
Successfully Tested, 
Chayne Says in L. A. 


LOS ANGELES. — The possi- 
bility that unburned hydrocarbons 
in car and truck exhausts may be 
cut in half was held out Thursday 
in the first public progress report 
from the automotive industry’s re- 
search program on Los Angeles 
smog. 

Charles A. Chayne, chairman of 
the Automobile Manufacturers 
Assn.’s Engineering Advisory com- 
mittee and engineering vice-presi- 
dent of General Motors, made the 
revelation here in a talk prepared 
for delivery before the semi-annual 
tecuhical conference of the Air Pol- 
aition Control Assn. 


“Our industry’s engineers, in 
all of the companies, have been 
working on this problem for sev- 
eral years, and very intensively 
during the past year,” Chayne 
said. 

“They have constructed and 
tested several devices that reduce 
hydrocarbons in exhaust gases by 
a very substantial percentage. 
These devices, I might add, are not 
located in the exhaust system. 

“We can see the possibility of 
reduction of from 30 to 50 percent 
of hydrocarbon emissions if these 
ideas can be developed into prac- 
tical form and put into commercial 
production.” 

At the same time, he reported an 
“unexpected dividend” in exhaust 
gas reduction through the present 
trend toward automatic transmis- 
|sions and engines of advanced 
design. 

Chayne, noting that there had 
been several years of “frantic 
jumps at wrong conclusions” in 
the search for causes of Los An- 
| geles smog, indicated his industry’s 
|belief that patient, thorough re- 
search could provide the only valid 
answers. cf 
| He reviewed the automotive in- 
| dustry program, undertaken 
when it was first hinted that car 
and truck exhausts might be con- 
tributing to smog in the Los An- 
geles basin. 

“To what extent are automobiles 
responsible for smog? Frankly, we 
don’t profess to know,” he said. 
But he promised that the current 
industry program — proceeding in 
part along lines suggested by Dr. 
Karl T. Compton before his death 
last June—would continue una- 
bated until results were obtained. 
| Chayne emphasized, however, 
that whatever was developed would 
be fully tested in the laboratory 
|and on the proving ground before 


ening of the state drivers’ license | being applied to cars and trucks. 


law, and commended Ford Motor | 


Co. for realigning freight rates. 


“We will not experiment with the 
people of Los Angeles,” he said. 





On the House... 


effort might be 


design upfront . 





Wemhoff 


Now that the cooperation of auto makers and 
others has wrought such a swell job on headlights 
and license plates (to be announced soon), similar 


extended to get some uniformity 


in such little annoying items as location of key 
switches, hand brakes, starters, window handles, 
brake pedals, gearshift levers, etc . . . Putting all 
these items in the same general location would stil! 
give each maker a chance for individuality in 


ee 


Wisconsin Motor Vehicle Department has 
warned dealers that continued use of question- 
uble giveaway advertising may bring cancellation 
of dealer license . . 


. Leon Carpenter (Chrysler- 


Plymouth), succeeds Ralph Austin, resigned, as secretary of New 
York State association; this group also passed resolution commend- 
ing Charley Henderson’s 12 years as executive vice-president, not- 


ing that he raised membership 
plus... 


from 287 in 1942 to today’s 2,000 


Used-car sales were up 37 percent in October, Chicago Ford 
dealers report ... Ray Mills (Pontiac), succeeds Ray Yakes (Buick), 
who has quit business, as vice-president of Philadelphia association 
. . . Commenting on the increased colors on 1955 models, the Missouri 
association quips: “Remember there’s only one color combination for 
a dealer statement and that is Black on White.” 


—Perete Wemuorr, Editor, 
Automotive News 








, 
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Capsule Comment | 


Ford, General Motors and Chrysler have reduced the dif- 
ferential in freight charges on vehicles in a blow aimed at) 
new-car. bootlegging. 

A boon to the areas distant from Detroit. 
* 

A vastly improved sealed beam headlight, to be available 

in December, has been developed with the cooperation of 





auto makers, lamp producers and state vehicle adminis- 
trators. 
A significant advance in night traffic safety. 
* a 
Small-town dealers, greatly satisfied with their share of 
the 1954 auto business, are enthusiastic over 1955 prospects, 
a survey shows. 
When the bulwark of the industry’s dealers is optimis- 
tic, we believe it. 


e * . 

Beauty is today’s ruling sales factor in new-car show- 
rooms and on used-car lots, stylists and body engineers 
contend. 

.-It may be only “metal deep,” but the public seems to 
: love it. ee 


The FTC is conducting a “speedy but thorough economic 
investigation of the recent corporate mergers and acqui- 
' sitions.” 
Better now than too late. 


In an effort to combat air pollution, the auto industry is 
spending $300,000 annually on research in nine automotive 
laboratories. 

Let’s hope it takes in the foul-smelling buses and 
trucks. 


Ford and Chevrolet are shooting for first place in new-car 
sales; Buick and Plymouth are fighting for third; Olds, 
Pontiac, Mercury and Dodge are gunning for fourth. 


Somebody's going to get hurt. 


| 
| 
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Events 


Dealer Conventions 


Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9—Automotive Trade Assn. of Vir- 
ginia, John Marshall Hotel, Richmond, 

Va. 

Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse. Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
Assn. Convention, Florence Hotel, Mis- 

. soula. ‘ 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Ciub, Milwaukee. 

Sop. 29-Feb. 2—NADA annual convention, 
otel Conrad Hilton Chicaan , 
Feb. 28-March | — Louisiana Automobile 
Dealers Association annual convention 
and Exhibit, International Room, Hotel 

Roosevelt, New Orleans, La. 

Sept. 16, 1955—Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 

Inc., Saranac Inn, Saranac, N. Y. 


Sept. 19, 1955 — Minnesota Automobile 
Dealers Association, Radisson Hotel, 
Minneapolis. 

* * * 


Deater Auto Shows 


Nov. 23-28—Sioux Falls Automobile Show, 
Coliseum, Sioux Falls, S. D. 

Jan. 8-13 — Houston Automobile Show, 
Sam Houston Coliseum, Houston. 

Jan. 8-16—26th Annual Auto Show of the 
National Capital Area, District of Co- 
lumbia National Guard Armory, Wash- 
ington, D. C. 

Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 21-29—indlanapolis Automobile Show, 
Manufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeies. 
Jan. 21-30 — Seattie Automobile Show, 

Seattle Armory, Seattie. 

Jan, 22-29—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
Maryland. 

Jan. 22-30 — St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31 — Tri-State Auto Show, Evans- 
ville Automobile Dealers Assn. Evans- 
ville Armory, Evansville, Indiana. 

Jan. 29 - Feb. 5 — Rochester Auto Show, 
Rochester Armory, Rochester, N. Y. 
Jan. 29-Feb. 6—Detrott Auto Show, Michi- 

gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6—Quad-City Autorama 
Davenport, lowa, Rock Island, Moline. 
East Moline, Ill.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 5-12 — Milwaukee Auto Show. 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show. 
Veterans Memorial Aud’torium, Des 
Moines 

Feb. 5-12 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 6-13 — Schenectady Auto Show, 
seanaetedy Armory, Schenectady, New 


Mil- 


box 





Fangs 
| LNG O 
Letter 


ork, 

Feb. 8-13 — Omaha Automobile Show, 
— New Civic Auditorium, Omaha, 

eb. 

Feb. 13-20—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial S$idg., 
Syracuse, New York, 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March S—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. | 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 


Resolved : 


It’s been a hectic year for auto- 
|mobile dealers. Now, new models 
|are making their bow and most 
dealers are enthused about the 
| sales possibilities of their line. 


become more enthused about the 
profit possibility for the new model 


we. ‘ : | “wild trades—no profit” practices. 
April 20-23— u i : . ; 
Virginia. ee ee See. Starting with new models, let’s 


a. 2 it resolve to regard profits more than 


registrations . . . let’s quit being 
suckers and cut out over-allow- 
ances and long discounts .. . let’s 
Association, Hilton Hotel, Fort Worth. make some money in the coming 
Nov. 14-16 — National Used Car Dealers | year.—AN ILLINOIS DEALER. 
Association Convention, Empress Hotel, * * 
Miami Beach, Fla. 9 9 
Nov. 15-17 — American Finance Confer- Farmer Jones Boy: 
ence, Commodore Hotel, New York City. What has happened to the Ford, 
Buick, Mercury, Chevrolet, Pontiac, 


General 


Oct. 31-Nov. | — 10th Annual Convention 
Texas Independent Automobile Dealers 





Dec. 5-7—Motor and Equipment Whole- 
salers Association Convention, Conrad 
Hilton Hotel, Chicago. 

(See CALENDAR, Page 45, Col. 2) 


20 Years Ago ag 
The Big Stories 


Attacking the problem of leveling off the peaks and valleys in 
auto production, General Motors announces a plan for introducing 
certain car lines late in the summer and early fall, rather than 
announcing all new lines about the first of the year .... Harlow H. 
Curtice, general manager of Buick, announces the setup of a new 
Buick zone organization. All Buick field organizations will be sep- 
arated from those of Pontiac, with which they have been combined 
since the consolidation with Buick, Oldsmobile and Pontiac three 
years ago ... Steps are taken to put a stop to the practice of cara- 
vaning motor cars from eastern manufacturing centers to California 
and other western states . . . Wholesale financing of new cars in 
September amounted to $63,527,902, a decline from the $86,746,755 in 
August, according to the Department of Commerce . . . Demand for 
American cars is doubling in certain countries in Europe, according 
to George F. Bauer, export manager of AMA. 

—From the files of Automotive News. 





I would like to suggest that we | son, 


AUTO NEWS 


| 
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Studebaker, Nash, Lincoln, Cadil- | 
lac, Chrysler, Dodge, Hudson, 





j 
} 
| 
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BY-PRODUCTS 2F THIS 
NEW-MODELS THING 


‘Back to Profits... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
«used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Packard, Oldsmobile and Plymouth 
cars? 

That was the lineup, as I recall 
them for the past several years. 

Today, since all cars look alilxe 
the designers copying the lines of 
each other’s cars—the average per- 
like myself, can hardly tell 
one make from another—at least 


year. Introduction of new models | £7O™ a distance. 


| marks a good time to reform from | 


(Formerly, every car had such a 
distinctive appearance, even chil- 
dren could recognize them coming 
down the road head on. That was 
a good advertising asset!) 

The only way many people can 
learn the names of cars on the 
streets today is to look at them 
as they are parked parallel to the 
sidewalk. Car manufacturers 
smartly took advantage of that 
situation and put nameplates on 
the side. But—Ford, Buick, Mer- 
ecury, Chevrolet, Pontiac, Stude- 

baker, Nash, Lincoln, Cadillac, 
Chrysler, Dodge, Hudson, Pack- 
ard, Oldsmobile and Plymouth? 

No! “The Thunderbird,” “Flect- 


| wood,” “De Luxe,” Country Squire,” 


“Super,” “Crestline,” “New Yorker,” 


|“Windsor,” “Firedome,” “Coronet,” 


“Wasp,” “Cosmopolitan,” “Metro- 
politan,” etc. 


So cars lose that opportunity for 


| advertising their family names, as 


those models mean nothing what- 
soever to most people. If I see a 
“Coronet,” for example, not being 
an avid follower of cars, I may 
wonder if it’s a new make, not 
thinking it may be only the name 
of a model of a Dodge—or is it of 
a Studebaker or a Pontiac, a Ford 
or what? 

Lord! How I get mixed up wi 5 
“Roadmaster,” “Wayfarer,” “Riv:- 
era,” “Super,” (another Supe:’, 
“Saratoga,” “Fleetline Special” a) 4 
“Fleetline De Luxe.” 

Are the manufacturers, smart 4s 
they are—and copyists as they a’ -! 

(Continued on Page 49, Col. 4) 
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A Package of Profit for You! 


Though it doesn’t contain cold cash, this package can make 


more money for you. 


Soon your Universal C.1.T. District Manager will be telling you 
about this new program of ideas and aids for selling used cars 
more profitably. 

It is based on what we believe is one of the best and most 


logical ideas developed for merchandising used cars. It gives you 


a unique sales aid which will be of great value. We have field- 
tested this used car selling method with a number of dealers and 


salesmen, and to a man they are enthusiastic about it. 


You will find that the contents of this package, like the other 


units’ of our “Continuing Program For Developing Dealer 


Profits”, will help you, whether you are an automa@bile dealér or a 


salesman, to sell more cars and put more money in your pockets. 


Universal C.L'T. Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 400 BRANCHES SERVING THE UNITED STATES AND CANADA* 
*In Canada, Canadian Acceptance Corporation Limited 
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Bat Status Quo Is Possible : : 
Auto Workers Facing 


One-Cent Cut Dec. 


By doe Callahan 
Staff Writer 

OME 900,000 auto workers ap- 
peared last week to be slated 
for a one-cent-an-hour escalator- 
clause pay cut Dec. 
1, although econo- 
mists said there was 
@ possibility that the 
workers’ pay would 

be unchanged. 
The reason for the doubt was 
that the Bureau of Labor Statistics 
index for Oct. 15 was expected to 


Cadillac 
For Output of 
150,000 in °55 


(Continued from Page 2) 


during the past year to produce 
this year’s 123,000 cars. With shift- 
ing of defense work to other plants, 
overtime work will be reduced con- 
siderably in 1955 while at the same 
time increasing civilian output. 

Cadillac has spent $24 million 
for new facilities, Roche said, 
and now has five million square 
feet of plant space for car out- 
put, With the purchase of addi- 
tional plant space in the Detroit 
area, Cadillac will also be able to 
perform a considerable portion of 
previously sublet work, he said. 

While declining to discuss 1955 
prices, Roche said there will be 
some changes in his company’s 
structure because of General Mo- 
tors’ new freight policy. 

+ * + 


OCHE said Cadillac dealers 

have “about 90,000 orders still 
on hand,” pointing out that at least 
7% percent of these orders are 
backed by downpayments by the 
customers. 

He said that, whereas at the 
start of 1954 he forecast that this 
year’s output might reach 117,000, 
the production for the year is now 
aan which compares with 110,- 

500 in record 1950. 

‘“So far in: 1954 (10 months) we 
have delivered more cars than in 
any previous full year,” Roche 


Besides exterior changes and in- 
creased horsepower, the 1955 models 
will feature greater economy (“one 
mile more per gallon” is the com- 
pany’s slogan), an improved air 
conditioning unit, increased gear 
ratio, more sound deadening and 
“shockless” steering. Also there 
will be “200 possible color combi- 
nations.” 


Roche based his 1955 optimism 
on these six factors: Record prod- 
uct demand in 1954; increased pub- 
lic spending power; additional 
buyers in the Cadillac price range; 
introduction of new 1955 Cadillac 
cars with “dream car” features; 





completion of a plant-wide expan- 
sion program; addition of a second 
eight-hour shift on final assembly 
operations. 





Dodge Preview in South— 


hit 114.7, the borderline figure 
which decides whether the work- 
ers will maintain their present 
seven-cent cost-of-living allowance, 
or have it reduced to six cents. 


Since July 15, when the BLS 
index read 115.2 and the allow- 
ance climbed to seven cents, the 
index trend has been down, to 
115.0 percent of 1939 living costs 
on Aug. 15, and to 114.7 on Sept. 
15. 

If the pay reduction occurs, the 
auto makers stand to have their 
payrolls cut about $2 million a 
month. The income of the indus- 
try’s 900,000 hourly workers would 
drop, and some 200,000 salaried 
personnel would take a $5-a-quar- 
ter pay slash. | 


Hoffa Steps In 

N DETROIT, some observers felt 

that the AFL Teamsters drive 
to organize auto salesmen took a 
significant turn last week when 
James Hoffa, a Teamsters vice- 
president, assumed personal charge. 

Hoffa, just back from his vic- 
torious and well-publicized inter- 
vention in the New York truck- 
er strike, participated in talks 
last week with representatives 
of Detroit Ford dealers in an 
effort to win recognition con- 
tracts before the ’55 Fortis are 
introduced this week. 

One Teamster official declared 
that any Detroit Ford dealer, who 
expected to take delivery of ’55 
models, would have to sign a con- 
tract. 


* 


Bz Hoffa refused to put it that 
bluntly. He told Automotive 
News that he wouldn’t know for a 
few days whether the ultimatum, 
“Sign up, or no cars,” would be 
given Ford dealers. 

Discussing the current organiza- 
tional drive, Hoffa asserted, “We're 
concentrating our efforts in the 
Detroit area. If we sign up the 
Ford dealers and then get other 
Detroit dealers, our drive will be 

(Continued on Page 50, Col. 3) 


$2 Dividend Set 
For GM Holders 


NEW YORK.—Directors of Gen- 
eral Motors last week declared a 
year-end dividend of $2 per share 
on outstanding common stock, pay- 
able Dec. 10 to shareholders of 
record Nov. 10. 

This dividend, together with pay- 
ments of $1 each on March 10, 
June 10 and Sept. 10, brings total 
dividends for the calendar year 
1954 to $5 per share on common 
stock. 

Quarterly dividends of $1.25 per 
share on the $5 series preferred 
stock and $.9375 per share on the 
$3.75 series preferred stock were 
declared, payable Feb. 1 to share- 
holders of record Jan. 10. 


Some 2,000 dealers and sales and service personnel from Virginia, Tennessee, 
North and South Carolina, Georgia and Alabama attend a preview of the 1955 
Dodge in Ashville, N. C. Walter |. Abernathy (second from right), vice-mayor, extends 
@ welcome to R. C. Somerville, sales vice-president, and Ed Howe (center), divisional 
manager. t. C. Tarleton (left), is manager of the Greensboro region. Af right is 
Wayne Thompson, Ashville Dodge dealer. 
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Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Nov. 8 


(Market down $75, although there 
is still a good market for clean 
autos. Sold 78 cars out of 115 en- 


tered.) 

BUICK—’54 Special Riviera, $2,185*. 
'63 Super 4-dr., $1, ee (ps); Spe- 
cial Riviera coupe, $1, "50 8 
4-dr., $475°; 2-dr., $ais° Super 4- 
dr., '$370°; RM 4-dr., $400. 

CADILLAC—’ 52 (62) ‘coupe, $2,425°. 
"51 (62) coupe deVille, $1,510*. 
EVROLET—’54 Bel Air 4-dr., $1.- 
480.* ‘53 Bel Air coupe, $1,250*; 
(210) 4-dr., $1,000*; (150) 2-dr., 
$825. ‘52 SL Special club coupe, 
$770; 4-dr., $550; SL Deluxe 4-dr.. 
$740°. '51 BL Deluxe Bel Air, $580; 
2-dr., $550; 4-dr., $525, $470, $435°; 
club coupe, $470; SL Special 2-dr.. 
$530. ’49 SL Special club coupe, $145. 

—’52 Fire Dome (8) 4-dr., 
$880; club coupe, $600*. '51 Custom 
Suburban, $150; club coupe, $535°. 

DODGE—’52 Coronet 4-dr., $615. 

FORD '54 Main (6) 2-dr., $1,100. 
"63 Main (8) Ranch Wagon, $1,350, 
$1,265; Main (6) 4-dr., $900°; 2-dr.. 
$870. ‘52 Custom (8) 2-dr., $860, 

’51 Custom (8) ee: $630°, 


, $325. 4 
40 Custom (8) club 


265. 
IN—'50 4- dr., $180. 
MERCURY — ’52 Custom club coupe, 
Monterey club coupe, $995. 


. ’49 club coupe, $250. 
NASH—'52 Statesman 4-dr., $790°. '51 
Statesman 4-dr., $310*. 
OLDSMOBILE—’54 (88) conv., $2,450* 
(ps); (98) 4-dr., $2,565* (ps). 51 
(98). Holiday, $700°. "50 (98) 4-dr., 
$400 
PACKARD — '52 (200) 4-dr., $825*. 
"50 4-dr., $210. 

PLYMOUTH ‘62 Cambridge 4-dr., 
$600. °50 Deluxe Suburban, $505. 
PONTIAC—’5S4 Chieftain (8). Catalina, 
$2,060* (ps). '53 Chieftain (8) 4-dr., 
$1,280*. °52 Chieftain (8) Catalina, 
$1,130*, $1,060*; 4-dr., $850*; 2-dr., 
$700*. ‘51 Silver Streak (8) Catalina, 
$825*, $785*, $695*; 2-dr., $600; 
4-dr., $545*. ‘50 Silver Streak (8) 
4-dr., $495*; ag . Tt $400*. 
STUDEBAKER — 1 Gaanroion 2-dr., 


‘Oct. 27 


out of 150 offerings. 
BUICK—’53 Super Riviera coupe, $1,- 
615°. °52 RM 4-dr., $1,055° (ps). 


‘51 Super Riviera coupe, $775; Spe- 
cial conv., $735*; 2-dr., $665. "50 RM 
4-dr., $525°, $276°. 


CADILLAC—’63 (62) coupe, $2,815° 
(ps), $2,730° (ps), $2,725° (ps). 


bm $250°. °49 SL Special 4-dr., 
cnnnasn~te N.Y. 4-dr., $1,000° 
‘51 NY club coupe, $650°; conv., 
$605* 


DeSOTO— 50 Deluxe 4-dr., $485°; club 


coupe, $370. *49 Deluxe 4-dr., $345. 

DODGE—’53 Coronet (8) conv., $1, 
+44 4-dr., $950. '49 Wayfarer 4-dr., 
$325. 


FORD—’54 Custom (6) 4-dr., 
"53 Crest (8) conv., $1,295*, $1,025; 
4-dr $1,060, $1, 050°; 2-dr., $1,075; 
Custom (6) , $875. *52 Custom 
(8) 2-dr., $820, 2 at $760. °51 Cus- 
tom (8) Victoria, $700*, 
dr., a $565°; 
$500; $535°, $380. 
(6) ia; $490, $280. 49 Custom (8) 
— $250; Deluxe (6) club coupe, 


KAISER—’51 4-dr., $215. 

‘COLN — ’53 Cosmopolitan coupe, 
$1,850*. °52 Cosmopolitan club coupe, 
$1,435*. °50 4-dr., $325°. 
MERCURY—’51 club coupe, $625; > 
dr., $420. °50 club coupe, $415 
conv., $360. 

NASH—’49 Rambler 2-dr., $125 

OLDSMOBILE—’52 (98) 4- dr., 
*48 (98) 4-dr., $245*. 

PACKARD—’51 4-dr., $580*. 


$1,290°. 


$1, 000°. 


PLYMOUTH—’53 Cranbrook 2-dr., $1,- 
615; Cambridge 4-dr., $915. *51 
Cranbrook Belvedere, * $600, 70; 


ge wagon, $625; Cambridge 4- 

$450. ’50 ao. station wagon, 
$580; club coupe, 2 at $350. '49 De- 
luxe 4-dr., $170. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
875*. '53 Chieftain (8) 4-dr., $1,- 
270°. ’52 Chieftain (8) 4-dr., $740. 
’51 Silver Streak (8) Catalina, $785*; 
2-dr., $730°, $675; 4-dr., $680*, 
$675°*; Silver Streak (6) 2- dr., $455. 
*50 Silver Streak (8) 2-dr., $525°, 2 
at $405; club coupe, $420; 4-dr., 
$450°, $405°, _ °49 Silver Streak 
(8) 4-dr., $250 

STUD) EBAKER 53 Champion club 
coupe, $1,015, $960. ‘51 Commander 
4-dr., $420. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 38, 40, 41, 43 





Oldsmobile in 4th Place 


Registrations Put Plymouth in No. 5 Spot; 
Ford Wrests Ist from Chevrolet 


(Continued from Page 2) 


Plymouth or Oldsmobile ends the 
year in No. 4 position. 

The final six-week sprint will get 
off to an even start, as both Plym- 
outh and Oldsmobile will show ’55 
models in dealer showrooms on the 
same day—Nov. 17. 

* ” * 
- THE top-rung sales battle, 

Ford this week recaptured the 

No. 1 rating that Chevrolet had 
held since the registration report 
of Sept. 6. 

The current report shows that 
Ford and Chevrolet have a com- 
bined volume of 1,989,061 cars for 
the year to date. With that tre- 
mendous joint total—more new 
cars than were sold by all makes 
in the full 12 months of 193838— 
Ford leads Chevrolet by only 29 
units. 

Percentagewise, Chevrolet has 
sold 99.997 percent as many cars 
as Ford for the year to date. 

Ford’s year-to-date penetration 
of the overall market stands at 


Rochester Show 
Delayed 2 Weeks 


ROCHESTER, N. Y.—To avoid 
conflict with new-model showings, 
the Rochester Automobile Dealers 
Assn. has postponed its show dates 
from Jan. 15-22 to Jan. 29 until 
Feb. 5, according to Edward C. 
Schoen, secretary. 


‘Gold’ Chevrolets Toast 


GM’s 50-Million Record 
DETROIT. — Five thousand 
“gold” Chevrolets will go on dis- 
play at dealer showrooms across 
the nation Nov. 23 to commem- 
orate production that day of 
General Motors 50-millionth ve- 








24.928 percent, compared with 24.927 
for Chevrolet. 


a * * 
i ONLY two other weekly re- 
ports this year has Chevrolet’s 
penetration been greater—it was 
27.48 in the report of Feb. 15 and 
24.93 last week. 

Ford’s penetration has been 
greater than its current mark on 
three occasions this year—rising 
to 24.99 in the Sept. 6 report and 
hitting 25.08 percent in the final 
two weeks of August. 

Ford’s lowest penetration during 
a period of leadership was 24.13 in 
the report of May 3. Chevrolet’s 
lowest penetration while leading 
Ford was 23.97 in the report of 
March 15. 

—Bos LIENERT 











DeSoto °55 Goal 
Is 3% of Market, 
Or 150,000 Cars 


(Continued from Page 2) 
organization was hardened and 
capable. “We've been through it; 
we've had it,” said Colbert, calling 
for another surge of dealer effort 
that in 1955 will be aided by re- 
designed cars and other sales am- 
munition. 

Dealers were told that the new 
models, which will be introduced 
Nov. 17, were being launched 
with the most extensive promo- 
tion and advertising effort in De- 
Soto’s history. J. L. Wichert, di- 
rector of advertising and sales 
promotion, said that all media 
had been scheduled in the big 
campaign. 

“Teaser” pre- announcement ad- 
vertising material now is appear- 
ing, Wichert stated, to be followed 
by full-page announcement ads in 
nearly 300 newspapers and more 
than 3,000 radio and_ television 
spots. Ads in Life, Saturday Eve- 
ning Post, Look, Collier’s and other 
national magazines also are sched- 
uled. 

L. I. Woolson, DeSoto president, 
said that production of the 1955 
models was well under way and 
that output had been geared to pro- 
vide dealers with ample cars for 
immediate retail deliveries. 


Bernitt Heads Up 
All AMC Output 


DETROIT. — Election of Elmer 
W. Bernitt as vice-president in 
charge of manufacturing and pro- 
curement for the 
automotive divi- 
sion of American 
Motors was an- 
nounced last 
week by George 
Romney, presi- 
dent. 

Bernitt, 44, 
joined Nash in 
1938. He has been 
general works 
manager at Ken- 
osha for the last 
six years. Bernitt worked for 
Plymouth and Detroit Edison in 
engineering capacities before join- 
ing Nash. He was named plant 
engineer in Milwaukee in 1940 and 
a year later was named to the 
same position in Kenosha. 

Appointment of Joseph W. Muel- 





~ E. W. Bernitt 


,ler as works manager of Nash 


Motors’ Kenosha plant was an- 
nounced by Bernitt Wednesday. At 
42, Mueller has a background of 25 
years’ experience with American 
Motors manufacturing divisions. 


3,500 Retail Orders 
Listed for Thunderbird 


DEARBORN. — Dealers have 
received more than 3,500 cus- 
tomer orders for Ford’s new 
Thunderbird, L. W. Smead, gen- 
eral sales manager, announced 
last week. Most of the orders 
received by Oct. 30 should be 
filled before the end of the year, 
he said. 

Ford introduced the Thunder- 
bird in major, cities Oct. 22 with 
“T-Day” celebrations at approxi- 
mately 500 dealer showrooms. 





Pontiac for Miller & Wildey— 


James W. Miller (second from left), and Carl Wildey (second from right), are 
cwners of the new Miller & Wildey Pontiac Co. in Chicago. At left is T. B. Moore, 
Chicago zone business management manager, and at right, H. E. Milliken, zone 


manager. 
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On the Shelf...and Selling! 


The two big phases of every selling job merchandising. Result . . . steady sales Food and drug sales 
are accomplished faster in huge Delaware _—_and faster turnover. high in 


Valley, U.S.A. when THE INQUIRER DELAWARE VALLEY 
carries your advertising. No surprise then that THE INQUIRER U. S. A. 


stands FIRST in national advertising; as it Del Valley’ 
° . os ° " elaware Valleys 
does in retail advertising, classified advertis. 1,250,000 families yearly 


ing and total advertising. spend $114 billion in food 


Retailers, brokers, jobbers know that 
goods promoted via Philadelphia’s FIRST 
newspaper will sell. So distribution 
speeds. Display “out front” is assured... | Surely THE INQUIRER should be FIRST 
backed up by powerful INQUIRER on your schedule! 


The Philadelphia Pnguirer 


The Voice of Delaware Valley, U.S.A. 


stores . . . $132 million in 
drug stores. 


Exclusive Advertising Representatives: West Coast Representatives: 


NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 

Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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Pontiac’s Automation 


Watched by Industry 


the 23-engine test stand merry-go-round at Pon- 


tiac’s new engine plant is likely to get many headlines, 

a number of other tooling innovations also has been intro- 
duced by Pontiac’s engineering staff. 

It is virtually certain, for example, that Pontiac’s efficient 


use of power-and-free con-?— 


veyor system for handling 
engines in storage will get a 
lot of attention from the rest of 
the industry. 

There are other Pontiac innova- 
tions designed primarily to assure 
top-quality production and mini- 
mize output losses from tooling 
breakdowns. Gauging, for example, 
is probably more fully automatic 
than in any other engine plant 
built so far. 

Gauges are generously used not 
only to make certain that sizes 
are strictly within specifications, 
but also to insure that all of the 


or manifold starts through a long 
transfer line. 

Pontiac’s use of high-speed mill- 
ing for its engine block instead of 
broaching will be watched with in- 
terest by the rest of the industry. 

* * * 


Objection to Broaching 


oo many top tooling experts 
are sold on broaching as the 
fastest and most efficient method 
for removing chips from a gray 
iron casting, the objection that un- 
desirable stress may be left in the 
block after broaching has been 
raised by some engineers. 


Pontiac is employing a series 


of three of the latest and fastest 
milling machines to remove metal 
from its V-8 blocks. Broaching is 
employed, however, on the new 
Pontiac high-compression head. 


Pontiac also has come up with | 


: Oldsmobile Picks 
Deist, Sutherlen 
To Head Regions 


LANSING. — Carl F. Deist has 
been appointed Pacific regional 
manager for Oldsmobile at Oak- 
land, Calif., according to G. R. 





V. H. Sutherien 


Cari F. Deist 
Jones, generai sales manager. He 


succeeds George H. Natzel, who 
leaves Oldsmobile after 23 years of 
service with GM to become an 
Oldsmobile dealer in Pasadena, 


Victor H. Sutherlen, formerly 
zone Manager in Los Angeles, will 
succeed Deist as southwest re- 
gional manager at Dallas. 

In other changes in the field or- 
‘ganization, Harvie L. Waite, zone 
manager in Oakland, Calif., has 
been transferred to Los Angeles to 
succeed Sutherlen. J. W. Stack jr., 
Boston zofie manager, will succeed 
Waite as Oakland zone manager. 

Sterry F. Mehring, St. Louis zone 
manager, % th take Stack’s post as 

er 0 e Boston e. H. J. 
O'Gonvell: adsistant Gee mahieer 
in Chicago,,becomes St. Louis zone 


manager. °« 

Deist joined Oldsmdbile in 1934. 
He was appointed St. Louis zone 
manager in 1949 and advanced to 
Southwest regional manager in 
1952. 

Sutherlen has been with Oldsmo- 
bile since 1936. He became Los 
Angeles zone manager in 1948. - 


Brunett Takes On Ford 
Brunett Sales & Service, owned 
by Henry D. Brunett, is the new 

Ford dealership at Portage, Pa. 











some new processing methods. The 
use of horizontal broaching for 
bearing caps is an outstanding tool- 
ing job, both from the standpoint 
of efficiency and accuracy. This 
may be the first time this type of 
broach has been used for this par- 
ticular operation. 
* + * 
Fascinating Operation 
SITORS to the Pontiac engine 
plant will be fascinated by the 
automatic equipment employed to 
machine camshafts. From the time 





Lrogreceve Engineering 


DELCO-REMY’S NEW 12-VOLT BATTERIES 


a camshaft rolls down the loader 
by gravity, dexterous fingers pick 
up the shafts and move them up- 
ward, forward and sideways into 
position so that the various oper- 
ations can be performed. 

While not a spectacular auto- 
mation job as compared, for ex- 
ample, with a continuous line of 
machines for engine blocks, the 
new Pontiac machine is an im- 
portant advance in camshaft 
processing. 

Another interesting innovation is 
the use of a technique for dynamic 
balancing of moving engine com- 
ponents. For many years, car pro- 
ducers have been balancing crank- 
shafts automatically. 

The new Pontiac crankshaft pro- 
cedure is to drill the camshaft de- 
liberately out of balance before the 
pistons and connecting rods are 
added. 

After these components are in 
place, the entire assembly is bal- 
anced on a new-type machine. The 
place where stock is taken always 
occurs at a location where it can be 
readily removed by automatic drill- 
ing equipment. 
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SEDIMENT 


The new Delco 12-volt batteries are out- 
standing performers in Delco-Remy’s 12- 
volt electrical systems for passenger cars. 
Like the other units in these high-perform- 
ance systems, the new batteries are built to 
exceed conventional requirements. Newly 
designed throughout, the new batteries are 
available in a range of sizes and capacities 
to more than meet the needs of every 
application. Various cell arrangements pro- 
vide a choice of terminal post locations for 
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top efficiency, safety, and economy. 


Ford Grads Elect Officers— 





More than 200 graduates attended a reunion of the Ford division's sales school 
olumni in Dallas. New officers of the Southwest Ford Region Merchandising School 
Graduates are (from left) John Trotter, Pine Bluff, Ark., secretary-treasurer; Frank 
McLarty, Hope, Ark., president, and Brooks Hall, Oklahoma City, vice-president. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 


A typical new 12-volt battery, as shown, 
includes many important design features 
that contribute to its overall efficiency and 
dependability. For example, note the 
thermo-rigid hard rubber case that resists 
warping at highest under-hood tempera- 
tures . . . cell covers equipped with “full 
view” visual level fill indicators for easier 
inspection and filling . . . new dome-type 
vent plugs that reduce acid spray ... 
special clinging synthetic elastic sealing 
gaskets which stay put to prevent electro- 


AS A DIVISION OF GENERAL MOTORS, WE ARE PROUD TO JOIN IN CELEBRATING THE BUILDING OF GM'S FIRST 50 MILLION CARS. 


AUTOMOTIVE, TRACTOR AND MARINE ELECTRICAL EQUIPMEN}) 
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‘Shopping’ Minor Factor, Poll Shows . . . 
Why Buyers Don’t Come Back | 


NEW YORK. — Nearly 60 per- 
cent of 3,467 families contacted in 
an automotive survey admitted 
that they changed to a new dealer 
when they bought their present 


car. 

With all the talk about shop- 
ping, it is interesting to note 
that only 15.9 percent changed 

dealers because they could get a 
better deal elsewhere. 

The survey was conducted by 
American Home magazine. It 
showed that the most frequent rea- 
son (29.1 percent) for changing 
dealers was that the buyer had 
changed makes. Moving to another 
vicinity accounted for changing 
dealers in 20.5 percent of the cases. 

Another 13 percent said they did 
not buy from a dealer, 3.6 percent 
said they changed because the old 
dealer displayed a lack of interest 
and 2.6 percent said they were 
forced to change because the old 
dealer went out of business. 

A car was considered a neces- 
sity by 76.7 percent of the group 


surveyed, with only 17 percent 
auto ownershi 


percent of those polled. 


In selecting the make of car, 70 
percent said that the final decision 
was made jointly. The husband 
alone ruled in 23.4 percent of the 
cases, while the wife made the se- 
lection in 3.8 percent of the fami- 
lies. 

The husband also dominates in 
use of the automobile. He drives it 
most frequently in 63.6 percent of 
the families, compared with 24.4 
percent for wives. 


Wives use a car mostly for shop- 
ping and social driving, the study 
showed, although they take the car 
to be serviced 17.8 percent of the 
time. 

The survey showed that when 
major repairs are needed, the 
dealer who sold the car does the 
work 53 percent of the time. In 
minor repairs, the dealer gets 


the work only 29.4 percent of the 
time. The percentage drops to 
20.1 for lubrication. 

Among car owners who go else- 
where for service, reasons given 
were inconvenient dealer location 
(39 percent), dislike of service (21.4 
percent), owner moved (17.7 per- 
cent) and dealer out of business 
(4.7 percent). 


The survey covered in detail the 
buying plans of the 3,467 families. 
Some 16.7 percent said they plan to 
buy a car within six months. An- 
other 51.5 percent said they plan to 
buy within two years. 

Of those who plan to buy, 68.6 
percent said they would buy a new 
car, 12.8 percent a used car and 12.5 
percent said they were undecided. 


Station wagons ranked unusu- 
ally high as a probable choice of 
body styles. Some 154 percent 
said they would probably buy a 
station wagon, compared to only 
10.6 percent for hardtops. 

Most popular style was the old 





32 Years in Business— 


John S. Burks, Chevrolet dealer of 
Dade City, Fla., receives a plaque from 
A. J. Sawyer, zone manager, upon signing 
his 32nd consecutive selling agreement at 
the annual renewal meeting in Jackson- 
ville. 


reliable four-door sedan, which was 
the choice of 51.3 percent. Two- 
doors drew 26.7 percent and con- 
vertibles, 2.8 percent. 

According to make, cars which 


Makec the Difference 


FOR PASSENGER CARS ASSURE AMPLE 
ELECTRICAL CAPACITY 





lyte leakage . . . the corrosion-proof top 
made possible by improved cover design 
and connectors protected by sealing com- 
pound ... the generous reserve acid volume 
both above and below the plates. Unseen, 
but equally important, is the new “all- 
season gravity,” an electrolyte adjustment 
best suited for all-year performance. 
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Delco-Remy 


DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA 


Delco 12-volt batteries for passenger cars 
are yet another example of how Progressive 
Engineering at Delco-Remy keeps always 
abreast—usually ahead—of developments 
in the automotive industry. You may be 
sure that Delco-Remy will be ready when- 
ever the need arises for even more ad- 
vanced electrical equipment. 


AUTOMOTIVE, TRACTOR AND MARINE ELECTRICAL EQUIPMENT 


most likely will be purchased 
ranked as follows: Ford (17.5 per- 
cent), Chevrolet (17.1), Buick (9.9), 
Plymouth (7.3), Oldsmobile (6.4), 
Pontiac (6.0), Mercury (4.4), 

(3.6), Chrysler (3.3), Cadillac (2.9), 
Nash (2.6), Studebaker (2.2), De- 
Soto (1.7), Hudson (1.7), Packard 
(1.5), Lincoln (0.8), Willys (0.4) and 
all others (0.8). 

Highest owner loyalty was ex- 
pressed by drivers of Cadillacs. Of 
that group, 60.9 percent said they 
would buy Cadillac again. Most 
popular outside choice of Cadillac 
owners was a tie between Oldsmo- 
bile and Chevrolet. 

Hudson owners preferred an- 
other Hudson in 60.3 percent of 
the cases. Ford was second choice 
for Hudson owners. 

Other loyalty figures, with sec- 
ond-choice car in parentheses, 
were: Buick, 59.8 percent (Ford 
and Chevrolet); Ford, 59.1 percent 
(Chevrolet); Chevrolet, 55.2 percent 
(Ford); Pontiac, 545 percent 
(Chevrolet); Oldsmobile, 53.8 per- 
cent (Chevrolet); Nash, 51.3 per- 
cent (Ford); Chrysler, 51.0 percent 
(Ford); Mercury, 489 percent 
(Ford); Plymouth, 43.1 percent 
(Ford); Lincoln, 423 percent 
(Ford); Packard, 41.0 percent 
(Ford); Dodge, 40.9 percent (Chev- 
rolet); DeSoto, 35.8 percent (Chrys- 
ler); Studebaker, 34.9- percent 
(Ford), and Willys, 7.7 percent 
(Ford and Chevrolet). 

The five most-wanted extras by 
both wives and husbands were 
heater, turn indicator, radio, baeck- 
up light and automatic transmis- 
sion. Women ranked power steer- 
ing ahead of power brakes, and 
husbands preferred power brakes 
to power steering. 

Dominant reasons for a woman’s 
choice as to make were ease of op- 
eration, exterior appearance, com- 
fort and economy of operation, in 
that order. 


Men chose, in order, economy 
of operation, good tradein value, 
economy of upkeep and past ex- 
perience, as most-important fac- 
tors in choosing a car. Power 
ranked low on the list of factors 
within both sexes. 

The following makes ranked first 
in selection for these reasons of 
preference: Ease of operation, Lin- 
coln; exterior appearance, Lincoln; 
comfort, DeSoto; economy of oper- 
ation, Studebaker; past experience, 
Dodge; economy of upkeep, Plym- 
outh; good tradein value, Chevro- 
let; safety features, Lincoln; orig- 
inal cost, Plymouth; manufactur- 
er’s reputation, Cadillac; interior 
appointments, Cadillac; ease of 
parking, Lincoln; roomy body, Hud- 
son; dealer’s reputation, Lincoln; 
pickup, Lincoln; power, Lincoln, 
and speed, Lincoln. 


U. S. Future Lies 
In Laboratories, 


Says Borg Chief 


CHICAGO. — America’s margin 
of economic superiority is shrink- 
ing and could disappear altogether 
because many other nations are 
rapidly developing and practicing 
the art of mass production, in the 
opinion of Roy C. Ingersoll, presi- 
dent of Borg-Warner Corp. 

Addressing the Industrial Re- 
search Institute, Ingersoll said, 
“This country’s next great eco- 
nomic advance must depend not so 
much on mass production as on 
new products developed by our re- 
search laboratories. Today as never 
before the future of America is be- 
ing molded in our laboratories.” 

He declared that the manufac- 
turers who will make the greatest 
contributions to the security of 
their country are those who today 
are looking forward to the scien- 
tific changes which will, in the next 
decade or two, materially affect 
the products they now make. 

Ingersoll said that many corpor- 
ations are spending as much as 2 
or 3 percent of their gross sales 
for research and that for this rea- 
son research management must 
make every effort to employ the 
money effectively. 


Oil Award to Pratt 


NEW YORK.—Wallace E. Pratt, 
geologist, author and philosopher, 
has been named 1954 recepient of 
the American Petroleum Institute’s 
“Gold Medal for Distinguished 
Achievement.” 





AIRFOAM makes interiors roomier, Exciting new seating ideas Premolded AIRFOAM replaces 
more luxurious become practical with AIRFOAM! expensive handwork— 
looks even richer! 


& 


THE WORLDS 


Airfoam—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 

























AIRFOAM gives custom looks AIRFOAM can be your greatest 
at competitive prices! sales-aid in years! 
















FINEST CUOSHIIOMNG 





—and neither are 


AVENPORTS 
ON WHEELS! 


TODAY’S AUTOMOTIVE SEATING is colorful — 
but if it were as advanced as other features, 
it would make interiors roomier, smarter, 
safer — and have the modern sales-pull of 
today’s best exterior styling. 

Then why do manufacturers stay with 
bulky construction more suitable for Grand- 
ma’s parlor? 

Simply because, up to now, they had no 
choice. Upholstering depended on old 
methods and materials. 


BUT NO MORE. Designers are discovering in 
AIRFOAM a brand-new kind of cushioning 
that unlocks the doors to a brand-new 
science of seating. Things like AIRFOAM 
SEAT-UNITS — cushions and frame all one, 
replacing unneeded bulk with bountiful 
roominess ! 

And their custom-look will be mass-produced 
at corresponding savings! 

AIRFOAM DEVELOPMENT ENGINEERS, working 
with leading manufacturers, are making 
giant strides in that direction. Maybe your 
manufacturer is one of them! Goodyear, 
Automotive Products Dept., Akron 16, Ohio. 
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AUTOMOTIVE WASHINGTON 


_U.S. Seeks to Clarify 


Robinson-Patman Act 


By William Ullman 


Washington Correspondent 


‘T HAVE long thought that one of the main reasons for 

failure to obtain general compliance with the Robinson- 
Patman Act is the mystery and ignorance—both in industry 
and government—which surrounds distribution costs,” said 
Chairman Edward Howrey of the Federal Trade Commis- 
mon at a recent distribution eA 


conference. ferentials based on differences in 


“ ” quantity. 
Business concerns,” he; The precise 
said, “especially those from the| words of the old 
small-business segment of our|quantity proviso 
economy, have found it very dif-| were that “noth- 
ficult, if not impossible, to deter-|/ing contained 
mine precisely what cost savings| herein shall pre- 
are allowable and how they may/vent discrimina- 
be proved.” tion in price be- 
Howrey pointed out that Sec- {tween purchasers 
tion 2 of the Clayton Act, prior | of commodities on 
to the Robinson-Patman Act | account of differ- 
amendment, permitted price dif- |ences in the... 








quantity of the commodity sold.” 

On that wording the courts up- 
held a large tire company against 
charges that it was practicing dis- 
crimination in selling to Sears- 
Roebuck. 

FTC remained unconvinced and 
continued pressing against such 
practices. 

* + * 


Congress Steps In 
E—in fact, while the 
matter was pending before the 
Court of Appeals — Congress was 
asked to clarify the situation. The 
result was the controversial cost 
proviso of the Robinson-Patman 
Act. This reads: 

“. . , nothing herein contained 
shall prevent differentials which 
make only due allowance for differ- 
ences in the cost of manufacture, 
sale, or delivery, resulting from the 
differing methods or quantities in 
which such commodities are to 
such purchasers sold or delivered.” 

It was believed at the time that 
the new proviso was little more 
than a legislative restatement of 
FTC’s interpretation of the old 
proviso, namely, that price differ- 
entials should be “reasonably re- 
lated” to cost differences. 

It was designed to preserve for 


William Uliman | the consumer and the public the 
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3 States in Northwest 
Agree on Reciprocity 
SALEM, Ore. — A reciprocity 
agreement to permit unrestricted 
movement of motor vehicles 
among the three states has been 
tentatively reached by Montana, 
Oregon and Washington, accord- 
ing to William E. Healy, assist- 
ant Oregon secretary of state. 
Under the agreement, owners 
of fleets of two or more trucks 
will divide their license plate fees 
among the three states on a basis 
of mileage traveled in each state. 





benefits of more efficient market- 
ing methods, while at the same 
time protecting small buyers from 
“unearned” discounts which were 
not related to savings in cost in 
serving the large buyer. 

“In any event,” said Howrey, “the 
fact remains that the cost defense 
has proved largely illusory.” 

Shortly after Howrey took office, 
an Advisory Committee on Cost 
Justification was appointed with 
Prof. H. F. Taggart of the Univer- 
sity of Michigan as chairman. 


The committe was asked to as-| 





In Chicago, it takes 2— 
to drive the point home 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 


be the... 





CHICAGO 


oy 
SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 








property. 





certain whether it is feasible for 
FTC to develop standards of proof 
and procedure for costing which 
could be adopted by the commis- 
sion as guides to businessmen desir- 
ing to comply with the law. 


Six Problems 

yy Howrey could not say 
definitely, it is believed the 

committee probably will discuss 

such problems as: 

1. Definitions of price and price 
differences. 

2. Definitions of other terms at 
both the manufacturing and distri- 
bution level. 

3. Selling and _ transportation 
costs as affected by methods and 
quantities of sale and delivery. 

4. Techniques of allocation and 
pro-ration. 

5. Customer classification. 

6. Functional approach to distri- 
bution cost analysis. 

“Whatever the cost justification 
committee may propose,” said 
Howrey, “it will fall to the ground 
unless the commission goes back 
to first principles and approaches 
the problem with a desire to give 
full credence to the intent of Con- 
gress. 

“This intent, as I interpret it, 
was to make a fair adjustment 
between the protection of small 
buyers and the welfare of the con- 
sumer — to preserve for the con- 
sumer the benefits of mass produc- 
tion and low cost distribution while 
prohibiting price favors to large 
buyers that were unrelated and not 
reasonably attributable to savings 
created by more economical meth- 
ods of manufacture, sale or de- 
livery.” 


8.6 Pct. Dip Noted 
In Dollar Intake 
Of Canada Dealers 


OTTAWA.—Canadian auto deal- 
ers’ business declined 8.6 percent in 
the first eight months of 1954 com- 
pared with a year ago, according 
to the Canadian Government. 


The Government report showed 
that the dealership decline in dol- 
lar volume in a majority of the 
provinces was very slight, although 
the national average dipped 8.6 per- 
cent largely because of the drastic 
income drop in the agricultural 
provinces. 

Principal contributors to the de- 
cline were the agricultural prov- 
inces of Saskatchewan, which was 
down 23.9 percent, and Alberta, off 
15.8. 

There were also declines of 2.3 
percent in the Atlantic Provinces 
of Prince Edward Island, Nova 
Scotia, New Brunswick and New- 
foundland; 2.5 percent in Quebec; 
6.5 percent in Manitoba; 7.1 per- 
cent in Ontario, and 10.8 percent 
in British Columbia. 

Unlike the trend evident in many 
Canadian businesses, the “chain 
store” idea is not making progress 
in the auto retailing industry, the 
data show, since only a small pro- 
portion of the total sales went to 
dealers operating more than one 
showroom. 


Allen Loses Cars 


To Finance Firm 


OKLAHOMA CITY. — Walter E. 
Allen, Inc., former Chrysler-Plym- 
out dealership, in Oklahoma City, 
last week lost possession of $100,- 
000 worth of autos involved in a 
replevin action filed by Associates 
Discount Corp., which holds chat- 
tel mortgage on the property. 

After the suit was filed, Allen 
started court proceedings to reor- 
ganize the firm under the bank- 
ruptcy act, and obtained a stay 
order. 

However, the stay order was 
modified to permit the mortgage 
holder to obtain possession of the 


Mile of Wire 

WARREN, O. —-The new 43- 
passenger Greyhound Scenicruisers 
contain 56 separate electrical wir- 
ing assemblies and harnesses made 
up of over a mile of cable produced 
by Packard Electric division of 
General Motors. Most automobiles 
and trucks utilize only six major 
wiring harnesses, with an average 
of 430 feet, Packard said. 





Big news that means bigger sales for you! 


NOW! A YEAR-ROUND OIL 
WITH QUAKER STATE ENDURANCE! 


SAE 10W-30 
Motor Oil with the 


Miracle Film 


Here’s the beautiful 
Q-for-Quality can! 


A year-round 
Multiple Viscosity Oil! 


Reduces knock and wear 
—improves gas mileage! 


Keeps engines cleaner, 
quieter, more powerful! 


Here’s a wonderful new motor oil—made especially for newer 10 POINTS TO HELP YOU SELL SUPER BLEND 


high compression, high-powered engines. So good it makes 

almost any car run better! 1. One grade for year-round use. (SAE 10W- + Gives quickest cold weather starts, least 
Refined from costlier, richer 100% Pure Pennsylvania 30 HD). battery drain. 

Grade Crude Oil, Super Blend has more “‘natural oiliness”’ 2. Eliminates pre-ignition ping and knock. + Forms a protective Miracle Film on vital 

and “staying” qualities. It’s the result of the finest raw 3. p a 4 ean ti engine parts. 

materials, advanced refining methods, and skillful use of i oe ee ee - Long-lasting—even in hot weather. 

modern chemical additives. That’s why it has endurance— 4. Insures freedom from sticking hydraulic . Gives smoothest, quietest performance, peak 

one of the famous qualities that has always helped to sell valve Sats. power, lower gas consumption. 

Quaker State! 5. High detergency guards against rust, acids, 10. Backed by 50 years of Quaker State leader- 
Quaker State Super Blend is now being introduced nation- corrosion, sludge and varnish deposits. ship in the field of automotive lubrication. 

ally in the biggest advertising and promotion campaign for a = > 

new product in Quaker State history! This powerful cam- 4 TR) 

paign will bring you new customers for Super Blend and REMEMBER: There is a Quaker State Motor Oil and a |AKE 

everything you sell. Ask your distributor for the facts about Quaker State Superfine Lubricant for every make of cor ST, 

Quaker State Super Blend—and the great program which and every type of service. 

will help you sell it! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA., MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Merchandising 


Memos to Dealers 





“T)ON’T belittle your business 
and your new models by again 
starting to sell price only.” 


That’s a timely bit of advice 
from W. L. Mallon, veteran sec- 
retary of the New Jersey Auto- 
motive Trade Assn. 

In 1955, dealers in almost every 
Hine will have up-to-date merchan- 
dise to sell. Maybe you think some 
other car is better than yours, but 
don’t forget that tastes differ 
greatly. 

Many people may like your car 
best. Whether they do or not, they 
will be influenced by the enthusi- 








By Bob Finlay 


asm (or lack of it) of you and your 


salesman. 
* + * 


A Hit... or a Pig? 
NE of the new models knocked 
me off my feet. Although it is 
in the low-priced field, I thought it 
was the most beautiful car of all. 
Yet I have heard it described as 
a “pig” by others. 

Many people aren’t sure which 
car they like. All of us don’t fall in 
love at first sight. These people are 
good subjects on which to test your 
sales talents. 

Remember the old trial lawyer 
who was asked the secret of his 


said: 


| and the facts against me, I plead 


| 
success in dealing with juries? He 


“When the facts are for me 
and the law is against me, I 
plead the facts and ignore the 
law. When the law is for me 


the law and ignore the facts. 
When both the facts and the law 
are against me, I wrap myself 
in the Stars and Stripes and ap- 
peal to the jury’s patriotism.” 

Your juries are the people on 
your prospect lists. Don’t wait for 
them to make up their minds. Help 
them. Get to them before their 
minds are made up. 

So what if your product isn’t the 
best in the world. Any one can sell 
the best product. It takes real 
salesmanship to sell the second 
best. 


Silver Anniversary— 


Earle J. Locke (right), Packard dealer of | 
Inglewood, Calif., receives congratulations 

The best pictures aren’t all taken | on his 25th anniversary with Packard from 
by the man with the best lens. The | A. William Oster, zone manager of Earle 
skill of the operator makes a vast | C. Anthony, Inc., distributor firm. 





difference. 
+ + ca 


Do-It Section 
"WHERE are many different ways 
to handle the crowds attracted 


to a new model introduction. Saul 
Rose, of Grand River Chevrolet, 


Detroit, is making a play on the 
“Do It Yourself” popularity. 

He is setting apart a portion 
of his showroom and marking it 
with signs: “Do It Yourself Sec- 
tion — Write Your Own Order.” 





Car selling is not our business. Car financing is. 
When you use the GMAC Thrift-Guard Plan, you 
will benefit your customers and yourself by 


comparing financing costs. 


Make clear how some “higher trade-in 


allowance” deals conceal the joker of high 


financing charges. 


Compare the total time price of such typical deals 


with your own total time price, including normal 


trade-in allowance and thrifty terms! Let the buyer 


compare deals—and dealers! 


faster terms! 


> ms | (2) Gross from time contracts. (3) Extra 


e 


TIME PAYMENT 


PLAN 


THE GMAC THRIFT-GUARD PLAN 


you gain: (1) Control of the whole transaction. 


business from satisfied customers. (4) Repeat sales 
from GMAC service. . 


g And compare the cost of long “easy terms” 


payments with the thrift of comfortable, 


When you use the GMAC Thrift-Guard Plan, 
your customers save expense, time, worry and 


trouble on a deal that’s an open book. And 





GENERAL MOTORS 
ACCEPTANCE 
CORPORATION 


available to General Motors Dealers: 


CHEVROLET * 
BUICK * CADILLAC 


PONTIAC * OLDSMOBILE 





The area is equipped with desks, 
price lists and all the material 1 
customer needs. 

Rose is importing $750,000 in 
jewels, $200,000 in furs and models 
to stage a style show. He's con- 
vinced that the crowds will be so 
thick that his salesmen won’t be 
able to handle them. 

+” x & 


Green Light 


year BURY, Philadelphia 
Buick dealer, has an adroit 
way of leading in to a sales pitch. 
In his advertising column, he tells 
of an experiment with a new elec- 
tronic device for ambulances and 
emergency vehicles which wouid 
automatically turn all traffic lights 
|in their path green. 

Then, Bury said: 

“Much the same thing happens 
when a customer approaches 
Wilkie Buick. We try to switch on 
all the green lights and extend 
every courtesy to make his visit 
here smooth, pleasant and satis- 
fying.” 


* * * 


DeNooyer Story 


NYONE who has ever seen the 

DeNooyer Brothers operation 
in Battle Creek, Mich., comes away 
marveling at it. Some say that they 
| retain more Chevrolet purchasers 
| asd service customers than any 
|dealer. And what is more, they 
make money at it. 

At any rate, there are so many 
stories told about them, that the 
brothers have put together their 
own: “The DeNooyer Story ... 
Better Service for You.” 

They start at the beginning, with 
two mechanics, Jake and Jerry 
DeNooyer, purchasing the service 
department of Barnhart Motor 
Sales in 1926. In 1927 they began 
selling Oldsmobiles and in 1932, 
Chevrolets. 

The point which they have stres- 
sed through the years is this: “The 
utility of your car and the manner 
in which it meets your needs be- 
‘gins with service.” 

With reference to department 
|Managers and supervisors, they 
say: 

“The character of the men who 
manage a business determines 
the character of the service that 
business renders to its patrons.” 


With reference to employe rela- 
tions: 

“We felt that the only way we 
could grow was by giving real, 
honest, personal service to every 
| customer. We were confident that 
the way to do this was not only to 
have the finest workmen, but also 
| to see that every employe received 
| the best of treatment.” 

The DeNooyer aim of satisfac- 
tion to the car buyer is more 
than a general policy .. . “it is 
| a definite, active program to 
make your motoring more pleas- 
ant, more complete.” 


The DeNooyer booklet touches 








on all phases of the business. Per- 
| haps the brothers would send you 
|a copy if you asked. The address 
Battle 


is 350 W. Michigan Ave., 
| Creek, Mich. 





Dealer Sponsored— 

Donaleen Tait, winner of the fifth an- 
nual Flame Girl contest sponsored by the 
Billings (Mont.) Junior Chamber of Com- 
merce in conjunction with National Fire 
Prevention Week, receives her trophy from 
Roy L. Sorrells, president of Yellowstone 
Moter Sales (Lincoln-Mercury), Billings, 
who was her sponsor. 








| 
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: A Magnificent New Standard of the World 
Will Soon Be in the Show f 
‘ 1 oon be in the Oowrooms O 
nt 
y 
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3 Cadillac Dealers Throughout America! 
eS 
© 
at | 
. 
a 
Cadillac dealers all over the nation are currently preparing their showrooms 
5 } 
> a for one of the most significant new-car announcements in their history. In just 
z ten days, the magnificent 1955 Cadillac—the most beautiful and finest per- 
r forming motor car in Cadillac history—will go on display to the public. In a 
le sense, it will be more than just a new-car announcement—it will be an occasion 
: of great meaning and importance to motorists everywhere. They will find in the 
f 1955 Cadillac completely new standards of motor car beauty and performance 
| and quality—and a new automotive yardstick against which to measure the — 
* creations of the world’s motor car manufacturers. Of course, its presentation 


will also be an important event for the Cadillac dealers of the land. For it will 
provide the certain promise of another fruitful Cadillac year—and will reaffirm 


their unique and enviable position in the field of automotive commerce. 


CADILLAC MOTOR CAR DIVISION ° GENERAL MOTORS CORPORATION 












Sales Practices Blasted 


Maryland Assn. Puts Blame for Profitless Retailing 
On Both Dealers, Overproduction 
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BALTIMORE. — Stating that, erence to a ‘quick buck,’ ‘wheel and 
overproduction was the most im-| deal,’ customer-bedamned proposi- 
portant reason for the profitless|tion? Are we going to continue to 


selling of 1954, a bulletin of the 
Automobile Trade Assn. of Mary- 
land added that “dealers are part- 
ners in this crime which is wreck- 
ing our industry.” 

The bulletin asked this series of 
questions: 

“Are we going to continue to 
sell price instead of product? 
Are we going to continue to take 
the line of least resistance and 
give our profits away? Are we 
going to project our income on a 
large volume, low profit formula 
and then have the volume fall 
short because other dealers had 
the same idea? 

“Are we going to be lazy and 
hire incompetent salesmen who 
cannot close a profitable deal? Are 
we going to continue to lose fi- 
nance business to other sources? 
Are we going to sell ‘terms’ only? 
Are we giving up our tried gnd 
true method of selling cars in pref- 


Auto Credit Firms 
To Peek Into ’55 
At N. Y. Parley 


NEW YORK.—The expected im- 
pact of consumer buying and in- 
stallment credit on 1955 business 
will be discussed by the American 
Finance Conference at its 21st an- 
nual convention Nov. 15-17 at the 
Hotel Commodore. 


AFC is a trade association of 360 
independent auto credit companies 
operating more than 1,600 offices 
in the United States and Canada. 

Featured speaker at the Nov. 16 
luncheon will be Howard A. Lewis, 
vice-president of American Motors. 

Meetings of the public relations 
committee, executive committee 
and board of directors will make 
up the program on the opening 


The Tuesday session will open 
with the annual membership meet- 
ing, followed by a general session, 
panel discussion and forums in the 
afternoon. 

A general session will open the 
final day’s events, followed by a 
panel discussion, luncheon meeting 
and three forums in the afternoon. 


10 District Parleys 


Set for Wisconsin 


MADISON, Wis. — The Wiscon- 
sin Automotive- Trades Assn. has 
scheduled a series of 10 district 
meetings to help inform dealers of 
State Motor Vehicle Department 
procedures and regulations; State 
Banking Department requirements 
pertaining to auto installment 
sales, and current trade conditions. 


The meeting schedule follows: 


Nov. 3, Hotel Schroeder, Milwau- 
kee; Nov. 4, Hotel Northland, Green 
Bay; Nov. 5, Hotel Retlaw, Fond 
du Lac; Nov. 8, Hotel Wausau, 
Wausau; Nov. 9, Elk’s Clubhouse, 
Rice Lake; Nov. 10, Hotel Eau 
Claire, Eau Claire; Nov. 11, Walt’s 
Place, LaCrosse; Nov. 12, Hotel 
Loraine, Madison; Nov. 16, Hotel 
Fenway, Fennimore; Nov. 17, City 
Hall, Lake Geneva. 

All the meetings will begin at 
1:30 p.m., except those in Wausau, 
Eau Claire and Lake Geneva, 
which will start at 2 p.m. 


Zanesville (O.) Dealer 
Denies Tax Liability 


WASHINGTON. — Stone Motor 
Co., Zanesville, O., has denied lia- 
bility for a $16,022 back-tax bill in 
@ petition filed in U. S. Tax Court. 

Stone Motor said the Internal 
Revenue Service had improperly 
refused to permit it to claim a 
$44,000 loss on the sale of real es- 
tate; a deduction of $2,298 for Ohio 
sales taxes and penalties, and a 
deduction of $5,703, representing 
business travel expenses. 


be known as the world’s worst bus- 
inessmen? 

“Are we going to give ridiculous 
discounts and over allowances the 
day our new models come out? Are 
we going to just give up the auto- 
mobile business and say, ‘To hell 
with it’? 

“Or, are we going to go out and 





50 





really sell our products intelligent- 
ly and on merit? 
“De we realize that this and 
- other business depends on profits 
and are we going to hit the ball 
and make a profit? Are we going 
to say ‘no’ to the factory and 
order our cars on a realistic 
basis? Are we going to hire com- 
petent salesmen who can sell? 
Are we going to get finance busi- 
ness on a fair basis? Are we go- 
ing to reverse the ‘blitz,’ ‘wheel 
and deal’ trend? Are we going to 
become respected, trusted, hon- 
est businessmen ?” 
Another ATAM bulletin said that 
though few dealers will admit it, 





Week’s Bootleg Sales 
At 55 in Wichita Area 


TOPEKA, Kans.—Sales of new 
cars by nonfranchised dealers in 
Sedgwick County (Wichita) to- 
taled 55 in the week ended Oct. 
15, according to the Kansas Mo- 
tor Car Dealers Assn. 

Counted were: Ford, 30; Chev- 
rolet, 10; Buick, 7; Oldsmobile, 5; 
Pontiac, 2, and Cadillac, 1. 

All of these units, according to 
the association, originated with 
franchised dealers. 





the method of retailing automo- | #dded that the future of American 
biles can do a complete about-face | retailing is at stake today. 


in a short period of time, and 


“On the eve of new models we 


have a wonderful opportunity to 
take stock of where we are heac - 
ing,” the bulletin said. “The know’ - 
edge that the course we choose to 
follow will determine the futur», 
should compel us to chart th:t 
course carefully. 

“The future can be bright and 
profitable (or) it can be just the 
opposite. The answer to how the 
automobile will be retailed in the 
future rests with you.” 

The bulletin said price slashing 
and giveaways could bring about 
a change that would allow no more 
exclusive franchises, but would 
have each dealer handling half a 
dozen makes of cars and virtually 
giving them away. 





Detail View of New 
Spicer Center Bearing Mounting 
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Year-Long Lag Overcome . 
Foreign-Car Sales Top 


‘93's Monthly Pace 


NEW YORK.—For the first time 
in 1954, monthly foreign-car sales 
topped the comparable 1953 month, 
according to latest available regis- 
tration totals. 

August sales ran 1.4 percent 
ahead of the 1953 month, al- 
though sales for the year to date Volkswagen continued to pace 
still lag 24 percent behind 1953. | field with 614 sales—a market pen- 
Earlier in the year, monthly to-!etration of 27.4 percent. For the 


a welief, / 


Revolutionary New Spicer Center Bearing 
Mounting for Spicer Propeller Shafts 


tals ran as much as 40 percent be- 
hind comparable 1953 months. 
August sales totaled 2,234, down 
a bit from the July total of 2,294. 
Sales for the eight-month period 
totaled 16,008, compared with 21,134 
for the same period of last year. 





Pontiac Chrome Appointments— 
The Star Chief four-door sedan illustrates the wide use of chrome. Star Chief 


models are 210.2 inches long on a 124-inch wheelbase. The Chieftain series is 
203.2 inches long on a 122-inch wheelbase. 








The Spicer Center Bearing Mounting embodies a revolutionary 
combination of ball bearing and low-frequency rubber. This 
achieves remarkably low vibration transmissibility at driving 
speeds. It dampens... deadens . . . absorbs nearly all the 
vibration disturbances transmitted to it from the drive line. 


REDUCES VIBRATION UP TO 80% 
LENGTHENS TRUCK AND PARTS LIFE 
LESSENS DRIVING FATIGUE 


Happy days ahead, for many drivers of 1955 trucks! 


The new Spicer mounting is an outstanding engineering ad- 
vancement. It is as momentous and far-reaching in effect as 
the now-famous soft-rubber engine mounting principle. One . 
ride in a truck equipped with this Spicer unit will quickly prove 
The new Spicer Center Bearing Mounting has put the shackles its driver-saving, truck-saving ability. 


on destructive, annoying propeller shaft vibration ordinarily 
The new Spicer Center Bearing Mounting is available for 


Original truck equipment, as an integral part of the Spicer 
Propeller Shaft assembly. It is another Spicer engineering 
“first,” typical of Spicer pioneering that has been dedicated 
t the advancement of the automotive industry. 


transmitted through center bearing supports! 


Gone is the propeller shaft hum . . . the buzz. . . the pene- 


trafing, nerve-wracking oscillations that weary the driver's 
Sody and wrack the truck's frame. 


Oscillograph Recording of Standard Center Bearing Mounting Oscillograph Recording of New Spicer Center Beoring Mounting 





SPICER PRODUCTS: TRANSMISSIONS © UNIVERSAL JOINTS. © PROPELLER SHAFTS © AXLES © TORQUE 
CONVERTERS © GEAR BOXES © POWER TAKE-OFFS © POWER TAKE-OFF JOINTS © RAIL CAR DRIVES 
© RAILWAY GENERATOR DRIVES © STAMPINGS © SPICER and AUBURN CLUTCHES © PARISH FRAMES 


TOLEDO 1, OHI 


eight months, Volkswagen’s pene- 
tration was 18.7 percent. 

Jaguar was in second place, 
with 313 sales and 14 percent of 
the August market. Jaguar is 
running slightly behind last 
year’s pace. 

In third place, MG registered 276 
units in August for 12.4 percent of 
the market. Last year, MG was in 
first place in August sales. 

Austin-Healey, a new entrant in 
the foreign-car field this. year, was 
in fourth place for the month with 
211 sales. This sports car had 9.4 
percent of the market for the 
month, and 88 percent for the 
eight-month period. 

Hillman, in second place in Au- 
gust, 1953, dropped to fifth place 
for the month this year, with 180 
registrations and 8.1 percent mar- 
ket penetration. However, eight- 
month figures show Hillman in 
fourth place, with 11.4 percent of 
the market. 

English Ford was in_ sixth 
place, claiming 147 sales and 6.6 
percent of the market. For the 
year to date, the car is in sev- 
enth place. 

Austin registered 130 new cars 
for No. 7.position, in August, with 
a market penetration of 5.8 per- 


How They Fared... 





Imported Cars 


Aug., 1954 8 Mos., 1954 
1—614 Volkswagen 2,998— 1 
2—313 Jaguar 2,498— 2 
3—276 MG 2,226— 3 
4—211 Austin-Healey 1,415— 5 
5—180 Hillman _ 1819—4 
6—147 English Ford 1,037— 7 
7—130 Austin 1,085— 6 
8—100 Triumph 559— 9 
9— 75 Morris 106— 8 

10— 55 Sunbeam Talbot 369—10 
ll— 28 Porsche 308—11 
12— 27 Mercedes-Benz 270—12 
13— 14 Singer 150—13 
14— 9 Rover 141—14 
15— 55 Miscellaneous 432—15 
Total All Makes 
2,234 16,008 





cent. It is in sixth place for the 
|year. A year ago, Austin was in 
fifth position. 

Other August sales were as fol- 
lows: Triumph, 100, for 4.4 percent; 
Morris, 75, for 3.4 percent; Sun- 
beam Talbot, 55, for 2.5 percent; 
Porsche, 28, for 1.3 percent; Mer- 
cedes-Benz, 27, for 1.2 percent; 
Singer, 14, for 0.6 percent; Rover, 
9, for 0.4 percent, and miscellane- 
ous, 55, for 2.5 percent. 


Chevrolet Cites Jordan 
N. M. Jordan, president of Jor- 
dan Chevrolet Co., Sandersville, Ga., 
has been presented with a plaque 
in recognition of more than 25 
years as a Chevrolet dealer. 








Recoilless Rifle— 


The 106-mm BAT, a recoilless rifle which 
permits infantrymen to operate as long- 
range anti-tank specialists, has been an- 
nounced by the Army Ordnance Corps. 
Developed by Firestone Tire & Rubber Co., 
the Jeep-mounted weapon gives soldiers 
power to destroy enemy tanks. Inspecting 
the weapons are (from left) Col. Stanley 
W. Connelly, commanding officer of the 
Cleveland Ordnance District; Col. Elmer W. 
Grubbs, commanding officer of the Erie 
Ordnance Depot, and John L. Cohill, as- 
sistant to Firestone's president, 
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CHICAGO. — The current U. S. 
tariff policy is restricting, rather | 
than liberalizing, world trade and 
is thereby blocking progress toward 
a more healthy world economy, ac- | 
cording to Rhys M. Sale, president 
of Ford Motor Co. of Canada. 

Addressing the American Life| 
convention here, he said: 

“Your (the U. S.) Tariff Com- 
mission has been very active re- 
cently in recommending increased 
tariffs and import quotas against 
products of other countries, in- 
cluding Canada. These develop- 
ments, of course, have caused | 
great apprehension in Canada 
and in other countries. 

“Should this apprehension hard- 
en into a conviction, it would seri- 
ously undermine progress in relax- 
ing trade barriers in the free world 
and probably would place an un- 
welcome strain upon both the eco- 
nomic and political foundations of 
our western alliance.” 





Dallas Show Attracts Large Crowds— 
During its 17-day run the Dallas Auto Show at the Texas State Fair attracted an 


Rising Tariffs Criticized 


|| Ford of Canada Head Says U. S. Trade Barriers 
Block World Prosperity 





estimated 90 percent of the 905,463 visitors to the fair. All American makes were 


displayed, plus several foreign cars. Citing Ford of Canada’s experi-| 
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ence, Rhys said that his firm’s ex- 
ports had declined from 45 percent 
of its production in the prewar 
years to 7 percent last year. 

He attributed this decline to 
dollar exchange problems, import 
restrictions and the increasing 
facilities for car manufacture in 
some traditional markets. 
Finding one bright spot on the 
economic horizon, Sale declared, 
“The economic position of the non- 
dollar world, as reflected in its gold 
and dollar holdings, has shown a 
definite improvement in the past 
two years. Domestic inflationary 





New Molybdenum Product 


STAMFORD, Conn. — Molykote- 
Microsize, a new grade of molybde- 
num disulfide powder, has been an- 
nounced by Alpha Corp., Stamford. 
The average particle size of Moly- 
kote-Microsize is less than one 
micron, its maker said. 
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Wm. Nunnenkamp, Service Manager, Fields Chevrolet Co., Portland, Oregon 


ROCYA! 7 
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“Royal Triton 10-30...solves this problem of weight” 


“When customers are puzzled about the proper weight of oil 
to use in their cars, I tell them how Royal Triton 10-30 being 
a multi-viscosity oil solves this problem of weight. 


‘Royal Triton 10-30; I tell them, ‘not only eliminates the 
need for changing oil with the seasons, but it’s equally good 
for new and older cars alike... increases engine horsepower 
and saves money on gasoline, too: 

“In all my 37 years with Fields Chevrolet Co., one of the 
nation’s oldest and largest dealerships, I’ve never known 

‘ more satisfied customers than those who are now using 
Royal Triton 10-30" 


OF CALIFORNIA 


Service Managers all over the country, like Bill Nunnen- 
kamp, have found that it’s good business to recommend 
Royal Triton. You can get prompt delivery of both 5-20 and 
10-30 grades of this amazing purple motor oil from your 
nearby Union Oil Company representative. 


UNION OIL COMPANY 





los Angeles: Union Oil Bldg.» New York: 45 Rockefeller Plaza * Chicago: 
1612 Bankers Bidg.» New Orleans: 644 National Bank of Commerce Bidg. 
Atlanta: 401 Atlanta National Bidg. * Kansas City, Mo.: 921 Rialto Bidg. 





pressures in most of the non-dollar 
countries seem generally to have 
been brought under control.” 

He applauded the various efforts 
of the U. S. to restore economic 
stability in various sections of the 
world and said: 

“The American people may never 
know just how effective their ef- 
forts have been, in such things as 
Lend Lease and the Marshall Plan. 
I think the results may be a great 
deal better than many of you be- 
lieve. 

“These are hopeful signs,” he 
asserted, “and they offer an op- 
portunity to all of us in North 

America, Americans and Canadi- 
ans alike, to provide economic 
leadership which will ensure con- 
tinuance of the favorable trend. 

“Should we fail, there is a very 
real danger of renewed deteriora- 
tion of the economic position of 
non-dollar countries, and of new 
pressure, or threat of pressure on 
exchange reserves. This would re- 
sult, I am afraid, in the reimposi- 
tion of trade barriers and the 

adoption of other defensive meas- 
ures.” 

Sale said the expansion of world 
trade depends largely on U. S. pol- 
icies and that a progressive reduc- 
tion of U. S. tariffs and other trade 
barriers would give foreign cus- 
tomers a better chance to pay for 
the goods they buy in the U. S. 

Comparing Canada’s tariff pol- 
icies, he commented, “Canada had 
@ good record in Postwar years 
of reducing tariffs and eliminat- 
ing trade and exchange restric- 
tions. 

“The Canadian market today is 
one of the freest and most accessi- 
ble in the world. One important 
difference between the Canadian 
position and that of the U. S. is 
that we consistently buy more 
goods and services from other 
countries than we sell abroad.” 

Sale noted that Canada annually 
buys $215 worth of goods per cap- 
ita in the U. S. while the U. S. buys 
less than $20 per capita from 
Canada. 


Sports-Car Rally 


In New England 
‘Starts Nov. 24 


NEW YORK.—The sport of au- 
tomobile rallying, revived in recent 


|years by sports-car enthusiasts, 


will have another big day Nov. 24 
when the Great American Moun- 
tain Rallye, a 1,100-mile twisting, 
turning, uphill, down-dale tour of 


| western New England gets under 
| way in New York. 


The five-day endurance test, or- 
ganized by the Motor Sports Club 
of America, will finish Nov. 28 in 
Poughkeepsie, N. Y. 

James Lamb, secretary of the 
American Automobile Assn. contest 
board, explains that the objective 
of the entrants is to complete each 
stage of the rally in the exact time 
allotted and to follow the route 
exactly as planned. Calculations 
are made to tenths of a mile, and 
time in fractions of a minute. 

The majority of cars entered will 
be foreign models, but MSCA also 
encourages entry of standard 
American models. Any production 
passenger car is eligible provided 
that it was manufactured in or 
after 1950. 

The route runs from New York 
through Connecticut, Massachu- 
setts, Vermont and New Hamp- 
shire to within a few miles of the 
Canadian Border, then back down 
to Poughkeepsie. 





Detroit Firm to Decorate 


Chicago Auto Show 


CHICAGO. — Decorations for 
the 47th annual Chicago Auto- 
mobile Show, which opens here 
Jan. 8 for a nine-day run, will 
be designed by George P. John- 
son Co., Detroit, according to 
Edward L. Cleary, manager of 
the Chicago Automobile Trade 
Assn. 


Neutral tones of gray, silver 
and white will be the background 
scheme, Cleary said, while the 
central arena, where the stage 
pageants are presented, will be 
done in vermilion. Johnson also 
will use an indirect illumination 
system, utilizing light troughs 
and giant reflectors. 
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ARE GU GETTING READY 
nite 
FOR WINTER TOO? 


Last winter’s unprecedented demand for BLUE CORAL inspired 
this ad. May we suggest that you lay in a good supply of BLUE 
CORAL now for the winter months ahead? By doing so now 

you will be assured of a busy, successful service department. 
Now is the ideal time to remind your customers of BLUE 
CORAL’S incomparable all weather protection for fine car fin- 
ishes. Tell them of BLUE CORAL’S overwhelming acceptance by 
the world’s leading manufacturers of fine cars. . . . With just one 
BLUE CORAL TREATMENT they will agree that BLUE CORAL is the 
peer of all paint preservatives! Your customers will show their appre- 


ciation by making many return visits to your service department! Cé, t, . ti , il 
i | 


Now is the time to look ahead, to plan ahead! The creators of 
BLUE CORAL are ready to deliver your WINTER SUPPLY of 
BLUE CORAL..... NOW! 


© 1964—H.0.7. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. * Creators of the Blue Coral Treatment e WHITE PLAINS, NEW YORK 















Staff Writer 
F THE amount of money ex- 
pended by auto makers for new- 
model introductory advertising is 
any indication of things to come, 
1955 should set an alltime record 
in advertising expenditures. 
Although most manufacturers 
are non-committal about the 
amount they will spend on their 
advertising activities in ’55, hopes 
for increased production in every 
line are an indication they will 
be forced to increase their ad 
budgets over ’54. 
Studebaker set the promotional 
pattern when it spent over $1 mil- 
jlion on its new-model introduc- 
|tions, and indications are that its 
overall budget for ’55 will be “more 
aggressive and probably increased.” 


Studebaker’s advertising will be 


| By Marty Whitmyer 


Discussing Export Programs— 


sites . . . n keti 

Leonard Williams (left), Packard distributor in London, discusses export marketing predominately newspapers and 
plans with Dan O'Madigan (seated), Packard sales manager, and B. C. Budd, export magazines, but radio and television 
manager. Williams reported that British dealers for American cars are hoping for an | wil] get their share of the budget, 
easing in the 12-car-a-year import quota. it was reported. Approximately 


rr) 


YOUR volume won't fade out if you stock up now! 


od 


Affecting Factories and Dealers... 


Auto Advertising 
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three-quarters of the radio expen- 
ditures will go for newscasts and 
sportscasts, the report said. 

Chrysler Corp., which is said 
to have spent over $100,000 on its 
Detroit press preview, will in- 
crease its advertising by 16 per- 
cent for the first four months 
the new cars are on the market, 
according to L. L. Colbert, Chrys- 
ler president. 

The corporation’s three divisions, 
Dodge, Plymouth, DeSoto and 
Chrysler, will spend a reported $15 
million on new-model announce- 
ments, but this will be spread over 
several months, a spokesman said. 

* x od 


Aas no figures were 
given, John H. Caron, Chrysler 
division ad manager, said his divi- 
sion “will advertise more frequent- 
ly and in greater volume than ever 
before.” 

In addition to using 3,300 news- 
papers, the division’s new-model 
introductions will be supplemented 
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jelcie Motorola 
~ VOLUMATIC contro: 


Holds volume level automatically under bridges, 


viaducts, underpasses ... anywhere a signal 


It’s the greatest selling feature in car radios to- 
day—and it’s exclusive with Motorola! New 
Volumatic Control is the most highly advanced 
improvement in auto radio circuit design in 25 
years... makes all other car radios obsolete! 
Volume level locks electronically—radio stays 


steady, sharp, static-free even while going under customers’ new demand. 


Boye 


Just 3 sq. feet of dis- 
play space puts you in 
the money-making 


MODEL 554 
Push-button luxury at a budget price! 
Exclusive Volumatic Control. 5-station 
push-to-lock control locks in stations razor 
sharp. $54.95 


Motorola car radio 
business. For full de- 
tails, see your local 
Motorola distributor. 





is available! 


bridges, viaducts—anywhere there is a signal. 
Volumatic Control is offered to your customers at 
no increase in price. Take advantage of this sensa- 
tional opportunity to boost sales and profits. 
Stock the world’s most advanced car radio— 
Motorola with Volumatic Control—to meet your 


CAR RADIO 











by an alltime record volume of 
magazine, radio, television, outdor 
and movie trailer advertising, Ca:- 


be the largest in the division’ 

41-year history, according t 

Jack W. Minor, Dodge directo: 

of advertising and merchandis 

ing. 

More than 300 radio stations and 
80 television stations will be used 
in the “teaser” campaign in con- 
junction with Dodge’s new-modc! 
introductions. 

Newspaper advertising also wil! 
be increased, Minor said, with 4,000 
dailies and weeklies carrying both 
“teaser” ads and post-announce- 
ment promotions. Magazine, travel- 
ing displays on buses and street- 
cars, and outdoor displays will sup- 
plement the “teaser” phase of the 
55 campaign. 

* * . 
Dodge-sponsored television 
shows, “Break the Bank” and 
“Make Room for Daddy” support- 
ing the national advertising and 
merchandising program, Minor 
said the division is ready “to sup- 
port our dealers with every adver- 
tising, promotion and merchandis- 
ing tool at our command.” 

Although the division was non- 
committal about the size of its 
ad budget for °55, Plymouth’s 
plans for increased production 
would indicate a similar increase 

in advertising expenditures. 

In addition to the heavy use of 
advertising in its new-model an- 
nouncement campaign, it is known 
that Plymouth also plans a 
stepped-up merchandising program 
in ’55. The division also will con- 
tinue its sponsorship of its televi- 
sion program, “That’s My Boy,” 
over CBS-TV. 


* * * 


px will spend an estimated 
$2 million’ on new-model an- 
nouncements alone, according to 
James L. Wichert, DeSoto’s direc- 
tor of advertising and sales promo- 
tion. 

In addition to the use of 300 
newspapers, DeSoto’s introductory 
ads will be promoted through ra- 
dio, television, billboard and major 
national magazines. 

Although Ford has refused to 
release any information on its 
advertising program until after 
the division’s new models have 
been put on the market, it is re- 
ported that it will spend 15 per- 
cent more on new-model adver- 
tising this year than in ’54. 

Lincoln - Mercury likewise de- 
clined to give out any figures on 
its proposed ’55 budgets, but a 
spokesman did reveal that “no in- 
crease is planned.” He said, how- 
ever, that the “budget will be in 
keeping with the product.” 

* . a 


WSPAPERS, television and 
national magazines, in that 
order, will constitute the backbone 
of Hudson’s advertising program 
for ’55, according to George R. 
Browder, director of advertising 
and merchandising. 
other forms of adver- 
tising will be used,” Browder 
said, “these three media have 
been selected as the best possible 
method of bringing to the at- 
tention of the public the story of 

Hudson products in ’55.” 

Hudson has entered the televi- 
sion field this year with the co- 
sponsorship of the “Disneyland” 
show with its sister division, Nash. 

Browder said that the Hudson ad 
budget “has been designed so that 
expenditures will be increased as 
sales increase.” 

Cadillac, with a sales target of 
150,000 cars, also plans to increase 
its promotion and merchandising 
activities in ’55. 

* * o 


pounne out a reported record 
$1,250,000 in new-model adver- 
tising, Packard is planning the 
most intensive ad campaign in the 
company’s history. 

Clare E. Briggs, Packard sales 
vice-president, said “We plan to 
give our dealers the greatest pos- 
sible support with hard-hitting 
campaigns at both the national 
and local levels in newspapers, 
magazine, radio-television and 
billboards.” 

Although plans have not yet beer 
completed because of a change in 
its sales organization, Kaiser-Willy: 
reportedly will spend “proportion 
ately more in newspaper and maga- 

(Continued on Page 21, Col. 1) 
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zines than in radio.” One big cut-| 


back in radio expenditures came 
about through the company’s aban- 
donment of the contract of Lowell 
Thomas, nationally known news- 
caster. 


Buick is the only General Motors | 


division that doesn’t plan a mate- 
rial increase in advertising expen- 
ditures in ’55. 

Oldsmobile, with its ad budget 
at an alltime high in ’55, will set 
new records in the use of news- 
papers, television and outdoor 
advertising, a spokesman said. 


Pontiac also plans an increase in 
advertising expenditures, newspa- 
pers, magazines and trade papers 
getting a bigger slice than in 1954. 

* * * 

RECORD -BREAKING adver- 
tising schedule also heralded 
the introduction of the new Chev- 
rolets, according to W. G. Power, 
ad manager. A liberal followup 
schedule is now planned for the 
remainder of the year, Power said, 
and will be “in keeping with the 

importance of the cars.” 

Buick plans no appreciable in- 
crease, but will continue to use 
newspapers as its major medium. 
It also contributes heavily to tele- 
vision promotions—one of which 
is the “Milton Berle Show.” 

Nash’s advertising campaign will 
be geared to the competitive sales 
outlook, according to J. B. Hunt- 
ress, Nash ad chief. 

“At the present time no ceiling 
has been set on the ad budget for 
1955,” Huntress said, “but the Nash 
program will start in high gear 
and will be adjusted upward to the 
sales pace during the year.” 

In addition to continuing all 
other mass advertising media used 
in ’54, Nash and its sister division 
Hudson have added a new televi- 
sion program this year, the “Dis- 
neyland” show, over the ABC-TV 


network. 
* *” x 


Forshew Takes G-E Post 


John H. Forshew has _ joined 
Campbell-Ewald company as vice- 
president in charge of marketing 
and research, according to Henry 
G. Little, presi- 
dent. His head- 
quarters will be 
in the Detroit of- 
fices. 

Forshew previ- 
ously was vice- 
president at the 
New York offices 
of J. Walter 
Thompson, where 
he supervised the 
Florida citrus ac- 
count for the last 
year. He also directed the consumer 
panel research project and was ac- 
count executive on Market Re- 
search Corp. of America for four 
years. 


He also headed his own market- 
ing research organization, Forshew 
& Jacobus, New York, for several 
years. 





John H. Forshew 


* * * 


Conde Nast Expansion 


Conde Nast Publications, Inc., 
has announced the opening of an 
advertising sales office in conjunc- 
tion with its editorial offices in Los 
Angeles. 


Appointed as West Coast ad- 
managers for the company’s three 
publications were: Robert J. Lap- 
ham, Vogue; Richard E. Bartlett, 
House & Garden, and Robert J. 
Horenn, Glamour. 

x * ” 


Sports Illustrated Grows 


The circulation base of Sports 
Illustrated will be increased 17 per- 
cent, effective with the Apr. 4, 1955, 
issue, according to William W. 
Holman, advertising director. 


The circulation increase will be 
accompanied by a 9 percent in- 
crease in advertising rates, Hol- 
man said. 

’ Sports Illustrated made its bow 
in the publishing field last August 
with a circulation base of 450,000. 
At present, Holman said, the weekly 
sale is close to 525,000, the figure 
upon which the new ad rates will 








be based, even though the increase 
does not take effect until next 
April. 


With the 9 percent rise, the basic 
black-and-white page rate be- 
comes $3,415. The present rate is 
$3,150. 


* * * 


POPAI Slates Forum Dec. 8 


Plans have been completed by 
the Point-of-Purchase Advertising 
Institute’s research and educational 
committee to hold a one-day forum 
on point-of-purchase advertising at 
the Hotel Roosevelt, New York, on 
Wednesday, Dec. 8. 


The panels will consist of 
users and producers of 
point - of - purchase advertising 
who will discuss the fundamen- 
tals of point-of-purchase adver- 
tising. 

Edward K. Whitemore, president 
of Oberly & Newell Lithograph 






Corp., is chairman of the commit- 
tee. 


* * 


* 

N. Y. Thruway Hailed 

The New York Herald Tribune 
published a special New York State 
Thruway section on Sunday, Oct. 
24, just prior to the opening of the 
366-mile span from Newburgh to 
Buffalo. 


* * * 


Look’s Ad Revenue Up 


On the basis of scheduled inser- 
tions, Look magazine expects to 


average $1 million per issue in 


gross advertising revenue during 
the fourth quarter, according to 
Donald Perkins, ad director. 

Look also expects to carry a 
total of at least 500 pages of ad- 
vertising during the quarter, 
Perkins said, which will give the 
magazine its first 500-page quar- 
ter in history. 

The magazine hopes to gross ap- 
proximately $26 million in adver- 
tising over the year, Perkins said. 
Last year Look’s gross ad revenue 
totaled $22,971,144, he said. 


* * * 


Chicago Paper Adds Color 
The Chicago Daily News will 
make color advertising available in 





November, according to Stanley S. 
Adams, advertising director. 
Full data is available to adver- 
tisers on request, Adams said. 
* + * 


M-E Appoints Davidson 


Jack Davidson has been appoint- 
ed West Coast account executive 
for McCann-Erickson, Inc., on the 
Chrysler division 
account. 

Davidson, who 
will headquarter 
at M-E’s Los An- 
geles office, will 
handle advertis- 
ing, merchandis- 
ing and sales pro- 
motion activities 
in Chrysler’s Los 
Angeles, San 
Francisco and 
Portland regions. 

Davidson operated his own new 
and used-car businesses in the Los 
Angeles area for the past eight 
years. 


Jack Davidson 


* * * 


‘Wellington Story’ Told 

A pocket-size booklet containing 
information about the Wellington 
Fund has been published by Well- 
ington Co., according to Milton 
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Fox-Martin, manager of: dealer re- 
lations. 

Entitled “Wellington Story,” the 
pamphlet traces the 25-year exist- 
ence of the fund, a mutual invest- 
ment plan. 

Copies of the booklet may be ob- 
tained from Wellington Co., 1630 
Locust St., Philadelphia, Pa. 


* * * 


American’s Circulation Up 

Third quarter circulation and 
third quarter newsstand sales for 
American Magazine were the high- 
est in its history, according to Paul 
C. Smith, president and editor-in- 
chief of Crowell-Collier Publishing 
Co. 

Smith said that American’s esti- 
mated third-quarter circulation 
was 2,725,000 and that newsstand 
sales for the period average were 
935,000. 

” * * 
Names 

Roy C. Husbands has been ap- 
pointed Detroit manager of Wom- 
an’s Home Companion. Husbands 
has been with the magazine 27 
years, representing it in the De- 
troit area for 10 years. 


ADDS OCTANES TO 


GASOLINE_Boosts 
Gas Mileage Up to 23% 























The Best Lubricant 
for Any Car—New or Old- 


in Extreme Heat, 
or Sub-Zero Cold—Adds 


Years to Engine Life! 


Here’s the powerful performance story customers are 
reading about...in national magazines—Life and 
Saturday Evening Post — coast-to-coast. 


New Mobiloil Special boosts engine power... equivalent 
to raising gasoline performance up to five octane 
numbers. It boosts gas mileage up to 23%. 


In exhaustive tests it cleaned up engines of all ages 
— kept them clean as no oil ever has before. It relieved 
engine knock, pre-ignition “ping” and spark plug 
misfiring. It reduced corrosive and mechanical wear to 
almost zero. For more service department gross profit 


—sell New Mobiloil Special! 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption —increased miles per gallon up to 23% — 
over results obtained with conventional high-quality SAE 20 motor oil. 


NOW—MORE THAN EVER — 


THIS SIGN MEANS BUSINESS! 





SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 














HOPE that my old friends, Roy 

Chapin, Harvey Firestone sr. 
and the other members of the old 
highways committee of the national 
Chamber of Commerce, were tuned 
in from their ringside seats in the 
Elysian Fields so that they could 
hear that speech delivered to the 
conference of the governors of 41 
states at Bolton Landing, N.Y., 
from notes made by President 
Eisenhower, who was unable to be 
’ present due to the death of his 
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Vice-President Richard P. Nixon. 

Briefly, here is what the Pres- 
ident said: 

America’s greatest need, right 
now, is a multibillion-dollar mod- 
ernization of the nation’s high- 
way system for the relief of 
transportation delays which are 
nullifying the gains we are mak- 
ing in production efficiency, to 
cut down the “annual death toll 
comparable to the casualties of a 
bloody war,” to reduce the wast- 
age of billions of hours of time, 
to eliminate the lawsuits clogging 
the civil courts, and “for appall- 
ing inadequacies to meet the de- 
mands of catastrophe or defense 
should atomic war come.” 

The President quoted experts as 
estimating that $50 billion would 
make a “good start” on road ills 
now and in the near future. He 
was expecting a population of 200 
million by 1970 and proposed a 
four-point program: 

1. A grand plan for a properly 
articulated system that solves the 
problem of speedy, safe, transcon- 
tinental travel; inter-city communi- 
cation; access highways and farm- 





Dallas Gets First Look at Thunderbird— 


On display at the Panhandle-South Plains Fair in Lubbock, Tex., is this Ford 
Thunderbird, the first to arrive in the Dallas district. A preview was given by Lubbock |. 


Auto Co., Inc. At left is Harry Morris, president of the dealership; at right, Murrell 
R. Tripp, Lubbock mayor. 


| 
itan area congestion (bottlenecks tax revenues, and on Federal help 
and parking). where the national] interest de- 
4 - mands it. 


State-Federal Link | 3. A cooperative alliance between 


A FINANCING proposal based | the Federal Government and the 
A on self-liquidation of each proj-| States so that local government, 


ect, where it is possible, through the most efficient sort of govern- 


brother’s wife. It was delivered by 


to-market movements; metropol-' tolls or the assured increase in gas'ment in the administration of 


LIM ad Ua 


NOW! 
Every key 


is its own 


motor bar! 





Saves up to 50% hand motion! 


Now you can list and add without touch- 
ing a motor bar! 50% less hand travel 
—a great saving of effort for operators. 
No wonder they like it! 

Amounts are added and printed the 
instant they are set on the keyboard— 
because every key is electrified! No more 
“back and forth” motion from keyboard 
to motor bar—because every key is also 
a motor bar. The only completely elec- 
trified Adding Machine! 

National’s “feather-touch” action 
makes it easier than ever to- press com- 
binations of keys at one time—more 
time-and-effort-saving! 

All ciphers print automatically—still 
more effort and time saved! At the end 
of the day operators feel fresher—and 


they have accomplished more with less 
effort. 

The National Adding Machine gives 
you “Live” Keyboard plus 8 other time- 
saving features combined only on Na- 


tional: Automatic Clear Signal . . . Sub- 
tractions in red . . . Automatic Credit 
Balance in red . . . Automatic space-up 


of tape to tear-off line when total prints 
.. . Large Answer Dials . . . Easy-touch 
Key action . . . Full-Visible Keyboard 
. . . Rugged-Duty Construction in com- 
pact size for desk use. 

One hour a day saved with this exclu- 
sively National combination of features 
will repay the entire cost of a National 
Adding Machine every year—an annual 
return of 100%. 


THE NATIONAL CASH REGISTER COMPANY, varron 9 on10 


949 OFFICES IN 94 COUNTRIES 





NOW 
you can forget the motor bar! 


Don’t buy any adding machine until 
you see this National! Printed words 
cannot explain all the ways this re- 
markable National saves operator ef- 
fort, saves time, saves money. You 
must see it to believe it. For a dem- 
onstration phone the nearest National 
office or National dealer. See it today! 





funds, will be manager of its ow 
area. 

4. Very probably a program 
initiated by the Federal Govern- 
ment with state cooperation in 
planning and construction, em- 
powered to advance funds or 
guarantee the obligations of lo- 
calities or states. 

In his notes the President gave 


a four-point outline of the geners 


purposes of the U.S.: To mak 
America an example of nationa 
progress in the standard of living 
for helping people in other lands 
to raise their standard of living 
with indirect benefits to American 
producers; keeping the country; 
militarily strong and at maximum 
productive strength; “exploiting 
every asset, correcting every de- 
ficiency in our economic situation 
achieving close cooperation 
between the states and the Federal 
Government, as the alternative to 
a@ regimented economy.” 

“The American philosophy ap- 
plied to public affairs,” he said, 
“represents the middle of the road 
between nihilistic chaos and en- 
slaved regimentation.” 

+ + * 


Displacing the Mule 


S A “personal parenthesis,” the 
President recalled that 35 years 
ago he had been assigned by the 
War Department to go along as an 
}observer on a transcontinental 
| truck, ordered by the secretary of 
| war to “prove that the gas engine 
| had displaced the mule even on our 
| relatively primitive roads.” 
| “All-weather roads in the Unit- 
| ed States,” he said, “then totaled 
| 300,000 miles. Autos and trucks 





numbered 7.6 million. The truck 

convoy left Washington July 7, 
| and arrived in San Francisco 60 
| days and 6,000 breakdowns later. 

Today, all-weather mileage is ap- 
| proximately 18 million, while 
| autos and trucks number more 
| than 56 million. 
| “The increase in mileage has 
| lagged behind the increase in ve- 
|hicles. The road system, moreover, 
|is fundamentally the same, either 
| haphazard or completely arbitrary 
|in its origin; designed for local 
|movement in an age of transcon- 
| tinental travel.” 
| P.S. Attention Roy Chapin, Har- 
| vey Firestone, George Graham, 
| Billy Metzger and all the rest, 
| wherever you are. Don’t you think 
|that boy makes sense? Funny, 
| that’s the thing we were talking 
| about for years. But we certainly 
| started things, or Ike couldn’t 
|lightly mention those 1.8 million 
| miles of all-weather roads. 


AC Spark Plug 
Gets Contract for 
| 
Army Skysweeper 
| FLINT.— An $18,226,511 contract 
for production of Army Skysweeper 
| fire-control systems has been 
| awarded the AC Spark Plug divi- 
|sion of General Motors, Joseph A. 
| Anderson, AC general manager, an- 
| nounced last week. 
| The award supplements existing 
|Skysweeper contracts held by AC. 
It was placed by the Detroit Ord- 
nance District. 

The Skysweeper is an electronic 
| weapons system used in 75-milli- 
|meter anti-aircraft systems. By 
|means of radar, computer and gun 
| mounted integrally, it can seek out 
jinvading enemy aircraft as far 
away as four miles. 

The “Brains” for this “artillery 
| machine gun”—the radar, computer 


| and power controls—are made by 
| AC’s Dort Highway plant in Flint. 





| Minneapolis Dodge Deal 


Repurchased by Holt 


MINNEAPOLIS — (UTPS). — 
C. L. Holt, veteran Upper Mid- 
| west dealer, has resumed opera- 
tion of Holt Motor Co. in the 
Minneapolis loop. The firm will 
handle Dodge-Plymouth. 


Holt repurchased the firm 
which he sold a year ago to Sid- 
ney Kline, head of River Lake 
Motor Co. (Chrysler-Plymouth). 
Kline had continued the Holt 
Motor Co. name and leased the 
building from Holt. Until selling 
in October, 1958, Holt had oper- 
ated the firm since July, 1925. 
Kline will retain his partnership 
in River Lake Motor Co. 
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find Pennzoil’s built-in power ingredien 


quiets valves, repowers engines 





"49 CADILLAC GAINS 12 HP. Increased 


12 hp by merely changing to Pennzoil with 
Z-7 .. . unbelievable, when the car has over 


41,000 miles on it. Dynamometer showed in- - 


creased hp; driving the car proved it to me. 
A. J. Sherrill—Portland, Oregon 





10 MORE HP FOR °53 CHRYSLER. 
After changing to Pennzoil Z-7 SAE #30 
in a@ 1953 New Yorker Chrysler, we were 
amazed at adding 10 hp to the rear wheels 
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STOPS '49 STUDEBAKER Oll CONSUMP- 
TION. This 1949 Studebaker with over 48,000 
miles was using one quartof oil every 300 miles. 
lt now has more than 900 miles on Pennzoil 


PENNZOIL::°Z°7 


ONLOCKS . 
MLL EI Taf 


Car owners and service managefs cods#-to- 
ee, 


Pi 





with a motor we believed to be clean. 
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Edward R. Gould—lLong Beach, Calif. 


with Z-7, with no oil whatever. 


eT 


consumption 
William G. Burns— Abilene, Texas : 
Ca 


Assure SATISFIED CUSTOMERS 
by featuring PENNZOIL with Z=-7 
for winter change-overs! 


A change to Pennzoil with Z-7 is assurance 
of freedom from all four of the most serious 
problems of cold-engine operation: winter 
sludge, corrosion of valve lifters, hard 
starting, and valve clatter. 

Pennzoil with Z-7 solves these problems 
through the unequaled dispersing action 
of its built-in power ingredient. It 
“insulates” valve lifters against the cor- 
rosive by-products of combustion. It gives 
fast, battery-saving starts by letting hy- 
draulic valves operate perfectly and by 
keeping spark plugs clean to provide a hot 
spark at all times. And minutes after it 


Get the full PROFIT STORY 


Write to THE PENNZOIL COMPANY ° Executive Offices + Oil City, Pa. 


© 1954, The Pennzoil Co., Member Penn. Grade Crude Oi! Assn., Permit No. 2 


enters the crankcase, it makes even the 
noisiest valves noticeably quieter—and 
keeps them that way! 

Every change to Pennzoil with Z-7 is an 
opportunity to create a satisfied customer 
—to forestall the usual complaints that 
result from cold-engine operation with 
ordinary oils. To keep your customers 
satisfied, start featuring Pennzoil with 
Z-7 now! 





Satisfaction proved by reports of actual tests! 
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FORD POWER UP OVER 18%. On a dyna- 
mometer a 1951 Ford showed 32 hp delivered 
at the wheels. After installing Pennzoil with 
Z-7, a second test gave a net increase of 6 
road hp, an 18% % gain. 

Gorden W. Wattson—Kansas City, Me. 


11 MP INCREASE IN CHEV- 
ROLET. Tests were run three 
times to eliminate chances of 
error. Pennzoil with Z-7 showed 
a@ gain of 11.25 hp. Consider 
this a remarkable test. 

William Mellinger — Lancaster, Pa. 
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By James D. Woolf 

Special Correspondent 
MANY times, in this column and 
elsewhere, I have suggested 
that advertising of mail-sold mer- 
chandise and store-sold merchan- 
dise are, like the Colonel’s Lady 
and Judy O'Grady, sisters under 
the skin. Both have a common ulti- 

mate goal—sales. 

Both, in the words of expert 
H. K. Nixon, seek to “arrest, in- 
form, impress, impel.” Both work 
with the same media for the 
transmission of ideas from seller 
to buyer. 

My own formula for sales-mak- 
ing copy enlarges somewhat on the 
Nixon formula. The proper adver- 
tisement, whether the product is 
mail-sold or store-sold, has five ob- 
jectives, as follows: It should at- 
tract attention (stop the reader, 
listener, or viewer); it should 
arouse interest (warm him up); it 
should create desire (give him a 
hankering); it should inspire con- 











This revolutionary belt 


gives the 
automotive designer new opportunities ! 
U.S. PowerGrip gives positive power transmission. 
It operates on fixed centers. No lubrication is needed. 
But if lubrication is encountered from other machine 
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Salesense in Advertising 


Tested Ideas for Small Business 


fidence (make him believe the sales 
pitch), and it should induce action 
(prod him into doing it now). 

The end result in both instances 
is that of making the prospective 
customer want the advertised prod- 
uct—and want it ardently enough 
to purchase it; in short, sales. 

* * * 


Some Do Not Agree 


OME advertisers and admen do 

not wholly agree with this. 
Writes one dissenter: “These two 
kinds of advertising are poles 
apart. The store-sold product is 
bought in stores, where the pros- 
pective buyer can see it, feel it, 
taste it, smell it, and have it fully 
explained and demonstrated by the 
retail clerk. Advertising is only a 
first introductory step in the 
transaction. 

“I am not talking about candy 
bars, cigarets, and needles and 
pins, but about such things as air 
conditioners, refrigerators, auto- 
mobile tires, kitchen ware, rugs 


and furniture and mat- 
tresses, clothing, appliances, etc. 

“Since the advertisement alone 
and unaided cannot hope to effect 
the sale, I see no advantage in 
cluttering up the space with a lot 
of information that can better be 
explained by the clerk.” 

I do not deny that there are 
many products—lawn mowers, for 
instance, or window draperies— 
that are bought usually after the 
purchaser has examined them care- 
fully in the store. But note that I 
say “usually” and not “always.” 

Sears and Ward’s move thou- 
sands of carloads of “store-sold” 
products through the sole medium 
of the printed page. And we can- 
not overlook the further fact that 
additional carloads are sold by dis- 
count houses where retail sales- 
manship is almost totally absent. 

* * * 


Can’t Be Cute 


Bot my main point has nothing 


to do with the presence or ab- 





sence of person-to-person persua- 
sion. The question I pose is this: 
“What has the retail or national 
advertiser to lose by employing 
mail-selling techniques in the ad- 
vertising of store-sold products?” 

The most we have to lose, as I 
see it, is the opportunity to be 
cute. Fact-packed “hard sell” 
copy certainly cramps a fellow’s 
style when he seeks kudos for 
his “cleverness.” 

Now what do I mean by “mail- 
selling techniques?” In what ways 
is effective mail-order copy—copy 
that arrests, informs, impresses, 


Brisk Business in 1955 
Seen by Finance Aide 


ALBUQUERQUE, N. M. — The 
continued interest of consumers 
in using their credit to buy what 
they need indicates that business 
will continue on a high level in 
1955, according to Thomas W. 
Rogers, executive vice-president 
of the American Finance Confer- 
ence. 

Speaking to the New Mexico 
Assn. of Finance Companies, 
Rogers said more than six of 
every 10 cars were bought on in- 
stallments in 1953. 














It’s here! 


we c 3 
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parts, we provide belts that are oil-resistant—even to hot oil. % ee 


Just a few of its exciting possibilities are: 

1 — Extreme low stretch, great flexibility in the range of 
center distances make the belt ideal for camshaft drives. 

. No noise—no lubrication. 

2 — PowerGrip’s higher load capacities, its length range 
(from a few inches to many feet) and its width range 
(%” to 15”) makes it ideal for use on window regulators 
and governors, accessories and special equipment. 

High efficiency, small pulley diameters, fixed centers and a 

single belt instead of a multiple drive make PowerGrip a 

natural for dozens of automotive applications. United States Rubber 


Company engineers will gladly work with any automotive 
manufacturer who is interested in the great advantages of 
U.S. PowerGrip. Just phone us at Trinity 4-3500, Detroit, 


and ask for Mechanical Goods Division, or ‘write address below. 








Another U. S. Engineered Rubber Product serving the automotive industry 


Designers can now specify 
noiseless, positive power 
transmission 
with the U. S. Rubber 


TIMING Belt — 


POO AREA 
ms 










“U.S.” Research perfects it...“U.S.” Production builds it...U.S. Industry depends on it 
UNITED STATES RUBBER COMPANY 


Automotive Sales, Mechanical Goods Division, New Center Bidg., Detroit 2, Michigan 





impels—different from the clev :r 
ads that clutter up newspape s 
magazines, television, radio— in 
fact, all media? 

Well, for one thing, you nev 
see mail-sellers trying to infoi 
and impel with cute ditties a 
singing commercials. You wo: 
find a cartoon or a gag anywhe 
in a Sears catalog. And you wo: 
See provocative pictures of lu. 
girls in Bikini bathing suits. 

What you do find is: Clear, sim- 
ple, accurate illustrations of the 
merchandise; informative, fact - 
packed copy; the price of the ar- 
ticle and terms of payment, and 
guarantee of satisfaction — your 
money back if you are not com- 
pletely happy over your purchase. 

* * * 


Only One Kind Pays 

a the years, as well as cur- 
rently, I have had a hand in a 

great deal of mail order and direct 

mail advertising. I have seen it 

proved time and again that only 

one kind of copy pays dividends. 

Yes, you’ve guessed it: copy 
that arrests, informs, impresses, 
and impels. I have also had a 
hand in a lot of retail advertis- 
ing, and I have learned that only 
this formula can produce profit- 
able results. 

A correspondent, an advertiser 
of an appliance, writes me in part 
as follows: “I don’t expect my copy 
to sell. If it creates for me a 
strong degree of consumer famili- 
arity with my brand name and a 
reasonable degree of friendly con- 
sumer acceptance, I think I ought 
to be satisfied.” 

All right. But why won’t he get 
what he expects from hard sell 
copy—plus a dividend of a lot of 
prospects who have been 75 per- 
cent sold before they walk into the 
store? 


Seo abs 


Ford to Purchase 
Montreal Plant 
Of White Motor 


MONTREAL. — Continuing its 
new policy of moving closer to the 
heart of its market, Ford of Can- 
ada has announced that it will pur- 
chase the Montreal plant of White 
Motor Co. of Canada. Ford recent- 
ly moved its Canadian headquar- 
ters from Windsor, Ont., to 
Toronto. 

Simultaneously, White announced 


that it will purchase shortly a 200,- 
|000-foot site for the construction 


of a $700,000 truck sales and service 


| center in Montreal. 





Rhys M. Sale, president of Ford 
of Canada, stated that “the acqui- 


|sition of this fine building makes 


it possible for us to give immediate 


|effect to a plan we have had for 


some years past, to establish a cen- 
ter for Ford operations in Quebec.” 

Sale added that when Ford takes 
control of the plant, about Apr. 1, 
the portion to be used as a parts 
depot will be available for immedi- 
ate occupancy. The building will 
also house the service and distri- 
bution staffs of the Ford Monarch 
and the Mercury - Lincoln - Meteor 
divisions in Quebec. 


New Text Covers 


Auto Credit Field 


BALTIMORE. — The third book 
in a series on consumer credit, “Fi- 
nancing the Installment Purchases 
of the American Family,” has been 
oe for Commercial Credit 


Written by Clyde William Phelps, 
chairman of the economics depart- 
ment at the University of Southern 
California, the book treats mainly 
of the installment buying of autos 
and the services performed for 
buyers by sales finance companies. 

Included in the text, which will 
be distributed to educational insti- 
tutions for supplementary reading, 
are discussions of financing 
charges, the American standard of 
living, insurance service, the credit 
advantages of installment buying 
and collection problems. 


Pierce Takes Charity Post 


Robert W. Pierce, Pawtucket (R. 
I.) Chevrolet dealer and chairman 
of the Rhode Island Automobile 
Dealers Assn.’s public relations 
committee, is serving as cochair- 
man of Blackstone Valley’s United 
Fund public relations committee. 
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By Leo T. Parker | 


Attorney at Law 


A FEW days ago I received a let- 
“% ter from an automobile dealer, | 
as follows: “Please give me a legal 
rule to use when deciding whether 
an employe is personally liable, if 
he causes Me expense or trouble.” 

Last month a higher court laid 
down this legal rule: An employe, 
including a corporation official, is 
personally liable: 

1.If he knowingly makes a 
false written or oral statement or 
representation of his authority with 
intent to deceive a person who in- 
tends to transact business with the 
employer. 

2. If he performs any unlawful 
act with or without authority of 
the employer. 

3. If he performs a damaging 
or injurious act although believ- 
ing that he had authority, but 
actually has none. 

4. If he willfully performs an| 
act which results in damage to any 
one. 

5. If he does damaging acts out- 
side his scope of authority, al- 
though while so doing he intends 
to render the employer a valuable 
service. 

6. If he intentionally assumes 
an obligation for the employer. 

7. If he unintentionally but le- 
gally assumes an obligation while 
performing services for the em- 
ployer. See Refrigeration Discount 
Corp. v. Catino, 112 N. E. (2d) 790. 


* * * | 


‘As Is’ Contract 


ONSIDERABLE discussion has | 

arisen from time to time over 
the legal question: Can an auto- 
mobile dealer avoid all liability for 
injuries to the purchaser of a de- 
fective automobile, if such pur- 
chaser signed a sale contract hav- 
ing therein an “as is” clause? Ac- 


Lawsuits Affecting Dealers .. . 
Court Decisions 





cording to a late higher court de- 
cision the answer is yes. 

The courts hold that ordinarily 
a seller has a legal duty to use 
reasonable care to deliver to the 
buyer an automobile safe for the 
purpose for which it is intended, 
yet the legal duty of an automo- 
bile dealer and consequently the 
liability may be modified by con- 
tract. 

Hence, an “as is” clause in the 
sales contract ordinarily relieves 
the seller from future liability. 

For illustration, in Pokra_ v. 
Wade Motors, Inc., 63 N. W. (2d) 
720, it was shown that one Pokra 
purchased a used automobile from 
Wade Motors. The sale contract 
contained a clause, as_ follows: 
“The undersigned purchaser states 
that he has examined it, the used 
car, is familiar with its condition, 
is buying it as a used car, as-is 
and with no guaranty as to condi- 
tion, model or mileage. No oral rep- 
resentations have been made to the 





Engine Mounts— 


With the new metal-domed fuel pump 
(upper center), this view displays one of 
the Chevrolet front engine mounts with 
lower half cut away. Rubber pads are 
applied both above and below the engine 
brackets, and above and below the frame, 
as a means of assuring more effective 
cushioning regardless of the direction of 
vibrations. 





purchaser and all terms of the 
agreement are printed or written 


herein... .” 
* * * 


Verdict Reversed 


FEW days afterward Pokra 
was severely injured while 
driving at about 55 miles per hour 
and he was unable to stop the au- 
tomobile in the midst of traffic and 
ran off the road. Pokra brought 
suit against Wade Motors for dam- 
ages. 
The jury decided that Wade Mo- 
tors delivered to Pokra an automo- 





Vt. Auto Tax Income Up 


MONTPELIER, Vt. — (UTPS) — 
Vermon’t auto registration and li- 
cense fees from April through Sep- 
tember totaled $4,917,024, compared 
with $4,838,181 during the corre- 
sponding period last year. The gas- 
oline tax produced $622,239 during 
August, compared with $595,575 in 
the same month a year ago. 





bile not equipped with efficient 
brakes and that such automobile 
was imminently dangerous when 
operated upon the highway; and 
that Pokra was not guilty of any 
contributory negligence at the time 
of the collision and that he did not 
know that the brakes were not effi- 
cient. The jury gave judgment in 
favor of Pokra for heavy damages. 

The higher court reversed the 
verdict, and said: 

“We can find no duty or breach 
in this case because plaintiff 
(Pokra) bought the car as-is with- 
out guaranty as to condition, 
thereby, as between themselves, 
releasing defendant (Wade Mo- 
tors) from responsibility for such 
defects as it might have and 
himself assuming the risk. 


“Having taken it subject to such 
defects as it might have, he cannot 
throw liability arising out of its 
defects back on the seller. We see 
no reason in public policy why ™ 





parties may not, as between them- 
selves, make such a contract, and 
that they did so here is undenia- 
ble.” 

This court also indicated Pokra 
could not recover damages based 


New Engine Plant Boosts Ford Facilities— 


A V-8 engine plant just opened by Ford Motor Co. in Dearborn contains 1,500,000 
square feet of floor space and is equipped with some of the latest automation de- 
on reduced value of the wrecked | vices and machine tools. The automation equipment does the heavy work of lifting, 
automobile, or cost of repairing the| turning and moving engine blocks and other parts. According to Ray H. Sullivan, 
car. | vice-president, Ford's productive capacity will equal Chevrolet's by next spring. 











A FRAM 
Cartridge 
for most 
every engine! 


OlL * AIR * FUEL © WATER 


FRAM 

Oil Filters 
guard more 
engines! 


FRAM 
Gasoline 
Filters! 


Repeat sales... repeat profits 
from the complete line that 
includes the C-4 ... world’s 
largest selling filter cartridge. 


FRAM 
Positive Crank- 
case Ventilator! 


Lets engines breathe clean, 
fresh air. You get fresh profits 
too, every time you sell a new, 
easy-to-install cartridge! 


Simple to install on any make 
or model car! Easy to service 
with profitable Fram replace- 
ment cartridges! 


Radiator & 
Water Filter! 


: Ends cooling system troubles 


due to rust andscale. Every en- 
gine needs one. A “‘natural’’ for 
replacement cartridge profits! 


More than 20 million FRamMs 
in use today! Every additional 
one you sell adds another 
source of cartridge profits! 


FRAM 
Carburetor 
Air Fitter! 


Guards against air-borne abra- 
sives! Every motorist is a pros- 
pect for this great Fram pro- 
duct. Easily installed. 














Dealer 


ote Cortez Pontiac, San Diego, 
if., 
Kasey by A. M. Sanders and re- 
named Kasey Pontiac. 


operated a Hudson dealership in 
Oakland, Calif. Before World War 
II he was a Pontiac dealer in 
Fresno. 

+ . + 


Chalmers Switches to Buick; 


Keeps Staff Unchanged 

Hugh Chalmers, West Memphis, 
Ark., has changed to a Buick fran- 
chise after having handled DeSoto- 








has been sold to Albert|the age of 39. 


Kasey for the Past five years has Motors (Oldsmobile), Tri-City Fi- 
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manage the new firm, which wll 
be operated as Floyd White Tru :k 
& Tractor Co. Dawson Truck & 
Tractor has been succeeded >y 
CAP Truck & Tractor Co., a ccr- 
poration formed by Clarence Chen- 
ey, H. A. Aycock and Preacher. 
* * * 


Toledo Vice-Mayor Elected 


President of UAW Deal 


Vice-Mayor Ned Skeldon has 
been elected president of Ohi» 
Sales & Service, Inc. (Kaiser- 
Willys), Toledo, following th» 
first stockholders’ meeting of the 
organization set up by members 
of Local 12, UAW-CIO. 

Other officers named by the 
board of directors are Tom Gray, 
chairman of the Willys unit of 
Local 12, as chairman of the 
board and treasurer, and David 


Doings 


executives of their firms before 


The Miamians are Richard W. 
Fincher, president of both Fincher 


nance Co. and Whiteacre Realty 
Co., and Robert J. McGahey, presi- 
dent of T. B. McGahey & Sons 
Motor Co. (Chrysler-Plymouth). 
Fincher became president of his 
company in 1952 when he was 24. 
McGahey was 35 when named head 
of his firm in 1951. 
* 


Eye on Future 





Plymouth. 
Burl Smith 
manager, C. Jd. 





Lasker Looks Back at 25 Years— 


Celebrating a quarter of a century in business, Meyer Lasker, owner of Dexter 
Metors (Dodge-Plymouth), New York, welcomed hundreds of guests. Among those 
attending were (from left) William C. Newberg, Dodge president; Morris Greenman, 
Lasker's associate; Roy Rogers, star of a Dodge radio show; Lasker, and R. C. Somer- 
ville, Dodge sales vice-president. 


manager. 
* * 


Fincher, McGahey Elected 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Michigans New Cars 
Mean New Customers 
For You ! 


; @ Sensational new car announcements (and the payrolls and 

i purchasing power which go with new production) make the 
Booth Michigan Newspaper Market a perfect choice for your 
new advertising schedule! 


Presidents’ Organization, 








Want action in Michigan? Booth newspapers give it to you! 
Two of the three fastest selling cars in America are made 
in a Booth city . . . Flint. 


Give your new schedule a ride in Michigan’s new cars! 
R.O.P. color now available in six out of eight Booth papers. 


Call your Booth man today! 


A. H. Kuch Sheldon B. Newman Brice McQuillin Wm. Shurtliff 

110 E. 42nd Street 435 N. Michigan Ave. © 785 Market Street 340 E. Huron Street 
New York 17, N.Y. Chicago 11, Illinois San Francisco 3, California © Ann Arbor, Michigan 
Oxford 7-1280 Superior 7-4680 Sutter 1-3401 Normandy 3-4265 


BOOTH Zxcésae Newspaper 


"YOUR MICHIGAN MARKET OUTSIDE DETROIT” 


GRAND RAPIDS PRESS e FLINT JOURNAL e KALAMAZOO GAZETTE e SAGINAW NEWS 
JACKSON CITIZEN PATRIOT e MUSKEGON CHRONICLE ¢ BAY CITY TIMES ¢ ANN ARBOR NEWS 








continues as sales 
Chalmers, parts 
manager, and Henry Guin, service 


By Young President’s Group 


Two Miami auto dealers have 
been elected members of the Young 
which 
has 735 members who became top 


Troy (N. Y.) Dealer Donates 


To Auto Course 


A. J. Morris, president of Troy 
Buick Co., Troy, N. Y., has donated 
automobile parts and equipment to 
the newly established Hudson Val- 
ley Technical Institute at Troy. 

The school is one of the institu- 
tions offering courses in automo- 
tive technology in which New York 
State Automobile Dealers Assn. 
scholarship winners may enroll. 

Morris is a director of the associ- 


ation. 
* a” * 


Brooks Brothers Salesman 


Receives Buick Award 


Art Johnson, salesman for 
Brooks Brothers (Buick), Cam- 
bridge, Md., has received his Buick 
Salesmasters Club pin for his sales 
performance in the first half of 
the year. 

At a dinner given by Buick, 
Bruce McArthur, factory represen- 
tative, said Johnson is the first on 
the East Coast to receive the 


award. 
* * a 


Harley Appointed 

Henry M. Harley has been 
named used-car sales manager 
for Robinson-McKean Chevrolet, 
Inc., Philadelphia, it was an- 
nounced by George H. McKean, 
president. Harley formerly was 
— manager of A. A. Martin, 

. 


* * * 


World’s Top Chrysler Deal 


Becomes Harger-Haldeman 


Harger-Haldeman is the new 
name of Greene-Haldeman, Los 
Angeles, reportedly the world’s larg- 
est Chrysler-Plymouth dealership. 

George Harger, former vice-pres- 
ident and general manager, is 
president of the firm. Other officers 
are Henry Haldeman, vice-presi- 
dent; William Neale, vice-president 
and general sales manager; Colvin 
Doughty, secretary-treasurer, and 
William Greer, a newly elected 
vice-president. 

The former partner, Burch 
Greene, died last January. 

* of x 


Floyd, Preacher Realign 


Dealership Interests 


H. R. Floyd, who with R. P. 
Preacher operated the old Dawson 
Truck & Tractor Co., Dawson, Ga., 
for some time, has become associ- 
ated with a group of Sylvester 
(Ga.) businessmen who have bought 
out the International Harvester 
business in Sylvester. Floyd will 





Milnes Get Nash Franchise— 


Signing their Nash franchise are Jack Milne (left), and Cordy Milne, of Pasaden:, 


| 
| 





Seretsky, secretary of the Willys 
unit, as secretary. 
* a * 

Wolverine Chevrolet Co. 
Acquired by Kouts 

Wolverine Chevrolet Co., Lans- 
ing, has been bought by W. H. 
Kouts from its former owner, T. A. 
Peters. 

Kouts formerly was general 
manager of Draper Chevrolet Co., 
Saginaw, with which he will con- 
tinue in an advisory capacity. The 
new firm will be named Bud Kouts 


Chevrolet, Inc. 
+ * 


Harper Wins Paris Trip 


In 5-State Ford Contest 


An Arvada (Colo.) dealer has 
won an expense-free trip to 
Paris in a sales contest con- 
ducted by Ford Motor Co. 

John F. Harper, 36, owner of 
Johnnie Harper Motors, topped 
sales of 148 Ford dealers in Col- 
orado, New Mexico, Wyoming, 
Utah and Texas. 


* * * 


Kouts Buys Chevrolet Deal 


In Lansing from Peters 


W. H. (Bud) Kouts has purchas- 
ed Wolverine Chevrolet Co. in Lan- 
sing from T. A. Peters and has re- 
named the firm Bud Kouts Chevro- 
let Co. 

Kouts had been with Draper 
Chevrolet Co., of Saginaw, Mich., 
for 27 years. Peters was a Chevro- 
let dealer for 28 years. 

* * + 


Youths Hold Second ‘Rodeo’ 


On Louisville Firm’s Lot 


Teen-Agers, who inflicted con- 
siderable damage on Universal 
Car Co. (Chevrolet), Louisville, 
@ year ago when they held a “ro- 
deo” of bumping and smashing 
cars, gave a “repeat perform- 
ance” on the anniversary of the 
event. 

A group of boys, 13 to 16 years 
old, invaded the firm’s lot, found 
a used truck with keys in it and 
proceeded to cause about $1,000 
damages to new cars and trucks 


on the lot. 
* a * 


DuBose Announces Staff 


For New Buick Deal 


G. E. DuBose has opened a Buick 
dealership at 1223 W. Broad S&t., 
Richmond, Va. 

Heading the management of the 
new firm are: C. Myers, 
new-car sales manager; Charles 

(Continued on Page 27, Col. 1) 








Calif. Standing (from left) are Walter Beltis and L. T. Kouns, western division sal«s 


managers. 


’ 


a. 
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2743 Franklin Rd., Roanoke, Va. 
The new structure, according to 


’ > Joe Hill, president, represents an 
D e a | e r D Oo | n g S outlay of approximately $300,000. 
Murdy Buys Out lannitti 


(Continued from Page 26) George Murdy jr. has purchased 


the interest of his partner, Dick 
Moltz, comptroHer; Minor Boos,|as Chevrolet dealers. F. C. Silvey, Iannitti, in Murdy-fannitti Motor 


used-car manager; Earl Cournow,/|zone manager, made the presenta-/Co, (Ford), Hoisington, Kans. 
manager of finance and insurance; | tions at a dealer meeting. Murdy and Iannitti purchased the 
George Pyner, manager of parts ® business five years ago from Glenn 


department; Emmett Quann, serv- Robbins, now of Larned, Kans. 
ice department foreman, and Gray Adds Personal Touch 4 . @ e 


tive in their businesses. There is 
no change in ownership and the 
move is not a consolidation. 


Arkansas Valley Motor 
Gets Ford Franchise 


Arkansas Valley Motor Co, 
Pueblo, Colo., has received a Ford 
franchise. The firm is headed by 
Z. Herald Mahoney. 

Other owners are J. T. Cavnar 
and L. J. Van Horn. Mahoney is 
one of three owners of eight Ford 





ee ° dealerships in Oklahoma, Texas 
Charles Nigro and Baxter Partin,| To Advertising Campaign ’ 
service department supervisors. Walter L. Gray, Inc. (Dodge- Cohen, Arts Get Mercury and Colorado. oe 

Artz have opened a Mercury McGonigal Sells to Wilson 
35th Year as Ford Dealer @ personal touch to the dealer- | aeaiership in Cleveland Heights. Bill. Wilson, for the last nine 


. ship promotion by presenting a 
Observed by Dingeman group picture of the staff of 18 | ©: Cohen, president, and Artz, 


a RS » . vice-president, have taken over 
A. J. Dingeman (Ford), Ox Always Ready to Serve,” repre the ane m formerly occupied 


years secretary-treasurer of H. E. 
| MeGonigal, Inc. (Buick-Cadillac), 
Kokomo, Ind., has bought con- 
trolling interest in the dealership 
from McGonigal and is serving 
as president and general mana- 
ger. The name of the dealership 


nard, Calif. marked his 35th | senting 350 years of auto experi- 
. by George Ganim, who plans to 
anniversary as a Ford dealer with | ence. enter the 1 ° field. Cohen 


full-page newspaper ads. eee and Artz founded Big Town Mo- 


the dealership and of the depart- Dolan Motor Co. (Lincoln-Mer-| years ago and will keep that 


| 
.- 22 Plymouth), Lafayette, Ind., gave Mennety Cohen and Harel 

















ment heads. will remain the same, he said. 
ar cury), Charleston, S. C., has pro-| business, they said. Pe — * * «& 
‘ moted E. Kenneth Burdette jr. to ae You bellowed, sir! Blanchard on Board 

Two Dealerships Close sales manager. = Two Firms Name Kron Cari Blanchard, owner. cf Paral 

In Pittsburg, Kans. Robert Kron has been appointed| Wash. Kron will have charge of|ington Motor Co. (Ford), Farm- 
! Two Pittsburgh (Kans.) dealers Hill Opens New Home manager of Teague Motor Co.| sales and service in both organiza-| ington, N. H., has been named a 
have closed their businesses. They| Valley Cadillac-Oldsmobile, Inc.,| (Ford) and Jackson Motor Co.| tions. Both Harold K. Jackson and | director for Farmington’s 50th an- 
@ are: has opened its new quarters at! (Mercury) both of Walla Walla,! W. L. Teague expect to remain ac-!niversary Old Home celebration. 





Dennison Motor Co. (Plymouth- 
Dodge), and McNeil Pontiac Co. 


* * * 
Terry’s Buick Moves 


To Larger Quarters 


Bill Terry’s, Inc. (Buick), Jack- 
sonville, Fila. has opened new 
showrooms, offices and service de- 
partment at modern quarters at 
the northeast corner of Park and 
Rosselle streets. | 

Terry said the new facility will 
provide more than 42,000 square 


feet of floor space. Showrooms will 


secommodate it cars PISTON RINGS 


Ellenberg (Wash.) Deal 





Files for Bankruptcy 


M & M Motors (Dodge-Plym- 
outh), Ellenburg, Wash., has filed 
a petition of bankruptcy in U. S. 
District Court in Yakima. 

Partners in the firm are Louis 
L. Munson, Al Munson and Owen 
J. Paul. Assets were listed at 
$45,437, against liabilities of $193,- 
872. 





= * * 


Luby Wins Sales Contest 


In New York City Area | 


y Sam Luby, president of Luby 
Chevrolet Co., Inc., New York City, 
won the grand prize award for 
Chevrolet’s “Best-Sellers” contest 

in the New York area. 
The contest, sponsored by Chev-| 
rolet, was carried on throughout 
the country. 





* ” ® 


Hammet Ups Capehart 

L. S. Capehart, associated with | 
Hammet Motors, Inc., West Beach, | 
Gulfport, Miss., since 1946, has) 
been elevated to president and gen- 
eral manager of the corporation. 
He succeeds R. C. Hammet, who 
will continue as a member of the) 
board. Capehart also was recently | 
reelected regional representative to | 
the Dodge Dealer Advisory Council 
for the second year. 

7: - = 


Beaudoin Wins Golf Match 


Held by Montreal Dealers 


Andre Beaudoin, of Genereux | 
, Motors (Ford), shot an 86 to win 
the annual golf tournament of 
the Montreal Automobile Trade 
Assn. at Lachute Country Club in 
Montreal. 

Tournament organizers were 
President Russ Newell, Les Hy- 
land, J. R. Wilhelmy, Emile Cler- 
mont, Yve St. Germain, Wilfrid 
Page, N. R. Begin, Dave Camp- 
bell, Bob Everson, Roger Lang- 
lois, Gilbert Carroll and Jack 
Spencer. 


Milfords Get Hudson Deal | 


Hudson Southside Motors, Inc., | 

has opened at 1244 Kings Ave., 
Jacksonville, Fla. Officers of the! 
firm are Bob Milford, president; | 
Charles Milford, secretary - treas- | 
urer, and Bailey Milford, vice-| 
president and general manager. | 

= * * 


Anderson, Ashley Cited 
A. D. Anderson, of Anderson 
Chevrolet, Inc., and D. L. Ashley, | 
of Ashley Chevrolet Sales, Inc., | 


both of Baltimore, have received | MCQUAY-NORRIS MFG. co. ° ST. LOUIS 10, MO. 


plaques in recognition of 25 years 


heh 








Since 1910, McQuay-Norris 


has played a leading role in 
the piston ring field. This background 
of more than 43 years experience is 
available to manufacturers who require engineering 

and production skills of the highest standard 
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coe ee ne 


Q: Exactly what do you mean 
“America’s Class News Magazine”? 
What is a class news magazine? 


A: It’s the news magazine for the 
class of people who must keep well 
informed—the intelligent, broad- 
visioned people with the managerial 
responsibilities in business, industry, 
government and the professions— 
people whose ideas, plans, and decisions 
spark the progress of their business, 
their community, the organizations 
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NOW MORE THAN 700,000 NET PAID CIRI 


' 
| 
A market not duplicated by any other magazine * 


! 
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in. which they are so active, and the 
America in which they live. 

These are the families* who rely on 
“U.S.News & World Report” to keep 
them informed. 

This is why “U.S. News & World Report” 
is called “America’s Class News Magazine.” 
(and why “U.S.News & World Report” 
is scoring the big gains in passenger 
car advertising). 


nena oo aff =a 


| ~. . These are the new-car, two-car 
families, families that new 1954 studies reveal 
as doing most of the buying of the new cars today, 
regardless of price range. For further information 













on these studies of some 18,000 buyers of new 
1954 cars, by ““U.S.News & World Report’s” 
Market Research Division, Benson & Benson, Inc., 
and R. L. Polk & Co.—ask your advertising 
agency or our nearest advertising office: 

30 Rockefeller Plaza, New York 20, N.Y., 

1006 Fisher Building, Detroit, Mich., or 

offices in Boston, Philadelphia, Cleveland, 
Chicago, St. Louis, San Francisco, 

and Washington. 
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Sales Conditions in Various Areas... 


Auto Market Reports 








Columbus, O. 


New-car registrations in Frank- 
lin County (Columbus), O., in the 
first 15 days of October totaled 870, 
an increase of 6 percent over the 
same period of September. 

Truck registrations totaled 117, 
a 22 percent increase over the pre- 
vious month. 

New-car registrations by make 
were: Ford, 300; Chevrolet, 164; 
Buick, 109; Oldsmobile, 67; Pon- 
tiac, 42; Plymouth, 41; Mercury, 
39; Dodge, 33; Nash, 18; Chrysler, 

11; Cadillac, 10; DeSoto, 9; Hud- 
son, 8; Lincoln, 7; Studebaker, 6; 
: 5; Kaiser, 2; Willys, 2; 
MG, 1, and Volkswagen, 1. 
Truck registrations were: Chev- 





13 Auto Clubs Join 
Touring Alliance 


PHILADELPHIA.—T hirteen 
southern and southwestern auto- 
mobile clubs comprising the Na- 
tional Automobile Assn. have 
become associated with the Amer- 
ican Automobile Touring Alliance, 
according to J. Maxwell Smith, 


president. 

Smith said the alliance’s pro- 
gram concerns principally the 
advantages of worldwide travel 
facilities provided for the mem- 
bership, coupled with a liberal 
exchange in courtesies and coop- 
eration in services among the af- 
filiated clubs. 



















prices. Every car buyer who 


ing a set of luggage in your 
will like the convenience... youw 


The WESTLEIGH .. - 
Extra-roomy “‘He-Man's 
with improved wide rein 
constructed on overlapping 
and moisture-proof. Brass ha 
Matching luggage tags included. 







FOR THE BIG MAN 
499 . . . 26" 4-Suiter 


MEN'S 
FITTED 
CLUB 
BAG 


Full 20” Size 
35” 


Finest Aniline Top-Grain Cowhide. Zipper section, fitted 
with 8 grooming essentials, in gleaming chrome. Strong 
double handles, buckles and straps. Top-Zipper closing, 
brass lock, svede lining. 

Colors: Smooth Suntgn or Ginger Top-Grain Cowhide. 





Send for Catalog of Ladies’ Luggage 
and Other Leather Gifts 


QUALITY ... SMART STYLIN 
The same SUPERIOR secs this sparkling 
our showroom dis 
model? Your customers 


will surely want a set. Why not pep up Y' 
sales. 


showroom 
ill add extra profit to new car 


New Matched Luggage for ee 
f Set of finest Top Grain Cowhide, 


forced bottom band. Each bag solidly 
; steel frame for extra strength. Dust 
rdware, Smart masculine linings. 


4 
1 
' 


” ConTEMPo Quality LUGGAGE 


FITS RIGHT INTO THE CHRISTMAS PICTURE ee 


iG... now at lowered 
Contempo Luggage, 
play by 


Men. 









299 . . . 24” 2-Sviter 
@ Size: 24 x 18 x 7%" 


' 

Se I  iccrcinnedsinticesenpnctsninsnsonsisvesesctgigeiieii es tee ees ES 
: ) ES ENTS: = 
ol, * sscdeeaoags ADs dcesitantit 


CONTEMPO Luggage Co. 170 Fifth Ave.,N.¥.C. 10, 
Please ship the following numbers. 
Oi On check) 


Ship Open Account. 









INTERIORS . . . Designed for 
quick, easy packing. Special 


laundry pocket. 2 hangers in 
2-sviter; 4 hanaers in 4-sviter. 





899...21" Weekender 
@ Size: 21 x 14 x 7” 







Colors: Smooth Suntan o: 
Ginger Top-Grain Cowhide. 


C0 (Ship C. O. D.) 
Bank references att. 


SALES MANAGER'S NOTE: 


Discounts on Quantity Orders 





rolet, 40; Ford, 30; Dodge, 15; In- 
ternational, 15; GMC, 11; White, 3; 
Diamond T, 1; Divco, 1, and Willys, 
1.—(Bert Strang.) 

. az * 


Buffalo 


Some local banks and finance 
companies are making it easier for 
new-car buyers. 

“We feel 24 months should be 
sufficient in which to pay for a 
new car, but there’s been a 
tendency to grant longer terms,” 

one finance-company manager 
said. He added, “In fact, 30 
months has become pretty much 
standard with us.” 

He added that there has been a 
lot more three-year financing on 
new cars lately than is common 
during cleanup time. 

The 36-month financing, how- 
ever, requires top credit and at 
least a third down.—(George E. 
Toles.) 


* * 


Cleveland 


New-car sales in Cleveland in the 
week ended Oct. 16 totaled 1,144, 
an increase of more than 10 per- 
cent over the previous week’s total 
of 1,031. 

Used-car sales also were up, 
totaling 1,428 compared with 
1,332 in the previous week 

Truck turnover was steady. New 
units sold totaled 86 and used units 
amounted to 70, compared with 91 
new trucks and 69 used trucks sold 
a week earlier.—(Sanford Markey.) 

* * * 


Pittsburgh 


New-car registrations in. the 
Pittsburgh area increased decided- 
ly for the second week during the 
seven-day period ended Oct. 23, ac- 
cording to the Bureau of Business 


Research of the University  f 
Pittsburgh. 


General business also showed an 
appreciable gain, the bureau said. 
Its index of activity rose to 150.3 
percent of the 1935-39 average last 
week. It was 147.2 in the previous 
week and 150.6 a month ago. The 
steel ingot rate was raised to 71.5 
percent of practical capacity last 


week. 
* * + 


Salt Lake City 
A total of 159 new cars were 
registered in Salt Lake City in 
the seven-day period ended Oct. 20. 
There were 22 new trucks reg- 


istered. 
Car registrations by make 
were: Chevrolet, 44; Ford, 42; 


Buick, 24; Oldsmobile, 16; Mer- 
cury, 7; Pontiac, 7; DeSoto, 4; 
Dodge, 3; Packard, 3; Plymouth, 
3; Hudson, 2; Studebaker, 2; 
Cadillac, 1, and Chrysler, 1. 
Truck registrations were: Chev- 
rolet, 7; Ford, 7; International, 4; 
GMC, 3, and Dodge, 1. 


Sioux City, Ia. 
New-car registrations in Sioux 
City during October totaled 188, a 
decline of 19 percent from Sep- 
tember. 
New-truck turnover was down 22 
percent from September, totaling 31. 


Car sales by make were: Ford, 
53; Chevrolet, 46; Buick, 26; 
Plymouth, 11; Mercury, 10; Nash, 
10; Dodge, 7; Pontiac, 7; Cadil- 
lac, 4; DeSoto, 4; Chrysler, 3; 
Studebaker, 3; Lincoln, 2; Olds- 
mobile, 1, and Packard, 1. 

Truck sales were: Ford, 10; 
Chevrolet, 7; Dodge, 7; Interna- 
tional, 6, and White, 1. 


Vehicle Exports Increase 
18.1 Percent Over 1953 


DETROIT.—Factory sales to for- 
eign markets in the first nine 
months of this year were 18.1 per- 
cent ahead of the same period of 
1953, according to statistics dis- 
closed last week by the Automobile 
Manufacturers Assn. 

Percentagewise, this year’s ex- 

ports of 298,958 vehicles repre- 
sented 6 percent of total factory 
sales, as compared with 253,093 
cars, trucks and buses exported 
during the first nine months of 
1953. Manufacturers shipped 44 
percent of their total sales abroad 
last year. 

Despite the fact that car sales 
dropped to the lowest point of the 
year in September and were 13.6 


| percent behind the same month last 


year, they gained a greater share 
of the total market this year than 
in September, 1953. 


Manufacturers sold 8,277 cars to 
foreign markets in September of 
this year, as compared with 9,578 
during the same month of 1953. 
Owing to a lag in production dur- 
ing model changeovers, however, 


exports this year represented 2.7) , 


percent of total factory sales, as 
compared with 2.1 percent last Sep- 
tember. 


Overall factory sales of cars to 


foreign markets this year are 2.5 | © 


Canada Financing 


Uneven in Month 


OTTAWA. — Financing of new- 
car sales varied widely during Au- 
gust in contrast to a year ago, 
ranging from a gain of 15.7 per- 
cent in dollar volume financing in 
the Atlantic Provinces to a decline 
of 29.4 percent in Alberta, accord- 


ing to Canadian Government sta- : 


tistics. 

Quebec noted a gain of 3.9 per- 
cent, while Ontario showed a loss 
of 3.4 percent. In the remaining 
provinces, there were only losses. 

In the used-car field, both Quebec 
and the Atlantic Provinces regis- 
tered a gain of 7.3 percent. Else- 
where the trend was downward. 


percent ahead of the first nine 
months of 1953. 

Truck exports, which totaled 17,- 
773 units, or 25.9 percent of factory 
sales in September, were 41 per- 
cent ahead of ’53 sales at the end 
of the first nine months. 

Sales of trucks to foreign mar- 
kets for the first three quarters of 
this year totaled 145,009 units, as 
compared with 102,844 units during 
the same period of 1953. 

Bus sales to foreign markets dur- 
ing the first nine months were 6.3 
percent behind the same period of 
1953. 

The sale of 12 buses during Sep- 
tember, however, gave it 3.7 per- 
cent of total factory sales, as com- 
pared with four units, or 1.1 per- 
cent, in September, 1953. 


Allen Joins Barton 


Sid Allen has been appointed 
service manager for Quinn R. Bar- 
ton Co. (International Harvester), 
Jacksonville, Fla. Allen formerly 
was located in Charlotte, N. C. 





New Packard Firm— 


Oscar G. Yaeger (right), studies the 
map of his territory with A. Willian 
Oster, zone manager of Earle C. Anthony, 
Inc., Packard distributor, after signing hs 
franchise for Covina, Calif. 
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Highways & Safety... 


Toll Roads 





AUTOMOTIVE NEWS, NOVEMBER 8, 1954 


Touch Off 


Heated Arguments 


By Gerhardt Neumann 
Staff Writer 
AST week’s report that revenues 
of the Pennsylvania Turnpike 

in the first seven months were 
about 5 percent 
under last year’s 
and the call by 
the American Au- 
tomobile Assn. 
for free roads 
have brought into 
the open again 
the fact that pub- 
lic opinion on toll 
roads has not yet crystallized. 

David Watson, commissioner 
of the Pennsylvania Turnpike, 
said he was not worried, because 
revenues were running 15 per- 
cent ahead of what engineers 
forecast in 1949 and the road was 
six years ahead of schedule on 
paying off its debt. 

According to the Wall Street 
Journal, some bankers are getting 
more cautious in their thinking on 
toll roads. Said one: “The turn- 
pike idea has become overaccepted, 
so that people think they’ll pay for 
themselves no matter what they 
cost.” 

Another is quoted as saying: 
“Situations that were marginal last 
year are now even more so,” while 
a third was wondering: “All exist- 
ing situations are based on a rising 
economy over the past 15 years. 
How will they do in the future?” 


* * * 


Oil Industry’s Viewpoint 





eS a spokesman for 
the oil industry last week also 
called for a “realistic approach” to 
highway construction. 

Joseph P. Walsh, chairman of 
the American Petroleum Industries 
Committee, told the President’s 
Advisory Committee on a National 
Highway Program that “a single 
solution would be like trying to 
manufacture a pair of shoes that 
would fit all feet.” 

He particularly took exception | 
to the estimate by the Bureau of 
Public Roads of highway con- 
struction needs for all states 
through 1964 of $101,365,000,000. 

Walsh pointed out that all pre- 
vious estimates were around $50 
billion and that the Bureau’s esti- 
mate did not indicate what changes 

were considered to make the pro- 
gram so much more expensive. 

Walsh also opposed the Bureau’s 
suggestion that 90 percent of the 
40,000 miles of the interstate sys-| 
tem should be converted to limited | 
access highways. | 

b *~ a | 


Limited Access—Or Not? | 


“Q*ONTROL of access to some 

highways,” Walsh said, “may | 
be warranted in the public inter- | 
est, but never before have we heard | 


Traffic Fatalities 
On Steady Wane 








In 9-Month Span | | 


Traffic deaths went down in Sep- | 
tember for the ninth consecutive 
month, according to the National 
Safety Council, which added that 
not since the early years of World 
War IT has there been an unbroken 
string of reductions in fatalities for | 
the first nine months of any year. | 

September deaths totaled 3,020, | 
or 7 percent less than in Septem- 
ber, 1953. Fatalities during the 
nine-month period totaled 25,770— 
a reduction of 6 percent from last 
year. 

Travel, on the other hand, was 
up 3 percent for eight months. | 
Coupled with the reduction in fa- 
talities, this resulted in a mileage | 
death rate (deaths per 100 million 
miles) of 6.2, lowest ever attained 
for the period. 

Greatest reduction in fatalities in 
September was in South Carolina, 
with 25 percent, lowest in Illinois, 
Wisconsin and Kansas, with 3 per- 
cent each. 


anyone recommend that 40,000 
miles of our principal highways 
should be made limited access 
roads.” 

Such a recommendation, accord- 


ing to Walsh, could mean that the| 4 


motoring public would no longer 
have its free choice of goods and 
services along these roads. 

“In our own industry,” he 
added, “we have 400,000 retail 
outlets including 200,000 service 
stations,” and he estimated that 
at least 40,000 would be affected. 
Walsh pleaded that the Federal 

gasoline tax be repealed and be 
turned over to the states. The com- 
bined level of Federal and state 
taxes on gasoline are “excessive, 
discriminatory and oppressive,” ac- 
cording to Walsh. 

He said that the overall direct 

tax burden on gasoline is equiva- 


EXTRA STRENGTH WITHOl 








New Nash Dealer— 


Ronnie B. Tonkin (left) and his brother, 
Marvin R. (center) are the new owners of 
a Nash dealership in Portland, Ore. With 
them is R. D. Gallacher, assistant zone 
manager. 


lent to more than 60 percent of the 
manufacturer’s price. 


* +. + 
Red Line Vs. Needle 
7 the Safety Arc, the new 


speedometer adopted by Pon- 





tiac and Buick, contribute to more 
caution in driving? 

Joseph A. Anderson, general 
manager of AC Spark Plug divi- 
sion, seems to think so. 

“Research and experimentation 
have proved that the bright red 
“flowing” line is the most im- 
pressive way yet discovered of 
indicating car speed,” he said. 

“Since the speed line lengthens 
with the increase of speed, its 
length tends to make a driver more 
speed conscious at all times.” 

Only time can tell, however, 
whether the red flowing line will 
shock speeding motorists more into 
caution than the less-evident, thin 
needle. 


Progress Report 
Mass. Adds 77 Road Miles 


In 1% Years 


Massachusetts got 77 miles of 
new state highways between March 
1, 1953, and last Aug. 31 this year, 
according to Public Works Com- 
missioner John Volpe. During the 
12 months ending June 30, the 
State set a record for funds spent 
on highways—$70.7 million. 

Volpe said that during the 18 
months ended Aug. 31 the State 


Se 
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31 


completed 156 bridges, started work 
on 98 miles of new highway, re- 
constructed 236 miles of road, com- 
pleted 72 waterway projects and 
started 98 others, created 187 road- 
side rest areas and planned 150 
more, awarded 519 contracts and 
prepared plans and specifications 


on 544 more. 
*« +* 


Virginia May Extend 
Projected Toll Road 


The possibility that the projected 
Richmond-Petersburg toll road may 
be extended to the northern and 
southern borders of Virginia was 
mentioned by Gov. Thomas Stanley 
in a talk at the Virginia Highway 
Conference. 


Hopes of two private turnpike 
corporations to build toll roads in 
Texas were dimmed by a Texas 
Supreme Court ruling that the 
properties of such corporations 
would not be subject to property 
tax exemptions. 

A study of highway construction 
in Minnesota suggests that the 
state shift emphasis from rural to 
urban roads where the need is 
greatest, adding this could be done 
without any change in the State 
Constitution or without endanger- 
ing Federal-aid money. 





















iS THE TOUGHEST AUTOMOTIVE 
ENGINE BEARING EVER DEVELOPED 


The extraordinary toughness of Moraine-400 permits the use of shorter 
bearings . . . permits automotive engineers to step up engine horsepower 
without increasing engine size. Crankshafts can be strengthened without 
being /engthened—still carry greater piston loads! Space gained between 
bearings can be utilized for heavying-up crankarms. In short, with Mo- 
raine-400, bearing /ength ceases to be a limiting factor in engine design. 


The extreme toughness of the Moraine-400 is due to a new bearing 
metal, developed by General Motors-Moraine research over a ten-year 
period. This aluminum-base alloy, bonded to a steel back, has amazing 
toughness. Moraine-400 bearings operate satisfactorily on oil-hardened 
and Tocco-hardened shafts, and are outstandingly good in such qualities _ 
as embedability, conformability, and resistance to corrosion. 


Note: Moraine also makes the famous Moraine-100 bearings—now 
used as original equipment on many of the nation’s finest cars and trucks. 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 





a 
Dodge Outlet Is Opened by Wood in Colorado 
Plymouth dealership in Littleton,| Wood Motors. 


CHROME =CRAFT 
EMBLEMS 


Finest Advertising Em- 
blems Made. Permanent, At- 
ag tractive, Legible, Chrome Plated, Individual 

and Distinctive Designs made by Douglas Crafts- 
~ men. Write for Free Sample Without Obligation. 
parton rn Some Sales Territories Open for Top Salesmen, 
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OUTH bd MINNESOTA 


PORTLAND... 


THE 2-CAR GARAGE 
= CAPITAL OF THE WORLD! 


= ONE OUT OF TEN . USE THE OREGONIAN 
=| | PORTLAND AUTO - TO SELL THIS RICH 


_ —_— =. 


= ——. 
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= | FAMILIES OWNS 2 CARS!*. MOTOR-MINDED MARKET! 


= -+-in fact, there are 1.3 passenger The Oregonian, with its 40,726 
= cars per family in the state of Ore- daily circulation lead over the Ore- 
gon — 30% higher than the U.S. . gon Market’s second newspaper, 
average. This means BIG sales in ‘ is first in automotive advertising 
a BIG market! > 


iene ES A Rey gee 


.. first in sales! 


Mur Oregonian rosniane, 


229,132 Daily © 292,332 Sunday 


Represented Nationally by Moloney, Regon & Schmitt, Inc. 


UHHH 


*Source: 1953-54 Portland, Oregon Consumer 
Inventory — by Don E. Clork |! & Associates. 
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Regrooves all size 
tires, through 11.00 x 22 

and 90% of all tread designs . 
astounding rate of eight per hour. 


.. at the 







Jack Wood has opened a Dodge-|Colo, under the name of Jack 





Honeycutt “Precision” 
grooving gives those slick 
and semi-slick tires the deep 
tread and safe traction your 
prospect demands. 
that old, old argument “I gotta 
spend a hundred for tires.” 
No expensive delays for Tire 
Reconditioning—No need to dis- 
mount or rebalance the wheels. 


Payp hor itoedh quickly! 


Your shopmen become expert op- 
erators in just 15 minutes. 
besides the money you save on 
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Auto Personnel 


A. F. Milbrath, vice-president and 
chief engineer of Wisconsin Motor 
Corp., Milwaukee, has retired after 
55 years of continuous service with 
the firm. 

Milbrath, a past president of the 
Society of Automotive Engineers, 
was one of the leaders in the de- 
sign and development of internal 
combustion engines. 

* + * 


3 Executive Vice-Presidents 


Elected by GMAC 


The following staff changes 
have been announced by Charles 
G. Stradella, president of Gen- 
eral Motors Acceptance Corp.: 

August Freise, Charles P. 
Fiske and G. Ardee Ames, vice- 
presidents in charge of the oper- 
ating, financial and developments 
staffs, respectively, have been 
elected executive vice-presidents. 

Gavin Brackenridge, Charles E. 
Maloney, J. Horace Norweb, John 
M. Pomeroy, William G. Schick 
and John B. Wright have been 
elected vice-presidents. 


+ * * 

Jespersen Named Controller 
Of Kaiser and Willys 

Appointment of Robert J. Jes- 
persen as controller of Kaiser Mo- 
tors Corp. and Willys Motors has 
been announced by Edgar F. 
Kaiser, president. 

Jespersen, who has been afifili- 
ated with Kaiser for 13 years, re- 
places George L. Palmer. 


Stevens Appoints Kirby . 


Fiberglas Sales Agent 

J. P. Stevens & Co., Inc., hag ap- 
pointed Kirby Industries as na- 
tional sales agents for industrial 
fiberglas fabrics. 

Kirby Industries, with headquar- 
ters in Azusa, Calif., and sales of- 


Attention USED CAR MANAGERS 
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YOUR COST OF 











Prevents 


Then, 


your own reconditioning, your 


te Meets every tire regrooving problem 
je Sturdy construction 
% All parts fully guaranteed 


p Sold in all 48 
and CANADA 


ik. Reishee 








Honeycutt Regroover will bring in 
$1.50 every six minutes when you 
service tires for other dealers. 


For further information and a no-obliga- 
tion demonstration Write - Wire or Call 








fices in principal cities, ig headed 
by Herbert R. Kirby. William R. 
Thomas is sales manager. 

* + > 


Cross Elected to Board 


Of American Motors Corp. 


Richard E. Cross has been elected 
a director of American Motors 
Corp., the company announced last 
week. 


A lawyer, Cross also is a director 
of Detroit Gasket and Mfg. Co., 
Mount Clemens Metal Products Co., 
Motor Valve and Mfg. Co. and 
Frankenmuth Brewing Co. 

* * + 


Supervisor-Training Post 
Goes to White Official 


Henry J. Nave, director of serv- 
ice and industrial sales for White 
Motor Co., has been named a mem- 
ber of the maintenance subcom- 
mittee of the National Advisory 
Committee for Motor Fleet Super- 
visor Training. 


Nave has been active in the plan- 
ning of maintenance courses at 
Northwestern University, Oregon 
State College, the University of 


| Tennessee and Rutgers University, 


made possible by a grant of funds 


|to the Institute of Public Safety 
of Pennsylvania State University | 


by White Motor. 


* * * 


Heath Named Chief Engineer | 


Of Walker Exhaust Silencers 


Walter H. Powers, director of 
engineering of the Walker-Michi- 
gan division of Walker Mfg. Co., 
Racine, Wis., has announced ap- 
pointment of Robert A. Heath as 
chief engineer for exhaust si- 
lencers. 


W. C. Whitney has been ap- 
pointed assistant chief engineer 
and will be responsible for acous- 
tical testing, drafting and the 
experimental shop at the Walker 
Exhaust System Laboratory in 
Jackson, Mich. 


*- * * 
Fitzjohn Names Transit 


Transit Sales & Services, Inc., 
Danbury and Bridgeport, Conn., 
has been named distributor of Fitz- 
john Coach Co. products in New 
England and New Jersey, accord- 
ing to F. W. Feeney, president of 
Fitzjohn. The distributorship is 
headed by William T. Sperry, whose 
sales manager is Frank T. Mee jr. 

* * cd 


DeKalb Puts Miller at Helm 
Of Refrigeration Division 

Eldon Miller has been appoint- 
ed manager of the Refrigeration 
division of DeKalb Commercial 
Body Corp., DeKalb, Il. 

DeKalb plans to develop a 
complete line of refrigerated 


units. 
* 4 + 


Signal-Stat Names Dickson 
To Engineering Position 

John B. Dickson has joined Sig- 
nal-Stat Corp., Brooklyn, N. Y., as 


chief engineer in charge of lamp | 
and lens optical design and devel- | 

















opment, according to Lou Hollins 
vice-president. 

Dickson previously was lighting 
engineer with Chrysler Corp., and 
earlier was employed in the auto- 
motive lamp division of Genera! 
Motors Corp. 


Commercial Credit Appoints 


Jones Senior Vice-President 


Commercial Credit Corp., Balti- 
more, has announced the appoint- 
ment of Donald S. Jones as senior 
vice-president in charge of the 
company’s northeastern territory. 

Jones, who joined the company 
in 1930, was vice-president and 
manager of the company’s Buffalo 
division prior to his latest appoint- 


ment. 
+ oa * 


Feikert, Hager Appointed 
To Seiberling Sales Posts 


Two new assignments in Seiber- 
ling Rubber Co.’s sales organiza- 
tion have been announced by L. M. 
Seiberling, vice- 
president. 

Orrin K. Feik- 
ert has been 
named manager 
of the truck tire 
sales. department, 
and Frank G. 
Hager has been 
appointed assist- 
ant manager of 
the department. 
Feikert succeeds 
C. Sterling Park- 
er, who resigned. 

Feikert was previously with the 
company but left two years ago to 
go into business for himself. Feik- 
ert formerly was associated with 
Norwalk Tire & Rubber Co., as as- 
sistant production manager. 

of ok + 


Breer, Egbert, Hegener 


On McCulloch Board 

Robert P. McCulloch, president 
of McCulloch Motors Corp., Los 
Angeles, has announced the ap- 
pointment of C. F. Breer, S. H. Eg- 
bert and J. L. Hegener as directors. 

Breer has been sales vice-presi- 
dent since 1951, Egbert has been 
manufacturing vice-president since 





O. K. Feikert 


|} 1951 and Hegener has been secre- 


tary-treasurer since 1947. Other 
board members are G. C. Robechaud 
and J. L. Ryde. 

* 


* * 


Hollingshead Ups Danziger 


Harold L. Danziger, formerly 
manager of the Special Brands di- 
vision, has been promoted to group 
manager in charge of Automotive, 
Special Brands and Universal divi- 
sions of R. M. Hollingshead Corp. 

Ea ~ * 


Nash Adds 3 District Aides 


In San Francisco Area 


Appointments of three district 
managers for the San Francisco 
zone office of Nash have been an- 
nounced by Paul W. Pursley, zone 
manager. 

The new managers are: W. O. 
Pearce, formerly with the Eugene 
(Ore.) Nash dealership; Al Cassens, 
formerly assistant technical service 
manager of the zone office, and 
M. H. Stafford, formerly with Nash 
in the Los Angeles area. 


Pursley also announced that Lor- 
(Continued on Page 33, Col. 1) 





From Showroom to Grocery (Temporarily) — 


Steve Willis, Plymouth (Ind.) Ford dealer, has not given up his franchise to go 
into the grocery business, as this photo would indicate. He only helped friends who 
were forced to evacuate a supermarket when the Yellow River reached flood stage 
last month. Walter and Charles Glaub asked Willis to permit them to use the rear 


of his building to continue operations. 


Instead, he offered them his showroom. It 


probably was the only place in the country where salad oil and motor oil could be 


bought under one roof. 
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Auto Personnel 


(Continued from Page 32) 


ing H. Brunius, formerly technical 


midwestern division detail sales- 


service representative, will replace | man 


Cassens. R. R. Brewster, formerly 

with Nash in the Seattle zone of- 

fice, was named to replace Brunius. 
* *~ + 


Galloway a Consultant 


Cc. D. Galloway sr. has joined 
Chambersburg Engineering Co., 
Chambersburg, Pa., as special con- 
sultant on automatic handling sys- 
tems for the Chambersburg Impac- 
ter, a forging hammer. Galloway 
had retired in 1951 after 34 years 
with Electric Storage Battery Co., 
Philadelphia. — 


Trailmobile Ups Mede, Joslin 


To Executive Positions 


Appointments to two executive 
positions in the Cincinnati plant of 
Trailmobile, Inc., have been an- 
nounced by William A. Burns, pres- 
ident. 

Donovan Joslin, who has been 
associated with Trailmobile 25 
years, has been named plant man- 
ager of the Cincinnati plant, and 
John J. Mede, formerly with Brook- 
haven National Laboratory, Upton, 
Long Island, as associate engineer, 
has been placed in charge of plas- 
tics development and application 
for Trailmobile. Joslin formerly 
was general superintendent. 

as + * 


Miller Appointed 

Milton C. Miller has been ap- 
pointed New Orleans district man- 
ager of Prest-O-Lite Battery Co., 
Inc., according to A. A. Feldman, 
sales manager. 

s * * 
Vipond Quits Ohio Piston 
To Form Berea-Vipond 

Milton R. Vipond has resigned as 
sales and engineering vice - presi- 
dent of Ohio Piston Co., Cleveland, 
to form Berea-Vipond Co., 149 Fifth 
Ave., Berea, O., a sales and engi- 
neering firm serving the industrial 
and automotive manufacturing 
fields. 

At Ohio Piston, Vipond had been 
in charge of distribution of auto- 
motive replacement parts and in- 
dustrial products. He previously 
had been with Aluminum Co. of 
America for 17 years in engineering 
and sales. ss 


* * 
Red Cross Names Ingersoll 


To Head Chicago Drive 


Robert S. Ingersoll, administra- 
tive vice-president of Borg-Warner 
Corp., has been appointed general 
chairman of the 1955 Red Cross 
Fund Campaign in Chicago, ac- 
cording to Samuel G. Creden, chap- 
ter chairman. 

Ingersoll has served in the busi- 
ness division in previous Red Cross 


campaigns. 
* * 


Smutz Joins Avis 

Addition of Willis A. Smutz to the 
staff of Avis Rent-A-Car System 
has been announced by F. H. Shir- 
ley, general manager. Smutz will 
head public relations and sales at 
the general office, 10734 Fullerton, 
Detroit. : 

* ” 


Delco-Remy Names Riggs 


Division Works Manager 

H. G. Riggs, chief inspector and 
a veteran of 25 years service with 
the Delco-Remy division of Gen- 
eral Motors, has been named works 
manager, according to H. D. Daw- 
son, general manager. 

Riggs succeeds W. Loing Mc- 
Carthy, who has moved to Dayton, 
O., as works manager of GM’s 
Frigidaire division. R. J. Gilpin, as- 
sistant chief inspector since —_ 
succeeds Riggs, and 
Shafer, a member of the eiuions 
inspection staff since 1934, moves 
up to assistant chief inspector. 

* * * 


Maremont Tells of Shifts 


In Sales Personnel 


The following personnel changes 
have been announced by Maremont 
Automotive Products, Ine., Chi- 
cago: 

Sam T. Micotto has been ap- 
pointed district manager with 
headquarters in Fargo, N. D. Dan 
McIntyre will replace Micotto as 





Ralph A. Bass has been ap- 
pointed district manager in the 
Minneapolis territory. Bass trans- 
fers from the Fargo territory. Rob- 
ert Fend has been appointed de- 
tail salesman in the western divi- 
sion. V. E. Johnson has been ap- 
pointed district manager of the 
Portland (Ore.) territoy. Johnson 
replaces Harry Turner, who has 
resigned to enter the automotive 
parts business. 
* ~ oe 
McCarthy Joins Rayco 

Michael McCarthy has joined 
Rayco Mfg. Co., Paterson, N. J., as 
chief fabrics designer. McCarthy 
formerly was with Kleinert Rub- 
ber Co., College Point, N. Y. 

* * * 

Chrysler Appoints Jones 
To Boss California Plant 

Appointment of Walter J. Jones 
as operating manager of Chrys- 
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ler Corp.’s San Leandro (Calif.) 

plant has been announced by 

Thomas F’. Morrow, general man- 

ager of defense operations. Jones 

formerly was superintendent of 

defense and bodies. 
+” 


* * 
Chrysler Appoints Grant 


John J. Grant has been appointed 
manager of industrial relations in 







the defense operations division of | ail 


Chrysler Corp., according to Thom- 
as F. Morrow, general manager of 
Chrysler defense activities. Grant 
formerly was labor relations super- 
visor for the Chrysler missile 


branch near Utica, Mich. 
J * * 


Dunlop Picks Hill 


Appointment of Lester Hill as 
southeast regional sales manager 
of Dunlop Tire & Rubber Corp. 
has been announced. Hill will su- 
pervise sales in the Atlanta, Rich- 
mond and Memphis divisions. 

* * * 


Ashley Retires 


After 46 years with United States 
Rubber Co., Noble Ashley has re- 
tired. Starting as a clerk in the 
Morgan & Wright plant in Detroit, 
Ashley was special assistant to the 


general sales manager of the tire lee 0 director of Clevite- 


division on his retirement. 








Hill Opens Cadillac Firm in Virginia— 


Valley Cadillac-Oldsmobile, Inc., is a new dealership in Roanoke, Va., headed by 
Joe L. Hill. Its service department has 15 work stalls. The functionally modern show- 
room is lighted indirectly, and spotlights can be directed on the new cars. 


Electroplaters Elect Schaefer 


A. Schaefer, materials | of Clevite Corp., has been elected 
president of the American Electro- | 
platers Society. | 


| 
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ou were Buying 
rather than Building the Car! 
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Put yourself in your customer’s shoes. Lasting performance 
is vital to him—and it’s certain to effect the selection of his 
next car. It is only logical then, to specify components that 
will insure that characteristic in the engines you build. In 
carburetors, Stromberg is unique in this respect, for it is a 
proven fact that Stromberg* Carburetors last longer. Take 
the long-range view of carburetor value and you will agree, 
it’s good business to specify Stromberg Carburetors. 


*REG. U. S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF e 
end) 
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* Service Sales: South Bend, Ind. 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y¥. 


Bendix* Electric Fuel Pump 
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vision of Auto Lamp Mfg. Co., 2909 
S. Indiana, Chicago 16, Ill. 

Included in the catalog are de- 
scriptions and illustrations of the 
complete Alco line, including au- 
tomotive lighting replacement parts 
and new equipment. 


* * * 





MOTOR ANALYZER — Model E-1400, 
which operates from 115-volt AC current, 
is said to require 40 percent less floor 
space. Included are two new test units. 
One of them is Volt-Amp Tester E-1402, 
which has a built-in quarter-ohm resistor 
and carbon pile load control. The other, 
the Coil and Condenser Tester E-1403, 
Operates from 115 volts, 60 cycle. Allen 
Electric & Equipment Co., 2101 N. Pitcher 
$t., Kalamazoo, Mich. 


CLEANING TANK—The J 5821 hydraulic 
valve-lifter cleaning tank set helps remove 
varnish deposits and dirt. The tank con- 
tains two compartments, one for varnish- 
removing solvent, the other for the kero- 
sene rinse. The set also includes a 16- 
compartment tray to facilitate soaking, 
rinsing and cleaning lifters. Kent-Moore 
Organization, Inc., 5-105 General Motors 
Bidg., Detroit 2, Mich. 
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WHITEWALL KiT—This kit converts black 
tires into white by bonding the discs of 
white latex rubber to the sidewalls of 
black tires. Kits, which contain everything 
needed for the conversion, are available 
for 15 and 16-inch tires. Nu-Way White- 
wall, 1797 W. Adams Bivd., Los Angeles 


18, Calif. 
+= 





FILTER DISPLAY — This three-color dis- 
play card is designed to remind motorists 
of the need for regular oil filter changes. 
It can also be used as a tack-up card or 
attached to an electric light cord. Puro- 
lator Products, Inc., 1000 New Brunswick 
Ave., Rahway, N. J. 
* 


eaciheipntianteraese leuaere a tie ithe ee 


PIPE HOLDER — The Pipe-Rak is a 
springy-metal holder mounted on the dash 
by rubber vacuum cup. It comes in either 
| 14-carat gold plating, chrome plating or 
svede-type finish and can be personalized 
') by engraving. Boyd F. Schernbeck, 5713-P 
Standish Ave., Minneapolis, Minn. 

 *. @ 





3 
SOLDERING KIT—This unit includes a 
250-watt soldering gun, a supply of Kester 
solder, one each of the new accessory 
cutting and smoothing tips, a double-end 
wrench for tip interchange and two in- 
struction booklets. Weller Electric Corp., 
808 Packer St., Easton, Pa. 


* x * 


{ WINDSHIELD WASHER—The Kwik Kleen 
~ windshield washer has a half-galion plas- 
* fic reservoir which is shockproof and 
freezeproof. The pressure dome foot con- 
trol develops instant action, and a large 
volume of water is thrown against the 
windshield through clogproof jets. Santay 
Corp., 351 N. Crawford Ave., Chicago 24, 
i. 





SIGNAL LAMP PACKAGE—This pack- 
age, similar in design to other Pathfinder 
packages, accommodates the 600 Series 
of directional signal conversion kits. The 
single basic packages is designed to con- 
tain any of the many variations in the 
series. Descriptive data identifying the 
type of signal kits packaged inside is 
imprinted in space provided. Auto Lamp 
Mfg. Co., 2901 Indiana Ave., Chicago 
16, tl. 


* x . 


Alco Catalog Describes 


Auto Lighting Parts 


An eight-page illustrated catalog 
has been produced by the Alco di- 
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SOLDERING TOOLS — These soldering 
guns have no moving parts and no heavy 
transformers. They feature ‘thermostatic 
brain" action which heats to the required 
temperature and gives constant heat. 
Models 212LT and 214LTN have _inter- 
changeable tips and element assemblies. 
Garden City Industries, Inc., 900-10 W. 
Jackson Bivd., Chicago 7, Ill. 


* * * 





DEMINERALIZER—This wall-mounted de- 
mineralizer, the Special Barnstead Battery 
Water, removes impurities from tap water 
without heating or cooling the water. No 
storage tank is necessary. Hose intake 
has adapter to fit any faucet. Barnstead 
Still & Sterilizer Co., 49 Lanesville Ter- 
race, Forest Hills, Boston 31, Mass. 

* * * 





PISTON CARTONS—A new method of 
packaging pistons and wrist pins is said 
to eliminate the need for disassembly and 
to assure proper wrist-pin clearance. All 
pistons in a set are color-coded to identify 
the size of the wrist pin holes. The wrist 
pins are packed separately and coded by 
a matching color. Triplex Corp. of Ameri- 
ca, Baxter St., Pueblo, Colo. 

a 


TUBELESS TIRE TOOLS—The equipment 
for demounting and testing tubeless tires 
consists of a bead expander, beed breaker 
and tester. Bishman Mfg. Co., Osseo 2, 
Minn, 


* & * 


Varied Applications Claimed 
For Tuff-Tite Fastener 

Development of a multi-purpose 
fastener with a metal washer-head 
and neoprene washer has been an- 
nounced by Townsend Co., River 
Road, New Brighton, Pa. 

The fastener may be used for 


| 
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NEW PRODUCTS 


preventing leaks, for protecting 
surfaces, absorbing shock or stop- 
ping squeaks, the company said. 
It is called Tuff-Tite. 





LEATHER LACQUER—Nuagane is said 
to put new life into cracked and faded 
leather and to be durable, flexible and 
waterproof. Pevec is for plastics and comes 
in 24 colors, as does Nuagane. Both prod- 
ucts are made in England and distributed 
in the U. S. by Grays Harbor Motors, First 
& G Sts., Aberdeen, Wash. 


* * * 





OIL DISPENSER—This unit works by in- 
serting the oil can and pressing down the 
handle. The can is punctured by a blade 
which is automatically withdrawn by re- 
turn of handle to its original position. 
The tool eliminates the hazard of pushing 
blades into cans as well as dripping oil 
all over the car, says John Wolf Co., 710 
Lenox Rd., Brooklyn 3, N. Y. 





SEAT COVER—Chromspun, a yarn pro- 
duced by Tennessee Eastman Corp. and 
weaved by Sunbury Textile Mills, Inc., 
Sunbury, N. J., is said to be a material 
of high durability and water repellency. 
The line is available in herringbone, dia- 
mond, staple and jacquard patterns. Ex- 
clusive agent: Morgy Morganstern, 108- 
110 Duane St., New York 7, N. Y. 


* * * 





FLOOR MATS—Bright pastel colors in 
utility floor mats are offered in the Doan 
line of reversible Econ-o-mats, which come 
in coral, chartreuse, sky blue, emerald 
green and ebony black. The display rack 
requires less than two square feet of floor 
space. Doan Mfg. Corp., 1761 London Rd., 
Cleveland, O. 


Bik 


CHASSIS LUBRICATOR—Alemite's Model 
8502-BF is a portable high-pressure lubri- 
cator which holds 100 or 120-pound 
drums. The reserve power (70 to 1 ratio) 
of its Super ‘“H"’ pump with the new Pres- 
surtrol device gives full pressure of 6,000 
to 7,000 pounds instantly at the control 
valve. No air regulator is needed. The 
unit has the new Removall follower, six- 
foot hose, ball bearing casters and 
Adjustashot control valve with high-low 
converter. Stewart-Warner Corp., 1826 
Diversey Parkway, Chicago 14, Ill. 

ie, = 








BRAKE LINING — Custom 4-Star sets 
bring to conventional brake systems a 
metallic-impregnated formulation of spe- 
cially selected asbestos fibers, a material 
not sensitive to temperature or moisture 
conditions, which is said to maintain its 
friction stability. Each set is engineered 
for proper friction balance in every make 
of car. Johns-Manville, 22 E. Fortieth St., 
New York 16, N. Y. 

ae 


AIR-PRESSURE GUN—The Milair has a 
nozzle which provides a high volume of 
air supply, yet a low velocity, so that it 
can be used for cleaning jobs from blow- 
ing hard to dusting off. Standard tips are 
available in lengths up to 48 inches. Mil- 
waukee Air Gun Co., 2624 N. Fifty-sixth 
St., Milwaukee 10, Wis. 


* 
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VALVE TESTER—Model J 5790 is a 
hydraulic valve leakdown tester, with all 
necessary sleeve and ball adapters to 
make it applicable fo every hydraulic 
valve lifter. Kent-Moore Organization, Inc., 
5-105 General Motors Bidg., Detroit 2, 
Mich, 








TURN SIGNAL—Model KD 722 is a de- 
layed-action, self-canceling, burnout-proof 
turn signal switch. Flasher and fuse are 
in line, not in the housing, making re- 
placement easy, says K-D Lamp Co., 1910 
Elm St., Cincinnati, O. 
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MIAMI BEACH, Fla. — The Na- 
tional Used Car Dealers Assn. has 
completed its program prepara- 
tions for the convention scheduled 
here Nov. 14-16 at the Empress 
Hotel, according to R. W. Work- 
man, president. 

Among the speakers listed are 
Arthur’ Boyd, field director, who 
will report on association activi- 
ties in the field, and Paul H. 
Brown, vice-president of General 
Finance Corp., who will speak on 
“Your Finance Company Rela- 
tions.” 

Don McClaugherty, of the Ameri- 
can Automobile Assn., will discuss 
“Uniform Title Law Progress in 
the U. S.”; William F. Carr, classi- 
fied advertising manager, will 
speak on how “To Sell Big—Dis- 
play More”; C. A. Bateman, 
NUCDA director, will analyze 
“Used-Car Merchandising,” and 


Joseph B. Danzansky, general 
counsel, will report on Washington. 
Stacy Rowell is convention chair- 
man. 
Committee members are: 
Public Relations—John Mohr- 
hardt, Saginaw, Mich., chairman; 


Stock-Car Title 
Goes to Teague 
For Second Time 


WASHINGTON. — Marshall 
Teague, Daytona Beach, Fla., has 
been declared national stock-car 
champion for 1954 by the American 
Automobile Assn. contest board. 

It is Teague’s second stock-car 
championship in three years of 
competition under the AAA banner. 
He took the title in 1952, his first 
year on AAA tracks. 

Teague replaces Frank Mundy, 
Atlanta, who captured the 1953 
title. 

Teague participated in all 16 
championship events in 1954, win- 
ning five, finishing second four 
times and third twice for a total 
of 2,320 points—1,000 more than his 
closest rival, Sam Hanks of Bur- 
bank, Calif. 

Teague won the Milwaukee 200- 
miler, the Phoenix 100-miler, a pair 
of 100-milers at Pueblo, Colo., and 
a 50-mile feature event at Knox- 
ville, Tenn.—all with his 1954 Hud- 
son Hornet. 

Hanks also earned most of his 
points with a Hudson, as did 
Mundy, who finished third. 


Ford Set to Build 
At Arizona Track 


DEARBORN. — A construction 
contract has been awarded for two 
test-track buildings at Ford engi- 
neering staff’s new Arizona proving 
ground, according to Earle S. Mac- 
Pherson, engineering vice-president 
of Ford Motor Co. 

The larger of the buildings will 
be a one-story combined office and 
garage unit with 20,000 square feet 
of floor space. It will serve as head- 
quarters for the newly acquired 
4,000-acre test area. 

The other building, two stories 
high and covering 6,400 square feet, 
will house a cafeteria and lounge 
and provide overnight accommoda- 
tiens for personnel. 

Construction also is expected to 
start soon on a five-mile speed 
track. The three-lane blacktop 
roadway will be banked for speeds 
up to 140 miles per hour without 
side thrust. The buildings and track 
will be completed next spring. 


Consumer Credit Jumps 
$88 Million in Canada 


OTTAWA. — Consumer credit 
debt, which dropper last March 
for the first time since 1952, 
Jumped by $88 million in the 
April-June period, according to a 
Bank of Canada survey. 

Bank officials suggested that 
the jump was seasonable and 
Was caused by the usual summer 
buying of cars. 
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NUCDA Set for Parley 


Speaker Bookings and Committee Appointments 
Made for Nov. 14-16 Conclave 


Morton 


don, Ont.; James E. Mims, Tam- 
pa, Fla.; William Thornton, At- 
lanta; Morris Baker, Auburn, 
Me.; Royse Sampson, Tulsa, 
Okla.; Steve Simmons, Austin, 
Tex. and Aubrey Alford, Hous- 
ton. 

Leais.ative—D. F. Finnigan, Den- 
ver, chairman; J. L. Smith, Dot- 
han, Ala.; C. H. Hinote, Montgom- 
ery, Ala.; Lloyd Hobbs, Fort Smith, 
Ark.; Verne Sanders, Fresno, Calif.; 
William Fitzpatrick, Waterbury, 
Conn.; Grover T. Smith, Washing- 


ton; Rudy Broome, Augusta; Lloyd 
Labadie, Bay City, Mich.; Cliff 
Nelsen, Omaha, Neb.; S. A. Leon- 
ard, Greensboro, N. C.; L. B. Me- 
Coy, Oklahoma City; Saul Gross- 
man, Pittsburgh; Andrew P. Tig- 
lio, Pittsburgh; Odous Tindall, San 
Antonio, Tex., and Clyde Cox, Ty- 
ler, Tex. 

MembersHip—Ray Williams, Fort 
Worth, Tex., chairman; Homer F. 
Herndon, Tampa, Fla. co-chair- 
man; Max Pomeranz, Denver; J. 
Dewey Rice, Washington; L. P. 
Evans, Miami; Sam Goodman, Mel- 
vindale, Mich.; Harry Gottlieb, 
Brooklyn, N. Y.; Manny Weiser, 
Cleveland; H. T. Jinks, Oklahoma 
City; Ben Franks, Philadelphia; 
Morris Oliver, Abilene, Tex., and 
O. W. Conditt, Fort Worth, Tex. 


Finance—Ray Breeden, Roan- 
oke, Va., chairman; Irv Rubin, 


git. 


tee 


Cleveland, co-chairman; Carl E. 
Marker, Fort Wayne, Ind.; Roy 
Snider, Louisville; Louis E. 
Baker, Providence, R. I.; John B. 
Kinnaird, Fort Worth, Tex. 

Rutes ano By-Laws—Ray Miles, 
Norfolk, Va., chairman; Bill Lee, 
Tulsa, Okla., co-chaitman; C. F. 
Hamilton, Grand Junction, Colo.; 
Pete Hudson, Savannah, Ga.; Jack 
Geller, Detroit; Jack Davis, Day- 
ton; Milton Silberberger, Enid, 
Okla.; Raymond Norris, Knoxville, 
Tenn., and Lee Sullivan, Dallas. 

Deater News—Louis A. Geller, 
Akron, chairman; Aubrey Waldrep, 
Birmingham, Ala.; H. A. Hennies, 
Denver; Samuel Klein, Louisville; 
Herb Calfin, Detroit; Arnold I. 
Feuerman, Van Dyke, Mich.; W. E. 
Tinnin, Meridian, Miss.; Clyde Mc- 
Laughlin, Lubbock, Tex., and Mac 
Ashworth, Tyler, Tex. 
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THEMSELVES 


Used-Car Notes 


JACKSONVILLE, Fla. — Tom 
Fletcher has opened a used-car lot 
at 550 N. W. Thirty-sixth St. 

The lot is open from 9 a.m. to 
9 p.m. seven days a week. 

* 


* + 
Haring Opens Lot 
SPRINGFIELD, Ill. — John W. 
Haring, formerly manager of Cap- 
ital City Motors, Springfield, has 
opened a used-car lot here at Ninth 
and Edward Streets. 


* * * 


Auction Opens in Portland 

PORTLAND, Ore. — Portland’s 
first auto auction headquarters has 
been opened at Prescott and Sandy 
Streets. 
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But Migra tions Have ‘Easternized’ Some Cities. . . 


Dealer Hospitality Follows Sun 


offish, and sometimes superior” at-|ern dealer with these words: 


By Bud Harris 
Traveling Correspondent 


Eprror’s Note: Bud Harris is 
the pen name of a traveling 
representative who has been 
calling on auto dealers across 
the country for many years. We 
thought dealers might be inter- 
ested in how Harris rated them 
on @ hospitality basis. 

* * + 
ee i. find friendly dealers 
everywhere, but, with some 
reservations, it still can be said 
that dealers are more friendly as 
you travel westward. 

The great population shifts of 
recent years have brought some 
changes, however. 

For instance, some Western and 
Southern cities have become “East- 
ernized.” In Los Angeles, Phoenix, 
Tucson, Dallas, Denver and Min- 
neapolis you now will find many 
dealers reflecting the “cold, stand- 


twice as many readers for thei dollar as the big weekday 


titude of Eastern dealers. 
* + * 


ME it seems that the high 

point in hospitality is reached 

in Montana, although Washington 
and Oregon are close behind. 

And the Panhandle section of 
Texas is outstanding, too, even for 
a “damyankee,” once he proves 
that he is a square-shooter. 

Dealers in the middle part of 
the country are more considerate 
of callers than those in the East, 
although they’ seem to be con- 
stantly on their guard. 

In the East, it is a general thing 
for a dealer to keep a sales repre- 
sentative waiting, whether the 
dealer is busy or not. This, I 
assume, is to impress on the caller 
the superiority of the dealer. 

+ * + 


r THE East, the visitor thanks 
the dealer for his time. In the 
West, the dealer thanks the caller 
for coming to see him. 

I recall taking leave of an East- 





ATOMIC HAIR-RAISER \ 


When a girl receives a tiny, harmless amount of atomic : 
radiation her hair stands on end—like this. And when PARADE 

told about it in a report on the Oak Ridge Atomic 
Museum, five out of seven readers stopped to get the story. 


Features like this, week after week, make PARADE 
the best read magazine in print and give advertisers 
magazines, according to independent surveys. 


No doubt about it: To move mountains of merchandise 
at a profit, ParapE has what it takes! 


“Nice knowing you.” 

He promptly corrected me, 
this manner: 

“Sir, you have just met me. 
You are not familiar with my 
habits, so you do not know me.” 

He was right, of course, but in 

the West, where dealers are more 
tolerant of the shortcomings of 
humans, such a thing would never 
happen. People are accepted as 
they are. 

Another dealer—this one was in 
Philadelphia—told me he was the 
largest dealer in the city and as 
such was entitled to special favors 
over his competitors at all times. 

* + * 
HROUGHOUT the West, with 
the exception of the “Eastern- 

ized” cities, auto dealers accept 
representatives of any line with 
open arms. The caller is allowed 
plenty of time to tell his story. If 
the story hits the right note, the 


in 
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Anderson Cited— 


A silver plaque in commemoration of 
his 25 years in business is presented to 
A. D. Anderson (left), president of Ander- 
son Chevrolet, Inc., Baltimore, by Frank 
C. Silvey, zone manager. 


dealer looks on him as a friend 
right then and there. 

It seems to me that dealers in 
the West believe in their fellow 
men and are always willing to help 
the other guy along the way. 

In San Francisco and the Oak- 





PARADE HAS WHAT tT TAKES 





in Parade 


Of the year’s one 
hundred largest 
national advertisers 
these use PARADE 


American Home Products Corp. 
Armour & Co. 

Avco Mfg. Co. 

Best Foods Inc. 

Block Drug Co. 

Borden Co. 

Bristol-Myers Co. 

California Packing Corp. 
Carnation Co. 

Chrysler Corp. 
Colgate-Palmolive-Peet Co. 
Corn Products Refining Co. 
Helene Curtis Industries Inc. 
Doubleday & Co. 

General Electric Co. 

General Foods Corp. 

General Mills Inc. 

General Motors Corp. 
Gillette Co. 

Goodyear Tire & Rubber Co. 
Johnson & Johnson 

S. C. Johnson & Son 

Kellogg Co. 

Lambert Co. 

Lever Bros. Co. 

Liggett & Myers Tobacco Co. 
Miles Labs Inc. 

National Biscuit Co. 

National Dairy Products Corp. 
Nestlé Co. 

Pepsi-Cola Co. 

Pillsbury Mills Inc. 

Procter & Gamble Co. 
Prudential Ins. Co. of America 
Quaker Oats Co. 

R. J. Reynolds Tobacco Co. 
Simmons Co. 

Simoniz Co. 

Standard Brands Inc. 
Sterling Drug Inc. 

Swift & Co. 
Sylvania Electric Products Inc. 





PARADE . . . The Sunday Magazine section of 47 fine newspapers in 47 major markets . . . with more than 14 million constant readers. 





land district, competition is very 
keen among dealers. Yet, in most 
cases, they maintain a friendly 
atmosphere among themselves 
and are fair and hospitable to 
visitors. 

Many look on the Northwest a: 
the most hospitable region of all 
Not long ago, an associate of min« 
was moving to a farm near Seattle 

As he and his family arrived at 
the farm house, with a trailer con- 
taining all their household goods, 
a severe storm blew up. 

He decided to get his family 
safely in the house first. Befor« 
he could return to his car, other 
cars started to arrive in the yard. 
Soon five men were helping him 
carry his belongings into the house. 

When the job was done, the men 
introduced themselves as _ neigh- 
bors, and told him they could see 
he was going to have a close call 
on the storm, so they dropped over. 

~ + . 
yeu find this high regard for 
men all through Washington 
and Oregon, and many think it 
reaches even higher levels in Mon- 
tana, where the population is ex- 
tremely thin. 

Nearly all auto dealers in Mon- 
tana are square-shooters, and they 
accept salesmen on the same basis 
until proven otherwise. A dealer in 
Montana will usually invite you to 
dinner the first time you call on 
him, and he will consider it an 
insult if you refuse. 

I remember well my first visit 
to Great Falls. It was a snowy, 
cold week end. I had read every- 
thing in sight and was trying to 
reconcile myself to being ma- 
rooned in that desolate place, 
when a knock sounded on the 
hotel room door. There stood one 
of the auto dealers on whom I 
had called the day before. 

“Hi, young fellow,” he said. 
“Thought you’d be lonesome, so I 
want you to come to my home for 
dinner.” 

No protest would stop him, and 
soon I was on my way to one of 
the most enjoyable days I have 
ever spent. 

Since that time, I have come to 
love the. dealers of Montana, and 
I've spent many enjoyable week 
ends fishing the fast mountain 
streams of that state with them. 

* af . 


IEEXANS also have this fine 

sense of hospitableness, al- 
though they are a little cautious of 
“damyankees” from the North. 
Once a Northerner proves he is a 
square-shooter, however, he has no 
trouble. 

A few years ago a dealer in one 
of the larger cities of east Texas 
needed the kind of service I sell. 
He called another dealer, who, 
being a friend of mine, promptly 
recommended me. 

“Yes, but isn’t he a damyankee?” 
the other dealer asked. 


Today this dealer is one of my 
| very fine Texas friends, using 

our service exclusively. Many a 
time [’ve been sailfishing with 
him on his yacht. 

Down across the lower Rio 
Grande valley and up across the 
Panhandle, dealers extend old- 
fashioned Texas hospitality to all 
who prove themselves to be square- 
shooters. 





Dealers-in the Panhandle tell of 
an old tradition that was extended 
to any stranger passing through. 

If there was no one in when a 
stranger came to a ranch home, he 
simply went in, prepared a meal 
of whatever was there, washed the 
dishes and went on. 

The tradition did not allow the 
stranger to carry any of the food 
away with him, but he was wel- 
come to anything that he could 
eat on the premises. 





Ford’s New Vedette 


Makes Its U. S. Bow 


DEARBORN.—A 1955 Vedette, 
one of the attractions of the 
Paris Automobile Show, went on 
display for the first time in 
America last week at the “Ford 
Around the World” show at the 
Ford Rotunda here. 

Featuring an 80 - horsepower 
V-8 engine, the French - made 
Ford has an overall length of 177 
inches and a height of 58.5 
inches. It can accelerate to 60 
miles per hour in less than 20 
seconds, the company says. 
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in Enka’s new 


high-tenacity 


now ready: 


Jetspun white 

Jetspun dove grey 
Jetspun blue 

Jetspun peacock blue 
Jetspun kelly green 
Jetspun shamrock green 
Jetspun cypress green 
Jetspun crimson 
Jetspun maroon 
Jetspun beige 

Jetspun beaver 

Jetspun cordovan 
Jetspun primrose yellow 
Jetspun gold 

Jetspun jet black 


and more to come! 


Fabrics made with Jetspun are non-static, abrasion- 
resistant, comfortable in any weather; can be treated 


for water repellency, finished for fire resistance. 


beauty and strength 
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yarn especially created for use in automotive original trim and seat covers 


Jetspun, Enka’s new, stronger color-injected rayon filament yarn, has been specifically engineered to give 


the original trim and auto seat cover fields an unbeatable combination of strength and beauty. 


Measurably stronger than Jetspun standard, new Jetspun has strong eye-appeal too, thanks to Howard 
Ketcham, famed color stylist and designer for the automotive industry. The Jetspun colors listed have 


been scientifically planned to be used singly, or combined in multiples to produce shades that exactly 





color-relate original trim and seat covers to the smartly styled exteriors of today’s new cars. 


America’s leading mills are now offering for your selection a wide range of fabrics woven with Enka’s 


new high-tenacity Jetspun. 


Write or phone us for detailed information on Jetspun’s potentialities in your business. 


AMERICAN ENKA CORPORATION 


a 206 Madison Avenue, New York 16, N. Y. MU 9-0510 
— eS oe »> 428 Jefferson Standard Bldg., Greensboro, N. C. 
i J f 


4 2001 Industrial Bank Bldg., Providence, R. I. 
makers of rayon and nylon for textiles and industry 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auction last 
week rose $1 from the October average of $732, according to Auto- 
motive News’ index. 

A mighty surge carried the price of '54s upward $111. The only 
other model to show a gain was 1953, which gained $4. 

All other models declined as follows: ’51s, down $31; ’47s, down $30; 
50s, down $28; ’49s, down $18; ’52s, down $4, and ’48s, down $4. 

The index showed record low prices for ’52s, 51s, ’50s, and ’49s. The 
record low for ’47s, established last July 19, was matched. 

Auction activity declined somewhat, with 67 percent of available 
cars at selected auctions being sold. A week earlier, the ratio of sales 
to offerings was 73 percent. . 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DESOTO—’51 Statesman 2-dr., $455*. '47 
N. LITTLE ROCK, ARK. Custom é-de, Gibe. 
(Arkansas Auto Auction, Sale every| nonpgr—'48 ~ ick 130; 2-dr., 
Tuesday. Prices for sale of Oct. 26.) $120. oe ee . 
(Sold 43 cars out of 90 offerings.) FORD—’53 Custom (8) 4-dr., $1,130. '52 
af -dr. *, '50 Spe- %-ton pickup, $600. '51 Custom (8) 2- 
ce Gwe Pe) dr., $640, $480. '50 Custom (8) 4-dr., 
ee ¢ 5 $450, $350, $210; 2-dr., $365. '49 Custom 
CADILLAC—'48 (62) 2-dr., $690°*. (6) 2-dr., $225; station wagon, $150. ’47 
CHEVROLET — '54 (210) 2-dr., $1,525, Deluxe (8) 2-dr., $280, $195, $115. °46 
$1,475. ’53 (210) 4-dr., $1,190. '52 SL Deluxe (8) conv., $250; 2-dr., $185. °40 
Deluxe Bel Air, $880*. '50 SL Deluxe Deluxe 2-dr., $175, $135. 
4-dr., $380. °49 SL Deluxe conv., $260.| KAISER—’51 Deluxe 2-dr., $350. 


MERCURY—’51 Custom 4-dr., $640. 


’47 SM 2-dr., $310. 
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Show your courtesy . . . drive sofely. 
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NASH—’52 Rambier Country club, $680. 


OLDSMOBILE — '50 (88) 4-dr., $575", 
$400*. '49 (88) 2-dr., $320. '47 (88) 4- 
dr., $180. 


PLYMOUTH—’52 Concord Suburban, $760. 
’51 Concord Suburban, $600. 


PONTIAC—'47 Torpedo (8) 4-dr., $125. 
MISCELLANEOUS ‘63 Henry J 2-dr., 


$510. 
ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Oct. 25.) 


(Today’s market softened again, how- 
ever, no one seemed frightened about it 
as sellers cut them loose. Car quality 
again was much poorer than usual for 
this market. We could have easily sold 
50 more clean retall units. We finished 
by selling 142 cars and trucks out of 
the 174 offered.) 


BUICK—’54 Super Riviera 2-dr., $2,240*. 
‘53 Super Riviera coupe, $1,450*; Spe- 
cial 2-dr., $1,300. '51 Super 4-dr., $820*. 
"50 RM 4-dr., $460*; Special 2-dr., $460*, 
$440*, $400*; 4-dr, $325*; Super 4-dr., 
$390*. °49 Super 4-dr., $440, $400. ‘48 
RM conv., $120*. '46 RM 4-dr., $125; 
Super 4-dr., $100. 


CADILLAC—’53 (62) Sport coupe, $2,775*. 
’52 (62) conv., $2,360* (ps). "51 (62) 
Sport coupe, $1,780*%, $1,600*. '49 (61) 
4-dr., $710*. '46 (62) 4-dr., $180*. 

CHEVROLET — ‘54 (210) station wagon, 
$1,885*; Bel Air 4-dr., $1,530; (150) 4- 
dr., $1,330. ’52 FL Deluxe 4-dr., $910*. 
’51 SL Special 2-dr., $550, $535; club 
coupe, $550; SL Deluxe 4-dr., $510. 
’50 SL Deluxe Bel Air, $630*; 2-dr., 
$580; 4-dr., $555; coupe, $480; SL Spe- 
cial 4-dr., $430, $210; 2-dr., $450; FL 
Deluxe 4-dr., $430. ‘49 SL Deluxe 2-dr., 
$320; FL Deluxe 4-dr., $285. °48 SM 2- 
dr., $280; FL Aerosedan, $180. 


ee 


Many new cars for 1955 offer 
automatic, electronic 


the new 
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CHRYSLER—’51 Windsor 4-dr., $790*. '46 
Windsor club coupe, $125. 

DeSOTO—'47 Custom 4-dr., $160*. 

DODGE—’53 Coronet Diplomat, $1,215*. 


’52 Coronet conv., $800*. ’50 Wayfarer 
2-dr., $225*. '49 Wayfarer 2-dr., $330*. 
'48 Deluxe 4-dr., $280*; Custom 4-dr., 
$120*. '47 %-ton pickup, $120. 
FORD—’54 Crest (8) 4-dr., $1,600; Main 
(6) 2-dr., $1,200. °53 Custom (8) 2-dr., 
$1,190*. ’52 Crest (8) conv., $1,060*. '51 
Custom (8) conv., $580*; 2-dr., $600*, 
$590*; Deluxe (8) 2-dr., $600, $560; Cus- 
tom (6) 2-dr., $585, $510; Deluxe (6) 
2-dr., $460; %-ton panel, $260. '50 Cus- 
tom (8) 4-dr., $480; 2-dr., $300*; Cus- 









Delco Signal-Seeking Tuner! 


It’s true—auto radio with automatic tuning is 
now available on many of America’s fine cars. 
Originated by Delco, here is how the Signal- 
Seeking Tuner employs electronics to speed 
up, and to take the human error out of, radio 
tuning: Simply touch the selector bar and the 


special tuner seeks out and tunes in the first 
available radio signal to pinpoint perfection. 
Another touch and the next station in line is 
“trapped” and tuned in with hairline accuracy 
... and so on across the dial. With this type 
of automatic electronic tuning you need not 
fumble with knobs or buttons—and you drive 
in greater safety because you can change 
stations without shifting your eyes from road 
to radio. This greatest-of-all advances in auto 
radio is now available on many of America’s 
fine cars . . . ask your car manufacturer. 


MOTORS e 


KOKOMO, 


INDIANA 


Average Used-Car Prices 


(Compiled by Automotive News) 


Model To Date 1954 1954 
1954. $1,886 $1,775 $1,871 
1953... 1,239 1,235 1,250 
1952 892 896 939 
1951 620 651 693 
1950.... 465 493 514 
1949. 342 355 362 
1948... 248 252 237 
PPD vis, 5.c0002 171 201 181 

Overall ae 

Average $ 733 $ 732 $ 156 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 








| day. Prices are for sale of Oct. 














Nov., 1954 Oct. Sept., 














tom (6) 4-dr., 
coupe, $240; Deluxe (8) 2-dr., $280; 1%- 
ton platform, $160. ’49 Custom (8) 2-dr., 
$300, $270; club coupe, $250; Deluxe (6) 
2-dr., $225. '47 Custom (8) 2-dr., $120; 
Deluxe (6) 2-dr., $100. 
HUDSON —’51 Super 


$375; 2-dr., $310*; club 


4-dr., 
$310. 


$550*. '50 

Pacemaker 4-dr., "49 Commodore 
4-dr., $250. 

KAISER—’51 Deluxe 4-dr., $395*. 

LINCOLN—’53 Capri 4-dr., $1,900* 

MERCURY — '54 Custom coupe, 
"51 4-dr., $685*. 49 4-dr., 
°46 4-dr., $150. 

NASH —’53 Statesman 4-dr., $910. ‘52 
Rambler coupe, $700*. ‘50 Statesman 
4-dr., $200*. ‘47 Ambassador 4 - dr., 
$110*. 

OLDSMOBILE—’54 (98) Holiday, $2,710°*; 
(88) Holiday, $2,625* (ps). ’53 (98) 4- 
dr., $1,850* (ps). °51 (98) Holiday, 
$850". '50 (88) 4-dr., $500*; 2-dr., $480°. 


(ps) 
$2,160* 
$370, $360 


"49 (88) 4-dr., $380%; 2-dr., $370*. '48 
(98) 4-dr., $150*, $140*. 
PACKARD—’53 Clipper 4-dr., $1,300*, '49 


2-dr., $140. 

PLYMOUTH — '53 Cambridge club coupe, 
$720. °52 Cranbrook 4-dr., $550. ‘51 
Cranbrook Belvedere, $720, $710, $640; 
conv., $510; Concord 4-dr., $460. '50 Spe- 
cial Deluxe 4-dr., $430; club coupe, $375; 
2-dr., $360; Deluxe 4-dr., $210. '48 Spe- 
cial Deluxe 2-dr., $180. 


PONTIAC—’53 Chieftain (8) 2-dr., $1,150*. 


’52 Chieftain (8) 2-dr., $995*. '51 Silver 
Streak (8) 2-dr., $650*. '50 Silver Streak 
(6) 2-dr., $550; Silver Streak (8) 4-dr., 
$470*; 2-dr., $420, $325. '49 Silver Streak 
(8) 2-dr., $330*; Silver Streak (6) 2-dr., 
$270*. '48 Torpedo (8) 4-dr., $110. 

STUDEBAKER — '53. Commander coupe, 
$1,275*. °51 Champion 4-dr., $475. *5U 
Champion 4-dr., $280. °49 Commander 
Land Cruiser, $240*. '48 %-ton pickup, 
$160. 

WILLYS—’50 \%-ton pickup, $310. '48 sta- 
tion wagon, $150. '47 jeepster, $310. 


FARGO, N. D. 


(Tri-State Aucticn Co. Sale every Thurs- 
28.) 


(Prices continue their seasonal drop. 
Sold 46 cars out of 95 offerings.) 
BUICK—'54 Super 4-dr., $2,350*. '52 Su- 

per Riviera 2-dr., $1,100*. ‘50 Super 4- 

dr., $260. °46 Special 4-dr., $120. 
CHEVROLET—'54 Bel Air 4-dr., $1,600. 

"53 (210) 4-dr., $1,020; (150) 4-dr., 

$950. '52 SL Deluxe Bel Air, $825*. '51 

SL Deluxe 2-dr., $640; 4-dr., $590; club 

coupe, $560; SL Special 2-dr., $555. ‘50 

SL Deluxe 4-dr., $615; club coupe, $525; 

FL Deluxe 2-dr., $530, $520; FL Special 

4-dr., $450. '49 SL Deluxe 4-dr., $340. 

"46 2-dr., $120. 

CHRYSLER—’53 Windsor 4-dr., $1,500*. 
DODGE — ’'53 Meadowbrook 4-dr., $835*. 

*50 Coronet 4-dr., $390*. °48 Custom 2- 

dr., $140*. '47 Custom 4-dr., $190. 
FORD—’53 Main (8) Ranch Wagon, §1,- 

390; Custom (8) club coupe, $1,085"; 

Main (6) 4-dr.. $950. '52 Crest (8) Vic- 

toria, $985; Custom (8) club coupe, $865. 

$845. ‘51 Custom (6) 4-dr., $475. °49 

Custom (8) club coupe, $275. 
HUDSON—’52 Wasp 2-dr., $690. 
MERCURY—’50 coupe, $525*. 

NASH—’52 Ambassador 4-dr., $1,085*. 

OLDSMOBILE—'49 (76) coupe, $170*. 

PLYMOUTH — '53 Cambridge 4-dr., $850; 
club coupe, $825. 48 Deluxe 4-dr., $120. 


‘47 Deluxe club coupe, $150. '46 Special 
Deluxe 4-dr., $105. 
PONTIAC — '50 Silver Streak (8) 2-dr., 


$610. 


FONTANA, WIS. 


(Hollenbeck Auto Auction. Sale every 
Friday. Prices are for sale of Oct. 22.) 

(Market gaining strength on ’53 and 
°64 models, but appears to be falling off 
on ’50s and ’5is. We are getting top 
prices for clean merchandise. Sold 154 
cars out of 220 offerings.) 


BUICK—’54 Super Riviera 4-dr., $2,315*; 
Special 4-dr., $2,055*. ’°53 Super Riviera 


coupe, $1,705*; RM Riviera coupe, §$1,- 
545*; conv., $1;485* (ps). ‘51 Special 
2-dr., $790*, $775; Super Riviera 4-dr., 


$740*. '50 Special 4-dr., $560*; sedanet, 
$525; Super conv. $545. 

CADILLAC—’54 (62) coupe deVille, §$4,- 
315* (ps), $4,000* (ps). '52 (62) conv., 
$2,295* (ps); 4-dr., $2,070*. ‘51 (62) 
coupe deVille, $1,745*; 4-dr., $1,700*. ‘50 
(62) 4-dr., $1,330*. '49 (62) 4-dr., $950*, 
$685*. 


CHEVROLET—’54 (210) 4-dr., $1,365*; 2- 
dr., $1,330; (150) 2-dr,, $1,250. ‘53 Bel 
Air coupe, $1,350; 4-dr., $990; (210) 4- 
dr., $1,020, $1,000, $990, $980, $955; 
(150) 4-dr., $765. '52 SL Special club 
coupe, $620; SL Deluxe 2-dr., $650, $600. 
‘51 SL Deluxe 4-dr., $685, $650, $590*; 
FL Deluxe 2-dr., ; SL Special 2-dr.. 
$490. °50 FL Deluxe 2-dr., $570, $540, 
$330; SL Deluxe 2-dr., $455, $400; %- 
ton pickup, $440; Carryall, $350 '49 SL 
Deluxe 4-dr., $455, $330. ‘47 SM 4-dr., 


$190. 

CHBYSLER—'s4 NY 4-dr., §2,975* (ps). 
"52 NY 4-dr., $945°. ‘51 Saratoga 4-dr., 
$620°. '50 Royal 4-dr., $515*. 

DeSOTO—’'52 Fire Dome (8) 4-dr., $1,000° 
(ps). '51 Custom conv., $510. 

DODGE—'52 Meadowbrook 4-dr., $635°. '51 
Coronet 4-dr., $570°, $550*; Wayfarer 2- 
dr., $455; Meadowbrook 4-dr., $440. °49 
Wayfarer 2-dr., $300*; Coronet 4-dr., 


$280". 

FORD—'54 Main (8) Ranch Wagon, §1,- 
840°; Main (6) 2-dr., $1,200. ‘53 Cus- 
tom (8) 2-dr., $1,020; 4-dr., $795*. ‘52 


(Continued on Page 40, Col. 3) 
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MR. SELF- INSURED AUTO AUCTION OWNER: 


e 


Here's a shot in the arm that works wonders... 


FIDELITY INSURANCE CO. 


NASHVILLE, TENNESSEE 





204 STAHLMAN BLDG. 


Fidelity Check Insurance 
Prevents Losses at Aufo Auctions! 


Bad checks are bad business. Bad for every- 
body. Really bad for you . . . because you 
have to pick them up and absorb the loss. 
Isn’t it possible that your auction could be 
ruined if you had to soak up many bad 
checks? 


Well, here’s a shot in the arm that works 
wonders in preventing bad check losses... 
Fidelity Check Insurance. We spend over 
40¢ of every premium dollar to supply in- 
sured auctions with up-to-the-minute credit 
information on over 40,000 automobile 
dealers, to keep you posted of any change in 
any of those 40,000 credit pictures — to stop 
bad checks before they’re even written. 


And here’s another shot in the arm... 
guaranteed to cure the few cases we can’t 
prevent. Immediate payment of claims 
without red tape. Ask any of the auctions 
listed here. Claims for bad check losses are 
usually made by telephone . . . AND PAID 
THE SAME DAY THEY ARE MADE! 


It’s a great shot in the arm for new business. 
More and more big dealers are selling 
exclusively through auctions with Fidelity 
Check Insurance . . . where the top bid is 
always the best bid . . . where every check 
written is a guaranteed check. 


Write, wire, or call today for the full story 


on what Fidelity Check Insurance means to you! 


OF TENNESSEE 


SELL ONLY THROUGH THESE 100% SAFE FIDELITY INSURED AUCTIONS: 


Al & Benny Friendly Auto Auction Thursday 
848 N. Beach St., Daytona Beach, Fla. 


Aptco Auto Auction Wed. & Fri. 
19241 Dix-Toledo Hwy., U.S. #25 Melvindale, Mich. 
Arlington Auto Auction, Inc. Wednesday 
Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. 
Baker Auto Auction Thursday 
Pass Road, Biloxi, Miss. 

ital Auto Auction, Inc. Thursday 
State Fair Grounds, Celumbus, Ohio 
Cincinnati Auto Auction, Inc. Thursday 
Springdale & Colerain Rds., Cincinnati, Ohio 
Cofield Auto Auction Monday 
Boaz, Alabama 
Columbus Auto Auction Thursday 
2603 Cusseta Road, Columbus, Ga. 
Concord Auto Auction, Inc. Mon. & Fri. 
29 Sudbury Road, Concord, Mass. 
Dayton Dixie Auto Auction Wednesday 
5310 North Dixie, Dayton, Ohio 
Decatur Auto Auction Monday 


Highway 48, N., Decatur, Illinois 


Detroit Auto Auction 
6500 Cicotte Ave., Detroit, Mich. 


Dixie Motors Auto Auction 

718 Angier Ave., Atlanta, Ga. 
Grand Rapids Auctions, Inc. 
0168—M21, Jenison, Michigan 
Greater Shreveport Auto Auction 
1310 N. Market St., Shreveport, La. 


Doc Greiner Auction 

714 Huron Street, Toledo, Ohio 
Indianapolis Auto Auction, Inc. 
4501 West 16th St., Indianapolis, Ind. 
Lapiner’s Auction Co. 


125 So. Delaware, Mason City, lowa 


Lawrenceburg Auto 


North Locust St., Lawrenceburg, Fenn. 


Lebanon Auto Auction, Inc. 
Highway 22, N. Plainfield, N. J. 
Leitch Motor Sales, Inc. 

1450 E. Main St., Owosso, Michigan 


Maney Auto Auction 


Jordan Lane, Huntsville, Alabama 


Mon. & Wed. 
Tues. & Fri. 
Tuesday 
Thursday 
Thursday 
Wednesday 
Wednesday 
Tuesday 
Wednesday 
Thursday 
Friday 


Mauldin Auction Sales, Inc. 
1227 New Buncombe, Greenville, S. C. 


Middle Georgia Auto Auction 
Eastside Highway, Macon, Georgia 
Moline Auto Auction 

4216-23rd Avenue, Moline, Illinois 


Monroe Auto Auction, Inc. 


Highway #80, Monroe, Louisiana 


Montgomery Auto Auction 
927 No. Court St., Montgomery, Ala. 
Montpelier Auto Auction Co. 


Route #1, Montpelier, Ohio 


sboro Auto Aucti 
Highway 96, W., Murfreesboro, Tennessee 


Automobile Auction 
5430 West 111th St., Oak Lawn, Illinois 
Page Bros. Auto Auction 


35th at Divine St., Chattanooga, Tenn. 


Quincy Auto Auction 
3220 Broadway, Quincy, Illinois 


Tuesday Rockford Auto Auction 
6402 Forest Hills Rd., Rockford, Ill. 
Wednesday Ryan Auto Auction, Inc. Wednesday 


3710 Hopkins Rd., Richmond, Virginia 
Wednesday skyline Auto Auction 


Tuesday 
Greenpoint Ave. at Provost St., Bklyn., N. Y. 


Vue Soderberg-Kline Auto Auction, Inc. Thursday 
Wednesday 13th and Locust St., Omaha, Nebraska 
Wednesday 
Monday Route 5, Warehouse Point, Conn. 
Syracuse Auto Auction Tharsday 
Mu Friday R. D. #1, Lafayette, New York 
3344 So. Madison St., Muncie, Ind. ‘ 
: : Toledo Auto Auction Co. Tuesday 
Wednesday 5902 Telegraph Rd., ig Ohio 
Tri-State Auction Co. Thursday 
3021 Front St., Fargo, N. Dakota 
Tri-State Auto Auction, | i 
Wedneodey Valley Springs, S. Dakota ao _— 
Friday West Kentucky Auto Auction Monday 


Chestnut at W. 12th St., Murray, Ky. 
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STATION WAGON PARTS 


FOR ALL MAKES 


ccc 


Refinishing 
Materials 


Anywhere 


DElaware 3-6898 


Co. 


Oar 0a Leh ime see 


Increase profits 


with 
less cost 


WOOD PARTS 
HARDWARE 


Promptly Shipped 


618 Communipaw Ave., Jersey City, N. J. 


Send for Price Lists and Literature 
DECAL WORK 


Whether your plans 
for a new paint shop 


























are in the blue print stage or just a “pipe dream” 
it will pay you to consider this: You can turn out 
twice as much work right in your present shop, with 
no increase in space, personnel or overhead. 


How? With a single Dry Quick Infra-red Paint 
Baking Panel. Your profits will double immediately 
and you will deliver jobs that will increase customer 
good will and increase your business. 



















LAMP 


A DAY. 


ing plan. 
have to put off the 


funds. Lease as 
ovens as you need 


Quick oven. 


GREENSBURG 


Lease Dry Quick Ovens 
FOR ONLY 50 CENTS 


under a sensational new leas- 
Now you don't 


use of 


Dry Quick equipment be- 
cause of lack of sufficient 


many 
without 


capital outlay. The profit 
from a single extra job 
a month will pay the 
leasing cost of a Dry 





naa 


Os West Coast: Dry Quick Seles Co., 4710 Crenshaw Bivd., Los Angeles 








Used-Car Auction Prices 





(Continued from Page 38) 


Custom (8) 2-dr., $865*; Custom (6) 2- 
dr., $745. °51 Custom (8) 4-dr., $640*, 
, $545*; Deluxe (8) 4-dr., $440. ‘50 
Cistom (8) 2-dr., $415*, $395*, $380, 
$370; Deluxe (6) 4- dr., $290. ’49 Custom 
(8) 2- dr., $345; Custom (6) club coupe, 
$195. °47 Custom (8) 4-dr., $195. ‘37 

tow truck, $250. 

HUDSON—’53 Jet 4-dr., $850*. 

$515*. '50 4-dr., $145. 


(6) 4-dr., $295. 

KAISER—’51 4-dr., 

MERCURY—’54 Monterey 4-dr., $1,900*; 
2-dr., $1,600. °53 Monterey coupe, §$1,- 
500*. '52 4-dr., $995*; Sport coupe. 
$945°. °51 4-dr., $645, $565*; club coupe, 
$560. °50 club coupe, $540, 85, $375; 
4-dr., $535. °49 4-dr., $315, $300. '48 4- 
dr., $235; club coupe, $365, $175. 

NASH — ’'53 Rambler conv., $925*. ’51 
Statesman 4-dr., $415, $345; 2-dr., $150. 
‘50 Rambler conv., $305*; Statesman 2- 


dr., $195*. 
OLDSMOBILE—’'54 (88) Holiday, $2,830* 
$2,690°. '53 (88) Su- 


(ps); Super 2-dr., 

per conv., $1,650* (ps); 4-dr., $1,525*. 
‘51 (98) Holiday, $925*; 4-dr., $875*, 
$820*; (88) Super 2-dr., $900*; 4-dr., 
$835*, $825*, $770*. ‘50 (98) 4-dr., 
$755*; (88) Super 4-dr., $640*. 

PACKARD — ’'51 4-dr., $545*. °48 conv., 
$205°. 

PLYMOUTH—’54 Savoy 4-dr., 
Cranbrook club coupe, $825. '52 Concord 
2-dr., $210. ‘51 Concord Savoy, $665; 
Cranbrook 4-dr., $560, $375; Cambridge 
4-dr., $405. ‘50 Deluxe 4-dr., $365. °49 
Special Deluxe conv., $405; 4-dr., $185. 
‘47 Special Deluxe 4-dr., $255. "46 Spe- 
cial Deluxe 4-dr., $160, $100. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
365* (ps). '52 Chieftain (8) conv., $850*; 
4-dr., $845*. '51 Silver Streak (8) Cata- 
lina, * $750°; 4-dr., $790*, $650*; 2-dr., 
$770°. "50 Silver Streak (8) 2-dr., $505*. 

STUDEBAKER—'53 Commander Hard Top, 
$1,005*, $1,000*. ‘51 Commander Land 

$535*; coupe, $500; Champion 

» $485*, $365*. '50 Champion 4-dr., 

$290, $240. 

WILLYS—’48 %-ton panel, $100. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Oct. 22.) 
(Sold 201 cars out of 265 offerings.) 


BUICK—’54 Century Riviera 2-dr., $2,675*; 
Special 4-dr., $2,350*, $2,075*. '53 Spe- 
cial 2-dr., $1,195. '52 RM 4-dr., $1,350° 
(ps), $970*. ’51 Special 4-dr., $775*. '50 
Super 4-dr., $560*. 

OADILLAC—’54 (62) club coupe, $4,2 
(ps). °53 (62) coupe deVille, $2,975* 
(ps); coupe, $2,950* (ps); 4-dr., $2,- 
600° (ps). ‘52 (62) coupe, $2,060*. ‘51 
(62) 4-dr., $1,650°. "48 (62) $645*. 

CHEVROLET—’54 Bel Air 4-dr., $1,805*, 
$1,750° (ps), $1,650; 2-dr., $1,750*; (210) 
4-dr., $1,510°; 2-dr., $1,475, $1,350*, $1,- 
285; %-ton pickup, $1,180. ‘53 (210) 
coupe, $1,170, $1,060, $1,050, $1,035; 4- 
dr., $1,150, $1,125; Bel Air 2-dr., $1,145. 
"52 SL Deluxe 2-dr., $750; 4-dr., $700*. 
‘51 SL Deluxe 2-dr., $675*; Sport coupe, 


"50 Super 


$1,450*. '53 


$650. '50 FL Deluxe 4-dr., $530, $550*. 
‘49 SL Deluxe 4-dr., $500. 
‘63 NY 2-dr., $1,710* (ps); 
Windsor Newport, $1,525*. °49 Windsor 
club coupe, $600. 
DODGE—’53 Meadowbrook 2-dr., $840; 4- 


dr., $800, $720; %-ton pickup, $560. °51 
Meadowbrook 4-dr., $490; 2-dr., $480. 
"49 coach, $285. 

FORD—’54 Main (8) Ranch Wagon, $1,- 
905; Crest (8) conv., $1,865, $1,740, $1.- 
650; 4-dr., $1,630; Custom (8) 4-dr., $1.- 
705, $1,575; 2-dr., $1,655; Custom (6) 
4-dr., $1,525; %-ton pickup, $1,175. ’53 
Crest (8) Victoria, $1,475*; conv., $1,- 
305, $1,135; Custom (8) 4-dr., $1,200, 
$1,175; 2-dr., $1,195; Main (8) 4-dr., $1,- 
0560; 2-dr., $1,020; %-ton pickup, $770. 
"52 Crest (8) Country sedan, $1,100; 
Custom (8) 2-dr., $950*, $935, 30; 4- 
dr., $860; conv., $1,000. '51 Custom (8) 
2-dr., $770, $625; Victoria, $650*; Deluxe 
(8) 2-dr., . “50 Custom (3) club 
coupe, $770. '49 Custom (8) 2-dr., $475. 
"48 Custom (8) 4-dr., $375. °47 Custom 
(8) 2-dr., $300. 

MERCURY—’54 Custom 4-dr., $1,880*. °53 
Monterey conv., $1,525*; Hard Top, $1,- 
400. 52 Monterey coupe, $1,225°; 4-dr., 
= "51 2-dr., $690; 4-dr., $665°; Sport 
sed: $600°. 

NASH.’53 Ambassador 4-dr., $1,300*, $1,- 
150*; Rambler sedan, $1, 060. "51 Ram- 
bler 2-dr., $675. 

OLDSMOBILE—’54 (98) Holiday, $2,750*; 
(88) Super 4-dr., $2,500*, $2,305* (ps). 
*53 (98) Holiday, $1,835*; (88) Holiday. 
$1.805* (ps). "52 (88) Holiday, $1,400*; 
(98) 4-dr., $1,130*. '52 (88) 2-dr., $940*; 
4-dr., $900*; (98) Holiday, $820*. 

PLYMOUTH—'54 Belvedere coupe, $1,600. 
‘53 Belvedere coupe, $1,110. °52 Cran- 
brook 2-dr., $620. 

PONTIAC — '54 Chieftain (8) 4-dr., $1,- 
760*. '53 Chieftain (8) Catalina, $1,625°*. 
$1,575*; 4-dr., $1,375*. °52 Chieftain (8) 
2-dr., $800. '50 Silver Streak (8) Cata- 
lina, $750*. 

STUDEBAKER—'54 Champion 2-dr., $1,- 


275. 
WILLYS—'53 Jeepster, $1,175, $1,125. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 26.) 
(Sold 231 cars out of 415 offerings.) 


BUICK—’54 Super conv., $2,680* (ps); 
2-dr., 2 at $2,560° (ps), $2,500* (ps), 
$2,300*; Riviera 4-dr., $2,190*; Century 
2-dr., $2,415*; Special 4-dr., $1,700. ‘53 
RM 4-dr., $1,655* (ps); Super Riviera 
4-dr., $1,600%, $1,560 (ps), $1,550*, 
$1,405*; 2-dr., $1,475*, $1,380. 52 RM 
2-dr., $1,360°. 

CADILLAC—’54 (62) coupe deVille, $4,- 
180° (ps). °53 (62) coupe deViile, $3,- 
000* (ps); conv., $2,845* (ps), $2,775* 
(ps); 4-dr., $2,670° (ps), $2,615*. '52 
(60) Special 4-dr., $2,230* (ps). ’51 (62) 
conv., $1,700*. 


CHEVROLET—'54 Corvette conv., $2,050; 
Bel Air conv., $1,650*%; (210) 2-dr., $1,- 
450°, $1,365°. '53 (150) Handyman, $1,- 
245°; Bel Air conv., $1,170; 2-dr., $1,- 
165*; Sport coupe, $1,165, $1,160; (210) 
4-dr., $1,090*%; (150) 4-dr., $835, $820. 
"52 SL Deluxe Bel Air, $865*; 4-dr., 

, $685°. °51 SL Deluxe Bel 


OCHRYSLER—’53 NY 4-dr., $1,300° (ps); 
Windsor 4-dr., $1,300°. ‘6561 NY 4-dr., 
$700*, $670°; Windsor. 4-dr., $615°, 


$595*. °50 Royal club coupe, $465*; 
Windsor 4-dr., 


$430*°. °49 NY 4-dr., 
$120*. 


DeSOTO—'52 Fire Dome (8) 4-dr., $860*. 
*48 Custom 4-dr., $100*. 
DODGE — ’'53 Coronet 4-dr., $885*,. °52 
Coronet 4-dr., $720*; Meadowbrook 4-dr., 
$660°; Wayfarer 2-dr., $435. °51 Way- 
farer 2-dr., $350*. "50 Coronet 4-dr., 


'54 Custom (8) 4-dr., $1,555° 
’53 Main (8) Ranch Wagon, §$1,- 
4-dr., $780; Custom (8) conv., 
$1,335*, $1,300*, $1,210*; 2-dr., $1,100; 
Crest (8) Victoria, $1,295; Custom (6) 
4-dr., $995; Main (6) 2-dr., $850. '52 
Crest (8) Victoria, $1,185; Custom (8) 
conv., $1,000; Custom (6) 4-dr., $770. 
HUDSON—’54 Hornet 4-dr., $1,700*. '53 
Hornet 4-dr., $1,175*, $1,100*. 52 Com- 
modore 4-dr., $535*. "51 Super (6) 4-dr., 


$200. 

LINCOLN—’53 Capri coupe, $2,100* (ps). 
’52 Cosmopolitan 4-dr., $1,340*%. '50 4- 
dr., $215*. °48 Continental 2-dr., $350. 

MERCURY—’54 Monterey station wagon, 
$2,410*; coupe, $2,315*, $2,300°. ’53 
Monterey coupe, $1,540*; 4-dr., $1,475*; 
2-dr., $1,400*, ’52 Custom. Sport coupe, 
$1,150*; Monterey 4-dr., $1,105. 

NASH — ’54 Rambler 4-dr., $1,250. '53 
Statesman 2-dr., $1,270; Rambler club 
coupe, $970*, $950. °52 Rambler club 
coupe, $695. °51 Rambler conv., $350. 
50 Statesman 4-dr., $320*, $275. 

OLDSMOBILE—'54 (98) Holiday, $3,165* 


(ps), $3,110° (ps), $3,000° (ps); (88) 
Holiday, $2,510*. ’53 (98) 4-dr., $1,990* 
(ps); Holiday, $1,830* (ps); conv., $1,- 
805* (ps); (88) Holiday, $1,620*. ‘52 
(88) 2-dr., $1,095*, $1,075*; 4-dr., $1,- 
160°. 

PACKARD—’ 54 Clipper 4-dr., $2,000*. ’53 
Clipper 4-dr., $1,305*, $900°. °52 (200) 


4-dr., $805*. 

PLYMOUTH—'54 Plaza Suburban, $1,445*. 
*53 Cambridge Suburban, $1, 140; 2-dr., 
$765, $700, $625; Cranbrook Belvedere, 
$1,090; 4-dr., $890. '52 Cranbrook Bel- 
vedere, $700; 4-dr., $645*. '51 Concord 
Suburban, $725. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
355°; conv., $1,340* (ps), $1,185*. °52 
Chieftain (8) station wagon, $1,300*; 
Catalina, $1,225*, $1,130*; conv., $925*; 
4-dr., $875*. °51 Silver Streak (8) 4-dr., 
$730°, $590°. 

STUDEBAKER — '53 Commander club 
coupe, $1,110*; 4-dr., $990*. ‘50 Cham- 
pion 4-dr., $290, $180. °49 Champion 
4-dr., $195. ‘ 


WILLYS—’50 station wagon, $365.* 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 27.) 

(Apparently this is ‘‘Clean House for 
New Cars Day,’’ as we had a field day 
on Chevrolets and Fords. Sales were ex- 
cellent and the percentage sold, 66 cars 
out of 104 offerings, was high.) 


BUICK—’52 RM 4-dr., $955*. °51 Special 
4-dr., $830. 50 RM 2-dr., $600*; Special 
4-dr., $525. 


CADILLAC—’51 (62) 

CHEVROLET—’53 (210) 2-dr., $1,045. ’52 
SL Deluxe 2-dr., $755, $705. ’51 SL De- 
luxe 2-dr., $575. ’50 SL Deluxe 2-dr., 
$550; %-ton pickup, $280. '49 SL Deluxe 
4-dr., $420, $400; 2-dr., $420; %-ton 
panel, $300. '48 FL 2-dr., $225. ’47 %- 
ton pickup, $400. 

DODGE—’53 Coronet 4-dr., $1,105, $1,065. 
’52 Meadowbrook 4-dr., $710. 

FORD—’53 Main (8) 2-dr., $900. ’52 Crest 
(8) Victoria, $1,045*, $845; Custom (8) 
2-dr., $835; 4-dr., $590. °51 Custom (8) 
2-dr., $660, $600; Deluxe (8) 2-dr., $420. 
"50 Custom (8) 4-dr., $665, $485, $445; 
conv., $510; coupe, $500; 2-dr., $500, 
$480, $475; Deluxe (8) 4-dr., $455; De- 
luxe (6) 2-dr., $480. ’49 Custom (8) 2- 
dr., $465, $405, $360; 4-dr., $310; %-ton 
pickup, $305. °47 Deluxe (8) 2-dr., $265. 
’45 %-ton pickup, $220; Deluxe (8) 2- 
r., $120. °38 %-ton pickup, $200. 

MERCURY—’52 coupe, $1,200. ’51 4-dr., 
$635; 2-dr., $600. '49 4-dr., $355. 

OLDSMOBILE—’51 (88) 2-dr., $690°. ’50 


4-dr., $1,730*. 
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‘Lady Leather’ _ 


Clad in the latest fashions in leather 
garments, a mysterious woman will be a 
visitor at the forthcoming auto shows. 
Known only as Lady Leather, she will dis- 
cuss the use of genuine leather in 1955 
cars. She represents the Leather Uphol- 
stery Group. 





(88) station wagon, $700*; conv., $630" 


4-dr., $575*; (76) 4-dr., $470*. 
PLYMOUTH—’51 Cambridge 4-dr., $29: 
’47 Special Deluxe 2-dr., $125. 
PONTIAC — '51 Silver Streak (8) 2-dr 
$760*. 
STUDEBAKER — '51 Commander conv 
$440; 2-dr., $355. °'47 %-ton picku;, 
$145. 


WILLYS—’'49 station wagon, $350. 
ee ‘63 Henry J 2-dr, 
0. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions. Sale every Tues 
day. Prices are for sale of Oct. 26.) 

(We had a nice consignment of autos 
today, but the market was off almost 
$50 per unit. Sold 61 cars out of 93 
offerings.) 

BUICK—'54 Super Riviera 2-dr., $2,450° 
Special 4-dr., $2,125. '52 Super Riviere 


2-dr., $1,205*, $1,175*. ‘51 Super Rivi 
era 4-dr., $885*; 2-dr., $765; Special 4 
dr., $690. °50 Special 2-dr., $400. °49 
Super 2-dr., $245°. 
CADILLAC—’47 (62) coupe, $350*. 
CHEVROLET — ’54 (210) station wagon, 
$1,635. '53 (210) 2-dr., $965, $900. ‘52 


SL Deluxe 4-dr., $725. '51 SL Deluxe 
Bel Air, $670*. ‘50 SL Deluxe Bel Air, 
$575; 4-dr., $400. 

DODGE — ’53 Coronet 4- dr., $1,100. '52 
Wayfarer 2-dr., $445. '51 Meadowbrook 
4-dr., $495. 

FORD — '53 Crest (8) 4-dr., $1,000. ’52 
Main (6) Ranch Wagon, $1,000. '51 Cus- 
tom (8) 2-dr., $625*, $560, $535, $490; 
Custom (6) 2-dr., $595; Deluxe (8) 2- 


dr., $420. '50 Deluxe (6) 2-dr., $340. °49 
Custom (8) 4-dr., $350. °46 flat bed 
wrecker, $355. 


MERCURY—’54 Monterey Sport coupe, $2,- 
150*. '53 Custom 4-dr., $1,275. ’52 2-dr., 
$840. '50 club coupe, $400; 2-dr., $385. 

NASH—’50 Ambassador 2-dr., $160*. 

OLDSMOBILE—’53 (88) Super 4-dr., $1,- 
600*. ’52 (98) Holiday, $1,580*. ’51 (88) 
Super 4-dr., $980* (98) 4-dr., $800*. °47 
(98) 4-dr., $165*. 

PACKARD—’49 4-dr., $225. 

PLYMOUTH—’53 Cranbrook 4-dr., $865. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
435*; 4-dr., $1,370*. '52 Chieftain (8) 
Catalina, $1,025*. ’E1 Silver Streak (6) 
coupe, $475*. 

STUDEBAKER — ’'53 Commander club 
coupe, $1,115*. ’50 Champion 2-dr., $335. 

MISCELLANEOUS—’53 Opel 2-dr., $650. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 22.) 
(Seld 181 cars out of 334 offerings.) 


BUICK—’53 RM Riviera, $1,805* (ps); 
Super 4-dr., $1,600*; Riviera, $1,295*. 
’52 Special 4-dr., $905*. '51 Super 4-dr., 
$755*, $645*, $575; Special 4-dr., $675, 
$650*. ‘50 Super 4-dr., $530*, 

Special 4-dr., $320. '49 RM conv. - $465". 

CADILLAC—'54 (62) coupe, $3,920* (ps), 
$3,875* (ps). °53 (62) 4-dr., $2,750* 
(ps), $2,700* (ps); conv., $2,590* (ps). 
"52 (62) coupe, $2,450° (ps). ’50 (62) 
coupe, $1,770*. '49 (62) conv., $425°. 

CHEVROLET—’54 Corvette conv., $2,000*; 
(210) 2-dr., $1,500*. '53 Bel Air coupe, 
$1,235*; 2-dr., $1,170, $1,080, $1,075*; 
(150) 4-dr., $855. "52 SL Deluxe Bel Air, 
$1,035*, $735*; club coupe, $795; 2-dr., 
$700*. ’51 SL Deluxe 4-dr., $615, $590, 
$575*, $555, $470; conv., $490*. ’50 SL 
Deluxe 4-dr., $510, $435*, $410. ’°49 FL 
Deluxe 2-dr., $315. 

CHRYSLER—’52 Saratoga 4-dr., $1,045*; 
— 4-dr., $815. '50 Windsor 4-dr., 

DODGE—’54 Coronet (6) Suburban, §$1,- 
575. '53 Meadowbrook Suburban, $1,140. 
’50 Coronet club coupe, $350. ’49 Coronet 
club coupe, $375. 

FORD—’54 Crest (8) Country Squire, $2,- 
050; conv., $1,915*; Victoria, $1,735, 
$1,610; Main (8) Ranch Wagon, $1,725, 
$1,700; Custom (8) 4-dr., $1,580%. °53 
Crest (8) Country sedan, $1,120; %-ton 


pickup, $760. ’51 Custom (8) station 
wagon, $655*; 4-dr., $600; Victoria, 
$455*. ’°50 Custom (8) 2-dr., $500, $490. 


HUDSON—’51 Super club coupe, $330. ’50 
Commodore (8) 4-dr., $270; Pacemaker 
4-dr., $140. 

KAISER—’51 4-dr., $260*. 

LINCOLN—’53 Capri coupe, $2,375* (ps). 
’51 Cosmopolitan 4-dr., $805*. °49 Cos- 
mopolitan 4-dr., $130*. 

MERCURY—’53 Custom Sport coupe, $1,- 
425*; 2-dr., $1,160. ’°51 club coupe, $810*, 
$715*, $625, $600*. °49 4-dr., $360*, 
$225°. 

NASH—’53 Statesman 4-dr., $1,050. °52 
Statesman 2-dr., $775*; Rambler club 
coupe, $630, $590*; station wagon, $470; 
Ambassador 4-dr., $520*. '50 Ambassa- 
dor 4-dr., $290*. 

OLDSMOBILE — '54 (98) 4-dr., $3,040* 
(ps); conv., $2,950* (ps); Holiday, $2,- 
355* (ps); (88) 4-dr., $2,390* (ps), $2,- 
300* (ps). °53 (98) 4-dr., $1,905* (ps). 
*52 (98) 4-dr., $1,305*. °51 (88) 4-dr., 
ag $840*, $625*. °50 (98) 4-dr., 

PACKARD—’52 (200) 4-dr., $965*. ’51 
(250) Mayfair coupe, $890*; (200) 4-dr., 
$635*. 

PLYMOUTH—’ 54 Plaza station wagon, $1,- 
470*. ‘53 Cranbrook 4-dr., $695. °52 
Cranbrook Belvedere, $750, $705; Cam- 
bridge club coupe, $585, $540. ’51 Cran- 
brook club coupe, $400. '48 Special De- 
luxe club coupe, $220; Deluxe coupe, 


$155. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
925*. '53 Chieftain (8) Catalina, $1,450*. 
"52 Chieftain (8) conv., $975*; 2-dr., 
$695. '51 Silver Streak (8) station wa- 

$580*. °50 Silver Streak 


gon, $825; 4-dr., 
(8) 4-dr., $600*. 

STUDEBAKER—’53 Champion 2-dr., $1,- 
075*; 4-dr., $825*; Commander 4-dr., 
$980*. "50 Commander 2-dr., $260*. '49 
Champion 4-dr., $215*, $200*. ’48 Com- 
mander 4-dr., $190*. 

WILLYS—’48 station wagon, $100*. ‘44 
jeepster, $185. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 27.) 


(Extremely active sale with prices 
normal for this time of year. Sold 82 
cars out of 129 offerings.) 


BUICK—’52 RM conv., $1,110*; Specia! 
sedan, $900. '51 Super sedan, $845*. ’5( 
RM sedan, $620*. ’49 Super sedan, $500* 

CADILLAC—’51 (60) Special sedan, $1,- 
775* (ps). °50 (61) coupe, $1,200*. °49 
(62) sedan, $635*. '47 (62) sedan, $175 
’46 (62) sedan, $250. 

CHEVROLET — '53 (210) station wagon 
$1,410; sedan, $1,150, $1,075, $1,020; Be! 
Air 4-dr., $1,280°. °52 SL Deluxe sedan 


(Continued on Page 41, Col. 1) 
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Used-Car Auction Prices 





(Continued from Page 40) 


$880*. "51 SL Deluxe sedan, $730. '49 
SL Deluxe sedan, $375. '47 %-ton panel, 
$125; Delivery sedan, $130. °46 FL 
sedan, $105. 
CHRYSLER—’53 Windsor sedan, $1,440* 
(ps). '49 Windsor sedan, $570°. 
DeSOTO—’49 Custom sedan, $300. 
DODGE — ’53 Coronet Diplomat, $1,200*. 


’50 Meadowbrook sedan, $540. '48 Cus- 
tom sedan, $270. 
FORD—’54 Crest (8) conv., $1,775*. '53 


Crest (8) Victoria, $1,460*; sedan, $930; 
Main (8) Ranch Wagon, $1,450. '52 Cus- 
tom (8) sedan, $840°, $680. °51 Custom 
(8) Victoria, $740*; sedan, $695, $675, 
$650. 50 Custom (8) sedan, $550; De- 
luxe (8) sedan, $475, $450; Deluxe (6) 
sedan, $435. '49 Custom (8) sedan, $340. 

HUDSON—’49 Super (6) sedan, $160. '48 
Super (6) sedan, $120. 

KAISER—’51 sedan, $450, $120. 

MERCURY—’53 sedan, $1,250*. '51 station 
wagon, $725*; sedan, $650*. °50 sedan, 
$580, $475. °49 sedan, $360, $250. '46 
sedan, $160. 

NASH — '54 Metropolitan Country club, 
$975. '52 Rambler station wagon, $585. 
’51 Statesman sedan, $450, $430, $415. 
’50 Statesman sedan, $350. 

OLDSMOBILE—’53 (98) Holiday, $1,850* 
(ps); (88) sedan, $1,600*. '52 (88) se- 
dan, $1,225*. °51 (88) sedan, $675*. ’50 
(88) sedan, $600*. °48 (76) sedan, $300*. 

PACKARD—’49 sedan, $375. 

PLYMOUTH—’52 Cranbrook sedan, $675. 
’49 Special Deluxe sedan, $320, $300. 

PONTIAC—’54 Chieftain (8) sedan, $1,- 
725*. '53 Chieftain (8) Catalina, $1,700*; 
conv., $1,370*; sedan, $1,020*. '52 Chief- 
tain (8) sedan, $980*. ’51 Silver Streak 
(8) sedan, $720*. ’50 Silver Streak (6) 
sedan, $350. '48 Torpedo (6) sedan, $250. 

STUDEBAKER—’51 Champion sedan, $455. 
°50 Commander Land Cruiser, . $320; 
Champion sedan, $320. 

MISC: Us — ’52 Austin sedan, 


$380. 
FT. WAYNE, IND. 


(Carl Marker’s Auto Auction, Sale every 
Tuesday. Prices are for sale of Oct. 26.) 

(Very little change, if any for the 
past few weeks. Sold 93 cars out of 127 
offerings.) 

BUICK—’54 Super 4-dr., $2,065* (ps). ’53 
Super Riviera, $1,475*. '52 Special Ri- 
viera, $1100; 2-dr., $1,065*; Super Ri- 
viera, $1,095*, $975*. ’51 Super Riviera, 
$850, $840*; Special 2-dr., $755. 

’49 Super sedanet, $350*. 


CADILLAC—’54 (62) coupe deVille, $3,- 
875* (ps). 
CHEVROLET—’53 Bel Air 2-dr., $1,155*; 


(210) 2-dr., $1,120; 4-dr., $1,090; (150) 
2-dr., $840. '52 SL Deluxe 4-dr., $670. 
’51 SL Deluxe 2-dr., $610*; 4-dr., $520. 
*50 SL Deluxe 4-dr., $480, $425; 2-dr., 
2 at $425°. '49 SL Deluxe 4-dr., $400; 
station wagon, $370. 

DODGE—’53 Coronet 4-dr., $1,075*; %-ton 
pickup, $750. °52 Coronet 4-dr., $835*. 

FORD—’54 Custom (8) 4-dr., $1,445. ’52 
Custom (8) Victoria, $1,075, $1,025; 
4-dr., $845*; Main (6) 4-dr., $650. °51 
Custom (6) 2-dr., $415; Deluxe (6) 2- 
dr., $400. °49 Custom (8) station wagon, 
$300; 4-dr., $250. 

HUDSON—’54 Super Jet 4-dr., $1,000*. 

MERCURY—’52 Monterey 4-dr., $1,155. ’51 
Custom 2-dr., $665, $600. 

NASH—’53 Rambler station wagon, $975. 
"50 Ambassador 4-dr., $140. 

OLDSMOBILE—’54 (88) Holiday, $2,520* 
(ps). °52 (88) Super 4-dr., $1,000*. ’51 
S Super 2-dr., $895*. ’°49 (76) sedanet, 

1 


PLYMOUTH—’53 Cranbrook Belvedere, $1,- 
235; Cambridge Suburban, $1,220. ‘'52 
Cranbrook 2-dr., $635, $630. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
500°; 4-dr., $1,190. °51 Silver Streak 
(8) 4-dr., $700*. '50 Silver Streak (8) 
4-dr., $500; 2-dr., $330. ’49 Silver Streak 
(6) 2-dr., $370*; Silver Streak (8) 4-dr., 
ee” $325, $285. ’°48 Torpedo (6) 2-dr., 

STUDEBAKER — ’52 Commander 2-dr., 
$590; Champion 4-dr., $435. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 

nesday. Prices are for sale of Oct. 27.) 
(Advent of °55 models causing hesi- 
tancy on the part of buyers. No market 
at all for rough autos. Sold 89 cars out 
of 129 offerings.) 

BUICK—’54 RM conv., $2,695* (ps); Ri- 
viera, $2,605* (ps); Super Riviera, $2,- 
400*; Century Riviera, $2,350*. °52 Su- 
per 4-dr., $1,000*. 50 Super 4-dr., $525*, 
seeee Special 4-dr., $415. '49 RM 4-dr., 

. 
CADILLAC—’54 (62) coupe, $4,000* (ps); 


EASIEST Heater of All 


) No Holes 
To Drill! 


For ‘53-54 


Popular Make Cars 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE POR 1281 So. Cherekes 
SRTAlLs= STEMAC Denver, Colorede 


4-dr., $3,900* (ps). '53 (62) 4-dr., $2,- 
725* (ps), $2,600* (ps), $2,525*. "52 (62) 


4-dr., $2,050*, $1,975*. °51 (62) 4-dr., 
$1,690°, '50 (62) 4-dr., $1,490*%; coupe, 
$1,335*. °49 (61) 4-dr., $675. '48 (62) 
4-dr., $800°. 


CHEVROLET —,’54 (210) 4-dr., $1,590* 
$1,355. °53 (210) 4-dr., $1,055, $1,005. 
’52 SL Deluxe 4-dr., $815*. '51 SL De- 
luxe 4-dr., $590*. ‘50 SL Deluxe 4-dr., 
$490; 2-dr., $465. '°49 Carryall, $340. 


OHRYSLER—’54 NY 4-dr., $2,380* (ps). 
’53 Windsor 4-dr., $1,150*. °51 Windsor 
Newport, $830*; 4-dr., $655*, $615*; NY 
4-dr., $795°. 

DODGE—’52 Coronet 4-dr., $725*. ’°50 Cor- 
onet 4-dr., $400*. °49 Coronet 4-dr., 
$365*; coupe, $335*. 

FORD—’54 Main (8) Ranch Wagon, $1,- 
820*; Custom (8) 4-dr., $1,385. '53 Crest 
(8) Victoria, $1,480*; Main (6) Ranch 
Wagon, $1,350; Custom (8) 2-dr., $1,070; 
Custom (6) 2-dr., $940, $920*. ’52 Cus- 
tom (8) 4-dr., $915*. ’51 Custom (8) 
Victoria, $685; Custom (6) 2-dr., $520*, 


$425. °50 Custom (8) 2-dr., $440*. ’49 
Custom (6) 2-dr., $300*. 
KAISER—’51 4-dr., $390. 
MERCURY—’53 Monterey Hard Top, $1,- 


335*. ’52 4-dr., $1,180*. ’51 4-dr., $695*; 

2-dr., $660°. '49 4-dr., $395°*. 
NASH—’51 Rambler Hard Top, $585*. ’50 

Rambler 2-dr., $335*. 
OLDSMOBILE—’54 (88) Super 4-dr., $2,- 





290°; (88) 2-dr., $2,020°. ’50 (98) 4-dr., 
$550°. '49 (88) 4-dr., $500*. 

PACKARD—’50 (8) 4-dr., $315. 

PLYMOUTH—’53 Cranbrook conv., $1,095°; 
Belvedere, $965°; 2-dr., $895, $735. ‘52 
Cranbrook 4-dr., $770. ‘51 Cranbrook 
elub coupe, $525. '50 Deluxe 4-dr., $415. 

PONTIAC—’54 Chieftain (8) Catalina, $2,- 
165*, $2,000*%. °52 Chieftain (8) 4-dr., 
$925°. '60 Silver Streak (8) 4-dr., $425; 
Silver Streak (6) 2-dr., $400. 

STUDEBAKER — ‘52 Commander 4-dr., 
$670°. '51 Commander 4-dr., $465*. ’50 
Champion 4-dr., $305*. 

WILLYS—’53 Aero 4-dr., $770*. 


PHILADELPHIA 


(H. B. Robinson Auto Sales & Auction. 
Sales every Tuesday and Thursday. Prices 
are for sales of Oct. 21-26.) 


(More cars being offered. Prices level. 
Sold 130 cars out of 222 offerings.) 
BUICK—’53 Super 4-dr., $1,400*; Special 

4-dr., $1,190. '52 Super Riviera, $1,250*, 
$1,200*; 4-dr., $870; RM 4-dr., $1,000*; 
conv., $970*; Special Riviera, $960*; 4- 
dr., $860; 2-dr., $855. 

CADILLAC—’54 (62) conv., $4,300* (ps), 
$4,175* (ps); 4-dr., $4,010* (ps), $3,- 
950° (ps). ‘53 (62) coupe deVille, $2,- 
925* (ps). '52 (62) club coupe, $2,250°. 
51 (62) 4-dr., $1,730°. °46 (62) 4-dr., 
$390. 

CHEVROLET—’54 (210) 
$1,740; 2-dr., $1,410, $1,300; Bel Air 
coupe, $1,380; %-ton pickup, $875. °53 
Bel Air coupe, $1,360; 4-dr., $1,210, $1,- 
120; (210) 2-dr., $1,120; 4-dr., $ 
(150) 4-dr., $835, $770, $745. '52 SL 
Deluxe Bel Air, $1,060; 4-dr., $830, $810, 
$800, $785, $775, $770, $720. ‘51 SL 
Deluxe station wagon, $975, $730; conv., 
$775. 

CHRYSLER—’50 Royal Town & Country. 
$300*. ‘49 Windsor 4-dr., $400*. ‘46 

Windsor 4-dr., $170. 


station wagon, 


DeSOTO—’53 Fire Dome (8) 4-dr., $1,520° 
(ps). '50 Custom 4-dr., $480. '48 Cus- 
tom 4-dr., $160. 

DODGE — '53 Meadowbrook 4-dr., $780. 
‘51 Coronet 4-dr., $620; Meadowbrook 


4-dr., $535. '50 Wayfarer 2-dr., $420; 
a panel, $280. °'49 Coronet 4-dr., 


$465. 

FORD—’53 Crest (8) Victoria, $1,300*; 
conv., $1,205*, $1,080; Custom (8) 2-dr., 
$1,060, $1,020; Main (8) 2-dr., $890, 
$880, $850, $825, $660; Main (6) 2-dr., 
$610; %-ton panel, $660. ‘52 Crest (8) 
station wagon, $920; 4-dr., $810*, $770; 
Main (6) 2-dr., $600. '51 Custom (8) 
4-dr., $720, $700, $690, $635, 2 at $590, 
$560, $510. 

HUDSON—’52 4-dr., $530*. '50 2-dr., $335, 
$320. '49 4-dr., $250; conv., $140. 

KAISER—’52 2-dr., $375. 

LINCOLN—’53 Capri coupe, $2,040* (ps). 

MERCURY—’53 Monterey coupe, $1,550*; 
2-dr., $1,230*. '52 Monterey coupe, $1,- 
150°; 4-dr., $1,070, $990. '51 4-dr., $640, 
$570, $550, 30. '50 2-dr., $610*, $580. 
'49 4-dr., $450, $420, $380, $320. 

NASH—’54 Rambler club coupe, $1,100*. 
52 Super 4-dr., $930*; Rambler conv., 
$680, $620, $450. '51 Super 4-dr., $505. 
"50 Super 2-dr., $315; 4-dr., $190. 

OLDSMOBILE — '52 (88) 2-dr., $1,010*. 
’51 (98) 4-dr., $720*. ‘50 (88) 2-dr., 
$575*, $500*. °49 (98) 2-dr., $330*. °48 
(78) station wagon, $130. 

PACKARD — ’51 4-dr., $580*, $560°. °48 
conv., $160. 


PLYMOUTH—’ 54 Belvedere sedan, $1,640*; 
Savoy 2-dr., $1,290. ’53 Cambridge 2-dr., 
$870, $825, $790. °52 Cambridge 4-dr., 
$640, 2 at $605, $585, $440. '51 Cran- 
brook station wagon, $750; Cambridge 
2-dr., $525, $430. °50 Special Deluxe 
club coupe, $550, $430. °49 Special De- 
luxe conv., $410. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
675*; 4-dr., $1,280*, $1,275*. '52 Chief- 
tain (8) 4-dr., $1,000%, $950, $940; 


conv., $970. '51 Silver Streak (8) Cata- 
lina, $860*. ’50 Silver Streak (8) Cata- 
lina, $610*; conv., $550. 

‘51 Commander 2-dr., 


STUDEBAKER — 
$400. ‘50 Champion 2-dr., $300, $280, 
$220, $175. 

M jUS—’51 Frazer 4-dr., $330. 
‘48 Frazer 4-dr., $115. 


OAKLAND, CALIF 
(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 27.) 


(Prices were generally lower as buyers 
were both cautious and selective. Sharp 


units appeared in good favor, Sold 70 
percent of cars offered.) 
BUICK — '50 Special 4-dr., $625*; 2-dr., 


$520*. '47 RM 4-dr., $200, $145. 


CADILLAC—’52 (62) conv., $2,330*. °49 
(62) 4-dr., $940*. 
CHEVROLET—’'54 Bel Air 4-dr., $1,755. 


’53 Bel Air conv., $1,340; 4-dr., $1,310*, 
$1,275*; 2-dr., $1,155. °50 FL Deluxe 2- 
dr., $630°; 4-dr., $615; FL Special 4-dr., 
$435. °49 SL Deluxe 2-dr., $500. '48 FL 
Aerosedan, $365; SM 2-dr., $265; 4-dr., 
$260. 


DeSOTO—’49 conv., $385. 

DODGE—’52 Custom sedan, $605. ’47 Cor- 
onet 4-dr., $210. ; 

FORD—’54 Crest (8) Country Squire, $2,- 
325*; Custom (8) station wagon, $2,250*. 
’50 Custom (8) 2-dr., $620*; Deluxe (8) 
2-dr., $480. ’°47 Custom (8) 4-dr., $280. 
’46 Custom (8) station wagon, $255; 2- 
dr., $120; Deluxe (8) 4-dr., $100, °41 
%-ton pickup, $105. 

HUDSON—’52 Super (6) 4-dr., $1,015. °47 
Super (6) 4-dr., $140. 

KAISER —’53 Deluxe 4-dr., $905*. ’52 
Manhattan 2-dr., $860°; Deluxe 2-dr., 
$855". ’48 Deluxe 4-dr., $130. 

MERCURY—’52 Custom Sport coupe, §$1,- 
315*; 4-dr., $1,085*. '49 2-dr., $500*. '47 

(Continued on Page 43, Col. 1) 
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Gustin-Bacon takes pride in 
presenting NYLABOND — a 
new concept in automobile 
seat and trim padding. NYLA- 
BOND now takes its place 
with Amberlite, Satinaire, 
Ultrafine and Ultralite, in the. 


G-B line of dependable products for the automo- 


tive industry. 


Actually, this new material consists of millions of 
fine nylon “springs” welded together with strong 
bonds of plastic resin. Featherlight and downy-soft, 
NYLABOND absorbs shock gradually, without 


bounce or “throw” 


. . . provides a new level of 


passenger comfort. It has the durability and desirable 
properties of nylon itself, offers permanent resilience 


*Trademark Reg. 


GUSTIN-BACON MANUFACTURING CO. 


New York e 


Chicago ° 





plus the ability to allow air passage as only a fibrous 
material can. Because it is considerably lighter than 
cellular materials, a pound of NYLABOND goes 


farther — costs less. 


Today, NYLABOND is far more than a “product 
of promise” for the automotive industry. Ig has 
already passed field and laboratory tests of major 


manufacturers. 


In addition to its many applications as seat and trim 


padding, NYLABOND is being 


used in filter appli- 


cations and for wicking and lubricating purposes. 


Automotive manufacturers interested in cutting costs 
without compromising passenger comfort can obtain 
NYLABOND samples and complete information 


from — 


Skinner-Adams Company, 18323 James Couzens Highway 


Detroit, Mich. 


Tel: University 3-0300 


KANSAS CITY, MISSOURI 


Philadelphia 


Tulsa * Dallas 6 


San Francisco * 


Detroit e St. Louis 


Los Angeles 
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On the Financial Front... 





Auto Industry Net Up 


$49 Million in Quarter 


S. MANUFACTURING cor- 


* porations chalked up a total | 


net profit of $2.9 billion in the sec- 
ond quarter, including $340 million 
for the motor vehicle and automo- 
tive parts industry, according to 
the Securities and Exchange Com- 
mission. 
Auto industry profits in the 
first quarter totaled $291 million, 


Eaton Profit Slips 
To $6,315,421 


Eaton Mfg. Co. and subsidiaries 
reported for the nine months ended 
Sept. 30, net sales of $124,050,184, 
and net earnings after taxes of 
$6,315,421. 


For the first nine months of 1953, 


earnings after all charges were $7,- 
771,013 and sales were $156,347,163. 


ANOTHER GENERAL MOTORS 





AT NIGHT 


GUIDE LAMP DIVISION ’ 


a gain of $49 million, while the 
overall total for the first quarter 
was $2.6 billion, or 13 percent be- 
low the second-quarter earnings. 

Profits after taxes were esti- 
mated at 4 percent below the sec- 
|ond quarter of 1953. For the first 
six months, profits were about 6 
percent lower than a year ago. 

* aa * 
—- during the second quarter 
were estimated at a total of 
$62.6 billion, compared with $60.9 
billion in the preceding quarter 
jand $68.7 billion in the second 
| quarter of 1953. 

Of the 23 industry groups tabu- 
lated, 18 increased their profits 
from the first to the second quar- 
| ter, and seven also increased their 
| profits over last year. 

Among the groups showing in- 
creases in the second quarter 
were the automotive, transpor- 





| tation equipment, food, stone, 


| clay, 
| 


glass, metal and metal 

products industries. 

Assets of corporations amounted 
| to $169.4 billion on June 30. Inven- 
tories showed a sizable decline and 
| were estimated at $43.6 billion. 

Corporative working capital at 
the end of June was estimated at 
$57.7 billion, an increase of almost 
$800 million from March. 


Hastings’ Nine-Month Net 


Rises Close to $100,000 


Hastings Mfg. Co. reports net 
earnings of $406,377 after taxes in 
the nine months ended Sept. 30, 
compared with $306,393 in the cor- 
responding period a year ago. 
| The earnings were equal to 38% 
cents a share on 1,055,700 shares of 
Hastings common stock outstand- 
ing, as against 29 cents a share on 
| the same shares in the first three 
| quarters last year. 

* ¥ * 


|U. S. Rubber Profit Falls 


61% Percent Below 53 


| Net profit of United States Rub- 
| ber Co. for the first nine months of 
1954 was $20,084,571 on net sales of 
| $587,269,614. These nine-month re- 
sults compared with net profit of 





$21,488,326 and net sales of $657,- | 





More than half of the world’s 
population is in Asia, yet Los An- 
geles County in 1950 had four 
times as many cars as there were 
in all of the Far East. 





393,028 in the same period last year. 
| Thus profit was down 6% percent 
|on 11 percent lower sales. 

Net sales in the third quarter 


CONTRIBUTION TO 
SAFER NIGHT DRIVING! 


aRIaHy 


BRIGHT 






MOoODeEtL 8B 


AUTRONIC-EYE 


AUTOMATIC HEADLIGHT CONTROL 


Now General Motors ushers in the “Autronic Age” of night driving 


safety—with the first completely automatic headlight control! On the 


highway after dark, the amazing new Autronic-Eye automatically dims 


your lights when an oncoming car approaches. Keeps them dim until all 


traffic passes. Brings them back to bright—automatically! See this latest 


electronic safety device in action. Ask your Cadillac or Oldsmobile 


dealer for an Autronic-Eye demonstration real soon! 


GENERAL MOTORS CORPORATION - 


® Trademark Registered U.S. Pat. Off. 








were $194,694,277, compared with 
$203,522,863 in the same quarter of 
1953. Net profit for the quarter was 
$5,641,984, equal to 82 cents a share, 
compared with $7,047,979, or $1.09 a 


| share last year. 
* * * 


| Airco Sales, Net Income 


| Show Nine-Month Decline 


Sales of Air Reduction Co., Inc.., 
for the first nine months of 1954 
amounted to $91,046,742, as com- 
pared with $99,885,729 for the first 
nine months of 1953. 

After provision for taxes on in- 
come of $4,945,035, net income for 
the first nine months of 1954 was 
$4,789,652. This compares with the 
1953 first nine months’ net income 
of $5,616,519. 

The board of directors of Air 
Reduction declared a regular quar- 
terly dividend of 35 cents per share 
—the 150th consecutive regular 
quarterly dividend paid by the 
company on its common stock. 

* * + 


Sales Dip, Profits Rise 
For Allis-Chalmers 
Allis-Chalmers Mfg. Co. has re- 
ported sales of $376,564,789 for the 
first nine months, compared with 
sales of $391,143,992 in the same 
period of 1953. 
Profits for the nine months were 
$19,323,469, as against $15,150,429 in 
| the 1953 period. 


* * * 


Federal Mogul Shows Rise 


In Net Earnings, Sales 

Net earnings of Federal Mogul 
|corp. in the first nine months of 
| 1954 totaled $2,555,567. Net sales for 
that period amounted to $27,438,887. 
| The figures include operations of 
the Bearings Co. of America divi- 
sion, which was acquired Dec. 31, 
| 1953. 

In the like period of 1953, net 
earnings totaled $2,121,905 and net 
| sales amounted to $26,873,203. 


« * * 


Motor Wheel’s 9-Month Net 


|Drops to $1,280,444 

Net earnings of Motor Wheel 
Corp. for the first nine months of 
1954 were $1,280,444, as compared 
with $2,375,811 in the like period of 
1953. 
| Sales for the first nine months 
|of 1954 were $40,612,888, as com- 
pared with $66,840,001 for the like 
period of 1953. 








* * 


| * 
|Waukesha Stockholders Told 
Of 1,100-Horsepower Engine 
| Development of a V-12 heavy- 
duty internal combustion engine 
| has been announced by J. E. De- 
| Long, president, at the stockhold- 
|ers’ meeting of Waukesha Motor 
|Co., Waukesha, Wis. The engine 
develops more than 1,100 horse- 
power as a_ turbo-supercharged 
| diesel. 

The retiring board of directors 
was reelected, and the board named 
the following officers: DeLong; J. 
|G. Swain, vice-president, and C. P. 
Ross, secretary-treasurer. 

* * * 





American Airlines 
American Airlines has reported 
a net profit of $5,465,000 for the 
first nine months, compared with 
$10,987,000 a year ago. 





WINTER or SUMMER 

America’s 
FINEST 
Heater 


For ‘53-54 
Popular Make Cars 


















Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 
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coupe, $225. 


OLDSMOBILE — '53 (98) conv., §2,200* 
(ps). "52 (88) Super 4-dr., $1,235*. ‘51 
(98) 4-dr., $935*%, $785*. °48 Deluxe 
conv., $355°*. 


PLYMOUTH—’53 Cranbrook 4-dr., $1,000. 
‘51 Cranbrook 4-dr., $575. °49 Special 
Deluxe 4-dr., $400. 

PONTIAC—’52 Chieftain (8) conv., $1,- 
025*. °48 Torpedo (8) 2-dr., $320°. 

STUDEBAKER — ‘48 Commander 2-dr.. 
$215. ’47 Champion coupe, $120. 

WILLYS—’52 (6) 2-dr., $650°*. 

MISCELLANEOUS—’53 Henry J (6) 2-dr.., 
$650*. °52 Austin (4) 4-dr., $485. ‘51 
Hillman Minx conv., $450. 


RICHMOND, VA. 


(Ryan Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 27.) 

(We got some good prices for average 
automobiles today although prices are 
still slipping on late models. The supply 
is not meeting the demand as buyers are 
looking for brand new cars. Sold 60 per- 
cent of offerings.) 

BUICK—’53 Super 4-dr., $1,450*. '51 Spe- 
cial 2-dr., $625. '47 Super conv., $120. 
'46 Super 4-dr., $200. 

CADILLAC—’53 (62) 4-dr., 
’47 (62) 4-dr., $320°. °41 
sedan, $130. 

CHEVROLET—’53 %-ton pickup, $760; SL 
Special 4-dr., $750. ’51 SL Deluxe club 
coupe, $700; 4-dr., $660. "50 SL Deluxe 
2-dr., $570. °49 SL Deluxe 4-dr., $390; 
2-dr., $375. '°46 FL Town sedan, $165. 

CHRYSLER—’46 Royal 4-dr., $225. 

DODGE—’53 Coronet club coupe, $825°*. 

FORD — '54 Custom (8) 2-dr., $1,700*; 
Crest (8) 4-dr., $1,550*. °53 Main (8) 
2-dr., $1,050; Custom (8) 2-dr., $1,000. 
‘52 Crest (8) Victoria, $800*; 4-dr., 
$795*. °51 Custom (8) Victoria, $975*. 
’50 Custom (8) 2-dr., $595; Deluxe (8) 
sedan, $565. '49 Deluxe (6) 4-dr., $120. 
'40 Deluxe (6) 2-dr., $190. '39 Deluxe 
2-dr., $130. °23 Model T sedan, $250. 

NASH—’51 Rambler station wagon, $450. 

OLDSMOBILE—’53 (98) Holiday, $1,530*. 
"50 (98) conv., $650*. 

PACKARD—’49 (120) 4-dr., $340, $260. 

PLYMOUTH—’52 Cranbrook 4-dr., $720; 
Cambridge 2-dr., $650. ’50 Deluxe, 4-dr., 
$450. 

PONTIAC —’'48 Torpedo (8) 
$250. °41 sedan coune, $110. 

STUDEBAKER—’'47 Champion coupe, $250. 


OMAHA 


(Soderberg-Kline Auto Auction. Sale ev- 
ery Thursday. Prices are for sale of Oct. 
28.) 

(A good demand for clean cars with 
average cars bringing average prices.) 
BUICK—’54 Super Riviera 2-dr., $2,470*, 

$2,430*; $2,375*, $2,345*. '52 Super Rivi- 

era 2-dr., $1,255*, $1,235*%; 4-dr., $1,- 

095*: Special Riviera, $930. ‘51 Super 

Riviera, $950*. ’50 Super Riviera 2-dr., 

$660*, $600*; RM 4-dr., $660; Specia: 

sedanet, $495*, $455*, $410*. ‘49 Super 

sedanet, $420*, $325*, $260*. ‘48 RM 

4-dr., $340, $270. 
OADILLAC--’53 (62) 4-dr.. 

"52 (62) 4-dr., $2,150*. 
CHEVROLET—’54 (210) club coupe, $1,- 

440; Bel Air 2-dr., $1,380; (150) 2-dr.. 

$1,355, $1,345, $1,280. ’53 Bel Air 2-dr., 

$1,085; 
$1,060. "52 SL Deluxe Bel Air, $1,050; 
club coupe, $1,125*; 4-dr., $840; 
$775, $740. '51 SL Deluxe Bel Air. $800: 
2-dr., $750, $705, $625, $595*. "50 SL 

Deluxe 2-dr., $655, $485, $340. ‘49 SL 

Deluxe 4-dr.. $455. $395 $365. '48 FM 

club coupe, $320; 2-dr., $225. 
CHRYSLER—’52 Windsor 4-dr., $800. 

NY club coupe, $800; Windsor 

coupe. $600. 

DODGE—’53 Coronet 4-dr.. $1,235*. 
FORD—'54 Crest (8) Country sedan, §$2,- 
270, $2,255, $2,110; Victoria. $1,815*; 
4-dr.. $1,455; Main (8) Ranch Wagon. 
$2,070*; 4-dr.. $1,020; Custom (8) 2-dr.. 
$1,440. °53 Custom (8) 4-dr., $1,205*. 
$1.100: 2-dr., $1,120. "52 Main (8) 4-dr.. 
$795, $725. '51 Custom (8) 4-dr., $715. 

$710*, $675*; 2-dr., $635. '50 Custom (8) 

4-dr.. $500, $475; 2-dr., $400, $380, $315. 

'49 Deluxe (8) 2-dr., $295, $290, $240, 


$2,800* (ps). 
(60) Special 


club coupe, 


$2,645* (ps). 


"51 
club 


$235. '48 Deluxe (8) 4-dr.. $260. 
HUDSON—’51 Hornet sedan, $570*, $540*. 
'48 Super (6) 4-dr., $175 
LINCOLN—’'49 Cosmopolitan 4-dr., $275. 
235. 
MERCURY—'54 Monterey 4-dr.. $2,140*. 
‘53 Custom Sport coupe. $1,565*. ‘52 
Monterey Hard Top. $1.285*. ‘51 club 


coupe, $935, $820*. '50 4-dr., $535, $455. 
"49 4-dr.. $390. 

NASH — '53 Rambler 
Rambler coupe. $655. 
dr.. $315, $255. 49 Custom 4-dr., 
$155. 

OLDSMOBILE-——’54 (98) Holiday. $3,150* 
(ps); 4-dr., $2.850* (ps), $2,740* (ps): 
(88) Holiday, $2,750* (ps). ‘53 (98) Hol- 
iday, $2.100*; (88) 2-dr., $1.455*. °52 
(98) 4-dr., $1.330. '50 (88) 4-dr., $600* 
"49 (76) club sedan, $285*. 


coupe, $985*. ‘52 
‘50 Statesman 2- 
$250, 


(210) 2-dr., $1,080; Sport coupe, | 
2-dr.. | 
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PLYMOUTH-—'54 Belvedere coupe, $1,725. 
’53 Cranbrook Savoy, $1,345; 4-dr., $900; 
Cambridge 4-dr., $875. °52 Concord Sub- 
urban, $1,070. '50 Special Deluxe 4-dr., 
$495; club coupe, $295. '49 Special De- 
luxe 4-dr., $340, $260. °48 Special De- 
luxe 4-dr., $235. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,315*. 
"51 Silver Streak (8) 2-dr., $730*, $650*; 
Silver Streak (6) 4-dr., $650. '50 Silver 
Streak (8) 2-dr., $425*, $395. ‘49 Silver 
Streak (6) 4-dr., $330. '47 Torpedo (8) 
2-dr., $135; Torpedo (6) coupe, $120 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 27.) 
(Consignment up a little and buyers 
down a little in prices. Lots of action 
today on °49s through ’51s. Sold 63 cars 
out of 102 offerings.) 
BUICK—’52 Super Riviera, $1,010*; Spe- 
cial 2-dr., $815. '50 Super 4-dr., $460. 


CADILLAC—’52 (62) 4-dr., $2,205*. '51 
(62) 4-dr., $1,460*. '50 (62) 4-dr., $1,- 
340°, $1,250°. °49 (62) 4-dr., $825*, 
$790*. '47 (62) 4-dr., $400*. 


CHEVROLET—’ 54 (210) 4-dr., $1,400*. 53 
Bel Air Sport coupe, $1,175*; (210) 4-dr., 
$1,010*, $970. '52 SL Deluxe 4-dr., $780, 
2 at $775. '51 SL Deluxe 2-dr., $625. ’50 
SL Deluxe 2-dr., $360. "49 SL Deluxe 
2-dr., $400, $290. : 


CHRYSLER—’51 Windsor 4-dr., $660*. '48 
Windsor 4-dr., $200*. 

DeSOTO—’52 Custom 4-dr., $705*. 

DODGE—’51 Meadowbrook 4-dr., $510*. 

FORD—’54 Custom (8) 4-dr., $1,370. °53 


Custom (8) 4-dr., $1,145, 2 at $1,100. °52 
Custom (8) 4-dr., $860*, $750. °51 Cus- 
tom (8) 4-dr., $620, $585*, $520. °50 De- 


luxe (6) 2-dr., $470, $410. °49 Deluxe 
(6) 2-dr., $390, $330, $225, $220. '46 De- 
luxe (8) 2-dr., $145. 


LINCOLN—’51 Cosmopolitan 4-dr., $745.* 
MERCURY—’'54 Custom 4-dr., $1,660*. 53 
Custom 2-dr., $1,240*. '51 Custom 4-dr., 
$705*. °49 4-dr., $450*, $395. 
NASH—’51 Rambler 2-dr., $430*. 
OLDSMOBILE—’54 (88) Super 4-dr., $2,- 
290* (ps). '53 (98) Holiday, $1,675*. '52 
(88) Super 4-dr., $1,170*. ’52 (88) Super 
4-dr., $805*. °49 (88) 2-dr., $580*. 
PACKARD—'49 Deluxe 4-dr., $170. 
PLYMOUTH—’53 Cranbrook 4-dr., 
$810. °51 Cranbrook Belvedere, 
Cambridge 2-dr., $490. 
PONTIAC—’53 Chieftain (8) 4-dr., $1,265*. 
’52 Chieftain (8) 2-dr., $840*. 
STUDEBAKER—’51 Champion 2-dr., $495*. 
WILLYS—'53 Aero Falcon 4-dr., $745*. 


$905*, 
$670*; 


MISCELLANEOUS—’51 Henry J (6) 2- 
dr., $285°*. 
(Flint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of Oct. 27.) 

(Prices were off but the buying was 
very strong. Sold 107 cars out of 156 
offerings.) 

BUICK—’54 Super Riviera 2-dr., $2,380", 
$2,335*. '53 Super Riviera 2-dr., $1,670*; 
Special 4-dr., $1,275. '52 Special 4-dr., 
$890. '50 Special 2-dr.. $550* $505*, $380; 
4-dr., $500*, $410*, $405, $335. '47 Su- 
per 4-dr., $145. 

CADILLAC—’'52 (62) 
(62) 4-dr., $1,525*. $1,- 
390°. 

CHEVROLET —'53 Bel Air: 4-dr., $1,200, 
$1,120*, $1,100, '52 SL Deluxe Bel Air, 
$925*, $815*; 4-dr., $795, $635*; 2-dr., 
$735; FL Deluxe 2-dr., $635. '51 SL De- 
luxe 4-dr., $670*, $650, $575, $520*; 2- 
dr., $610, $595, $500*; ‘%-ton pickup, 
$525. °50 SL Deluxe club coupe, $615*; 
4-dr., $475; Bel Air, $475; FL Deluxe, 
4-dr., $375, $350, $300; %-ton pickup, 
$395. '49 SL Deluxe 2-dr., $390; 4-dr., 
$300, $290. 

CHRYSLER—'51 Windsor 4-dr., $605". 

DeSOTO — '51 Custom 4-dr., $550*; club 
coupe, $535*. 

DODGE—'53 Meadowbrook 4-dr., $800. '52 
Coronet 4-dr., $510. ‘50 Coronet 4-dr.. 
$465. 

FORD—’54 Custom (6) 4-dr., 
ton pickup, $935. '53 Custom (8) 2-dr., 
$1,015*; Custom (6) 4-dr., $940. ’51 
Custom (8) 2-dr., $725, $645, $565*; 
Custom (6) 2-dr., $440; Deluxe (6), 2- 
dr., $395, $300; %-ton pickup, $390. '50 
Custom (8) 2-dr., $460, $455, $390, $235. 
$150; Deluxe (6) 2-dr., $290. '49 Custom 
(8) 2-dr., $170, $130; club coupe, $155. 

KAISER—’51 4-dr., $190. 

MERCURY—'54 Monterey Sun Valley, $2,- 
075*. °53 Monterey club ocupe, $1,225*. 
’50 4-dr., $370; club coupe, $365, $340*. 
'46 4-dr., $120. 

NASH—’50 (600) 4-dr., $150. 

OLDSMOBILE—’51 (88) 4-dr., 


4-dr., "51 


"50 (62) 


$1,890°. 
4-dr., 





$1,270; %- 


$615*; 2- 


dr., $265. °50 (88) Super 2-dr., $500*. 
"49 (76) 2-dr., $290*. 
PACKARD—’50 Clipper 4-dr., $105*. 
PLYMOUTH — ’53 Cranbrook 4-dr., $885. 


'52 Concord Suburban, $700. ‘50 Specia! 
Deluxe club coupe, $330. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,170. 
’52 Chieftain (8) 4-dr., $860*, $700*; 2- 
dr., $770. '50 Silver Streak (6) 2-dr., 








Studebaker Contest Winners— 


Seven-day trips were the awards for three Studebaker dealers of the Pacific division 
after they won a 100-day sales contest. Shown are (from left) Clyde G. Riley, regional 
manager; Charles Ketcham, Las Vegas; Bob Wondries, Alhambra, Calif.; John Gilliland, 
Hemet, Calif., and Carl K. Revelle, western sales manager. 


| WILLYS—'52 (6) 2-ar., $440. 


$400*; Silver Streak (8) 4-dr., $365°, | 
$250*. '49 Silver Streak (8) sedan, 2 at | 
$230°*. 
STUDEBAKER—'53 Champion Hard Top. 
$1,000* 


JESSUP, MD. 


(Colie’s Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 27.) 
(Market good. Sold 21 cars.) 
CADILLAC—’48 (62) 4-dr., $650*. | 
CHEVROLET — '53 Delivery sedan, $500. | 
"47 FM 4-dr., $175. °46 FL 4-dr., $130. 
*41 Deluxe 2-dr., $120. | 
DODGE—’50 Meadowbrook 4-dr., $400*. | 
FORD —'51 Deluxe (6) 2-dr., $350. '50| 
Custom (6) 4-dr., $450. 
MERCURY—’51 4-dr., $650*, $530. 
NASH — '52 Statesman 4-dr., $460. 
Statesman 2-dr., $300. 
PLYMOUTH — '52 Cambridge 4-dr., $375. 
’49 Deluxe conv., $350. °48 Special De- 
luxe 4-dr., $300. | 
“ee” ~51 Champion club coupe. 


51 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 26.) 

(Consignment off slightly. Buyers were 
out in large numbers but were bidding 
very cautiously with new car announce- 
ments at hand. Clean units still firm, 
others off slightly. Sold, 61 cars out of 
102 offerings.) 
BUICK—’51 Super Riviera coupe, $870*; 


4-dr., $695*, $590*; Special 4-dr., $725. 
CADILLAC—'50 (62) 4-dr., $1,250*. °49 
(62) 4-dr., $800*. °46 (75) limousine, 
$395. 
CHEVROLET—'53 (210) 2-dr., $955, $930, 
$905, $900, $875*; 4-dr., $925, $900*: 


(150) 4-dr., $800; club coupe, $760. '52 
SL Deluxe conv., $860*; 4-dr., $800*, 
$760*, $755*; SL Special 4-dr., $685, 
$600. '51 SL Deluxe 2-dr., $530*. '49 SL 
Deluxe 2-dr., $345. '48 SL Deluxe 2-dr., 
$260. 

CHRYSLER—’51 Windsor 4-dr., $685. °50 
NY 4-dr., $385. 

DODGE — '53 Meeadowbrook 2-dr., $915. 
*51 Coronet 4-dr., $570. | 

FORD—-’53 Crest (8) 2-dr., $1,065, $1,045; | 
conv., $995; Main (8) 2-dr., $970. ’52 | 
Main (6) 2-dr., $605. 50 Custom (8) 2- 
dr., $400. '49 Custom (8) 4-dr., $300. | 

HUDSON—'51 Hornet 4-dr., $570. | 

KAISER—’51 Deluxe 4-dr., $360. | 

MERCURY — '53 Custom station wagon, | 
$1,750*. ’51 2-dr., $710; conv., $550. '50 
2-dr., $550. '49 4-dr., $425. 

NASH—’62 Rambler station wagon, $740. 
"49 Super (6) 2-dr., $175. 

OLDSMOBILE—’54 (88) 4-dr., $1,800*. °53 
(88) 4-dr., $1,150*. ’52 (88) 4-dr., $1,- 
000°. ’°51 (98) 4-dr., $775*. "49 (98) 4- 
dr., $380*; (76) 2-dr., $375*. 

PLYMOUTH — '53 Cambridge 4-dr., $900. 
’52 Cranbrook 2-dr., $690. '50 Deluxe, 
4-dr., $465. 

PONTIAC—'53 Chieftain (8) Catalina, $1,- | 
455; 4-dr., $1,240*. '50 Silver Streak (8) 
4-dr., $600*. '49 Silver Streak (8) 2-dr., 
$500; Silver Streak (6) 2-dr., $150. | 

MISCELLANEOUS—'48 International \%- | 
ton pickup, $180, $170. | 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every | 
Thursday. Prices are for sale of Oct. 28.) 

(Demand excellent. Prices strong — 
with °49 and °’50 models bringing the 
best price. Sold 95 cars out of 117 of- 
ferings.) 
BUICK—’51 Super Riviera, $900*. 
CADILLAC—-’53 (62) coupe, $2,700* (ps). 





"52 (62) 4-dr., $2,075* (ps). '49 (61) 
4-dr., $800*. 
CHEVROLET—'54 Bel Air 2-dr., $1,535; 
Y%-ton pickup, $1,005, $980. ‘53 (210) 


4-dr., $1,100; Bel Air 2-dr., $1,040; (150) 
4-dr., $900; %-ton pickup, $810. '52 SL 


Deluxe 4-dr., $840*; SL Special 4-dr. ° 
$605. ‘51 SL Deluxe 4-dr., $610; SL 
Special 2-dr., $535; 4-dr., $470: %-ton 


pickup, $450. '50 SL Deluxe 4-dr., $560*, 
$540*; 2-dr., $470*; FL Deluxe 2-dr., 
$500, $350; 4-dr., $415; SL Special club 
coupe, $485. ‘49 FL Deluxe 2-dr., $445; 
4-dr., $395; SL Deluxe 4-dr., $445. °48 
FL Aerosedan, $270. ‘47 FM conv., 
ean SM club coupe, $145. '46 FM 2-dr., 
0. 
CHRYSLER—’'47 NY 4-dr., $185. 
DeSOTO—’'50 Custom Sportsman, $600. 
DODGE—’53 %-ton pickup, $890. '50 Cor- 
onet Diplomat, $550; Wayfarer coupe, 
$385. °48 Deluxe 4-dr., $185. 
FORD—’54 Crest (8) 4-dr., $1,550*. °53 
Custom (8) 2-dr., $1,135; Main (6) 2- 
dr., $880. '51 Deluxe (8) 2-dr., $590; 
Custom (8) 2-dr., $445*. ‘50 Custom 
(8) 2-dr., $530; Deluxe (8) 2-dr., $405; 


Deluxe (6) 2-dr., $365, $345. '49 Cus- 
tom (8) conv., $195*; Deluxe (8) 2-dr.. 
$195. '48 Custom (8) 2-dr., $215. °47 
Deluxe (8) 2-dr., $190. ’41 Deluxe (8) 
2-dr., $260, $190; 2-dr., $105. '32 BS8 
roadster, $250. 

HUDSON—’50 Super (6) 2-dr., $215. 

KAISER—’51 Deluxe 4-dr., $310*. 


LINCOLN—’49 Cosmopolitan club coupe, 


$360*. '48 4-dr., $150*. 
MERCURY—'46 4-dr., $100. 
NASH—'’51 (600) 2-dr., $440*. 
OLDSMOBILE—’51 (88) 2-dr., $775*. '50 
(76) 2-dr., $585*; (98) Holiday, $570*. 


"49 (88) club coupe, $340*. '48 (66) club 
coupe, $305*. 

PLYMOUTH—'54 Belvedere 4-dr., $1,360*. 
‘53 Cranbrook 4-dr., $950; Cambridge 


4-dr., $855. ‘52 Cambridge 4-dr., $670; 
Cranbrook 4-dr., $600. ’50 Special De- 
luxe 2-dr., $320. '47 Special Deluxe 2- 
dr., $150. 


PONTIAC—’52 Chiefain (8) 2-dr., $1,000*. 
"50 Silver Streak (8) Catalina, $545*; 
4-dr., $410°. ‘49 Silver Streak (8) 2-| 
dr., $375*; club coupe, $290*. 
pedo (6) 4-dr., $245. 

STUDEBAKER ‘53 Commander 4-dr.. 

. ‘51 Commander Land Cruiser, 

; Champion 2-dr., $305. °50 Cham- 
pion 4-dr., $235*; Commander coupe. 
$230*. "48 Champion club coupe, $100. 

WILLYS—’52 Aero Eagle 2-dr., $580*. '48 


%-ton panel, $170. 
+ + * 





— Auctions in Brief — 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Oct. 28). Prices remain stable on 
clean autos. Sold over 76 percent of the 
ears offered this week. 

* 7 * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Oct. 28). The market was bet- 
ter this week than it has been for the past 
two weeks. We had a clean group of cars 
and a high percentage sold. 


‘47 Tor- |~ 





AMERICAN 


has the greatest cargo 
capacity of any airline 


Capacity is one measure of a carrier's ability to de- 
liver the goods. That’s why it’s important for you to 
know American has the greatest cargo capacity in 
the airfreight industry. With this extra space and 
more scheduled flights to more key areas, American 
is better able to expedite continuous cargo move- 
ment and provide dependable on-time deliveries 
than any other Airline! 


AMERICAN AIRLINES 


Americas Leading Airline 





Why Depend on 


Automobiles Alone for Your Profits+«> 


There's money being made selling trailers. Investigate the opportunities created by new 
ideas that have changed and broadened the trailer market. Modern mobile homes, 
like the new Prairie Schooner (shown above), are real homes ... completely equipped 
and furnished. And only Prairie Schooner offers all the interior advantages as well as 
a front porch and front door. It’s a real exclusive and prices are right. You've already 
got the display and service facilities plus sales know-how. So they're a “natural” for 
the automobile dealer. Profit margins are attractive—and financing is easy. Methods 
are practically the same as you are using now, and there is a crying need for hard hitting 
aggressive merchandising in this field. It's a safe way to expand your present business. 
We believe in close factory cooperation. Find out today how you can increase your 
profits. Write for full particulars on dealer franchise. p 


PRAIRIE SCHOONER, INC. e 
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DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELDED 
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$2,544. Clipper Deluxe—4-dr. sed., $2,695 
2-dr. sed., $2,645; ed cpe., $2,830. 


e 

Clipper — 4-dr. eo $2,815; 2-dr. 
Report Hich-Le Current Prices on New Cars sed $2106, Panama “hardtop, $9,95. 
po - Packard — Cavalier 4-dr. sed., $3,344; 
€ igh vel Patrician 4-dr. sed., $3,890; Pacific hard- 
* 9 The following advertised - delivered | $4,024.25. New Yorker Deluxe—4-dr. sed., , models in Jet category. Borg-Warner auto- | top, $3,827; conv., $3,935; Caribbean conv., 
Interest in 55s prices include the retail list price sug- | $3,433; cl. cpe., $3,406.25; Newport, $%,-| matic transmission optional at $178.03 on | $6,100; 8-pass. sed., $5,610; lim., $5,960. 
— by the aa eye A for eae ars oe eter oe all other models.) Seen yo in Patrician, eo 

NTREAL. — ederal taxes, suggested very -dr, » $4,259.50; lim., $4,797; New- aia convertible an ribbean; optional at 

MONTRE Montreal dealers 324 handling charges. They do not cover | port, $4,660.25. Crown Imperial — 8-pass. 2nd a 52504 Manhattan t-dr’ ccd: | 0M other models.) 


handling Chevrolet and Pontiac re- 
port good public reception of the 
1955 models. Showrooms, it was 


sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on all eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 


sed., $2,334. 
by 670; 2-dr. sed., $2,617. Darrin 161 — 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 


PLYMOUTH—Piaza—4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 


said, were well patronized in the ‘ie buyer. : vane qa.senTS (opeee pe astyn al. oo 72. carries overdrive as standard equipment.) | 872.50; cl. oreks $1,835; cl. ty an 
few days following appearance of | . HUNG. $2,200.86; ‘Riviera, $2,305.43; | 964; stat. wag., $3,107.75; Fire Dome V-8 | LINCOLN—Cosmopolitan—4-dr. sed, $3,-| S'ao7P 2: Rutvedere-d-dr,” sed, $1,053.25; 
the new cars. conv., $2,563.17; stat. wag., $3,163. Cen-| — 4dr. Sirte. ae oe af $5,766) hasteop es ‘Cae; oune. a. spt. epe., $2,145; conv., $2,301; stat. wag., 
Most dealers were optimistic re-| tury 4dr. ae B -— ragd oa a oe conv. $3,144.25; a oan, a (Pow. | 073.50. (Hydra-Matie standard on all mod- $2,288.  (Hiy-Drive optional at ee on 
garding sales, basing their opinion | guper4-ar. sed., $2,711.17; Riviera, §2,- | €fFllte optional at $189 on all models.) —_| ¢!8-) oetniias ia aie 
on the deals or “near-deals” al-| 625.56; conv., $2,963.59. Rosdmaster—4-dr.| | DODGE—Mendowbrook Stx—4-dr. sed., | ,, MERCURY — Custom — ddr. sed, $2.-) 50.63) 60 D-d?. ced. G2,108-45; 2-48, erat. 
ready recorded and expecting a/ se4., $3,269.36; Riviera, $3,373.05; conv., | $2,024.75; cl. cpe., $1,983. Meadowbrook $2,351. Monterey _-4-dr. sed., $2,368.50.| Wag., $2,434; 4-dr. stat. wag., $2,518. 
be f b ed $3,520.56; Skylark conv., $4,483. (Dyna-/| V-8 4-dr. sed., $2,175.75; cl. cpe., $2, Chieftain 87 -dr. sed $2,267.51; 2-dr 
good number of cars to be mov flow standard on Roadmaster, optional at| 154.25. Coronet Six—4-dr. sed., $2,136; cl. | hardtop cpe., $2,487.50; Sun Valley, $2,- o--4-dr. 0 ees mene , 
t this fall i : | 617.50; conv., $2,645.50; stat. wag., $2,-| Sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
ou all. $192.50 on all other models.) cpe., $2,109; 2-dr. stat. wag., $2,228.50; stat. wa: $2,603. Star Chief Delu 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 812 (Mere-O-Matic optional at $189.77.) ° B-, * a xe- 
CADILLAC — Series 62—4-dr. sed., $3,- "ones ; 4-dr. sed., $2,362; conv., $2,691. Star Chief 


Studebaker dealers also reported 
favorable reception for their cars. 


Montreal’s General Motors deal- 


932.70, cl. cpe., $3,837.77; Coupe devVille, 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
cial—4-dr. sed., $4,683.32. Series 76—8- 
$5,874.78; lim., $6,090.17. El- 


3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr, sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 


NASH — Metropolitan—Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe — 2-dr. sed., 
$1,550. Rambler Super—4-dr. sed., $1,800; 


Custom—4-dr. sed., $2,455; Catalina, $2,- 
499. (Hydra-Matic optional at $178.35.) 


STUDEBAKER — Custom—4- 
sed., $1,685. Cham- 


erships have undergone some | D8. sed., 960.25; 4-dr. 3-seat stat. wag., $3,031.25. |2-dr. sed., $1,705; hardtop, $1,805; Sub-|4r. sed., $1,730; 2-dr. sed. 
: dorado—conv. 738. - . eo» +705; ’ 805; 
ghanges in recent months. In the) ard on all aane ta (Hydra-Matie stand-) Royal v-8—4-dr. sed., $2,372.75; cl. epe.. | urban, $1308. Rambler Custom — 4-dr.,| Pion Deluxe—4-dr. sed., $1,830; 2-dr. sed., 
‘latest shift Cummings Motors, Ltd 7 $2,349; cpt. cpe., $2,503; conv., $2,632.| sed., $1,970; hardtop, $1,955; conv., $1,- | $1,780; 5-pass. cpe., $1,845; stat. wag., $2,- 
’ ’ | CHRYSLER—Windsor Deluxe—4-dr. sed.,| (Fluid Drive optional at $20.40 on Mead-| 985; 2-dr. stat. wag., $1,955; 4-dr. stat, | 150. Champion Regal—4-dr. sed., $1,925; 
hag become a Buick-Pontiac-Vaux- | $2,562 (8-pass., $3,492.25); cl. cpe., $2,-| owbrook Six and Coronet Six sedans and | wag., $2,055. Statesman Super—4-dr. sed., | 5-P@88. cpe., $1,945; hardtop, $2,085; stat. 
540.50; Newport, $2,830.75; conv., $3,-| club coupes. PowerFlite optional at $189 | $2,163; 2-dr. sed., $2,115. Statesman Cus- | W28-, $2,255. Commander Custom — 4-dr. 


hall-GMC dealership. Ben Cum- 
mings is president and general 
manager. 


045.75; stat. wag., $3,321. New Yorker— 
4-dr, sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 





‘Right-to-Work’ Bill Vetoed 


on all models.) 


HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six — 2-dr. sed., 


tom — 4-dr. sed., $2,337; hardtop, $2,428. 
Ambassador Super—4-dr. sed., $2,422; 2- 
dr. sed., $2,370. Ambassador Custom — 
4-dr. sed., $2,605; hardtop, $2,740. Nash- 


sed., $1,835; 2-dr. sed., $1,790. Command- 
sed., $1,935; 2-dr. sed., 
cpe., $1,950; 


er Deluxe—4-dr. 
$1,885; 5-pass. 


$1,566.18, 035; 2-dr. sed., $2,055; hardtop, $2,215; 
Healey — LeMans hardtop, 128.05 (at ; ; = P, 
HUDSON—Jet—4-dr. sed., $1,858; 2-dr. esnatel ports). (Hydra-Matic. optional at | Stat. wag., $2,365. President Deluxe oo 


sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 


$178.85; not available on Nash-Healey, 
which is equipped with overdrive, or Metro- 
politans. ) 


sed., 
$2,315; 5-pass. 
390. (Automatic Drive optional at $216 on 
Champion, and at $226.50 on Commander 


$2,245. President State—4-dr. 
cpe., $2,240; hardtop, §2,- 


2-dr. sed., $2,045.85. — 4-dr. d., 
; I ti G $2,256.11; 2dr, sed., $2,209.43; el. epe., | ¢, LPSMOBILE Fe ee TERS old? | and President.) 
a. eg ts a we r oup $2,256.11. Super Wasp — 4-dr. sed., $2,- io cea, Guper G0--4-a = pee WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- ar. sed $2,410.25; “Holiday "$2 688.39: sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 
465.84; Hollywood, $2,704; conv., $3,004.20. conv $2,867 59 Series 98—4-dr ged. $2,- sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
The Oklahoma State Legislative the 1943 Colorado Labor Peace Act | Hornet Special — 4-dr. sed., $2,619; 2-dr. | gos go. Holiday, $2,826; Deluxe Holiday, ik teens Se as. merase, 


Council's labor and industry com- 
mittee has refused to consider a 
proposed state “right to work” law. 


Backed by the Tulsa Chamber of 
| Commerce and expected to become 
- @ major issue during the 1955 ses- 
| sion, the proposed legislation would 
prohibit the closed shop and other 
forms of compulsory unionism. 


Rep. Ralph Vandiver, of Heav- 
chairman of the interim 
study committee, said Arkansas 
now has five labor strikes which 
have resulted from a similar law 
in that state. He charged Arkan- 
sas employers with trying to take 
advantage of workers because of 


would be given a more important 
role.” 

Enactment of New Jersey leg- 
islation extending the maximum 
period of unemployment insurance 
benefits from 26 to 39 weeks has 
been proposed by State Commis- 
sioner of Labor and Industry Carl 
Holderman. 

Speaking in Trenton at a meet- 
ing of the New Jersey chapter of 
the International Assn. of Person- 
nel in Employment Security, Hold- 
erman said that 70,000 claimants 
annually exhaust their benefit 
rights in New Jersey. 

“This means,” he said, “that 
thousands of workers after 26 


sed., $2,570.60; cl. cpe., $2,619. Hornet — 
4-dr. sed., $2,768.86; el. epe., $2,741.99; 
Hollywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matiec optional at $178.03 on all 


$3,041.75; Starfire conv., $3,248.84 (Hydra- 
Matic optional at $178.35 on all models.) 


PACKARD—Clpper Special—2-dr. sed., 


hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (¢Hydra-Matic optional at 
$178.55 on all models except Larks.) 


New Commercial Car Registrations, 
38 States for September, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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‘You Can Sell If You Work at It... .’ 


Beware of ‘Sluggish’ Salesman! 


By Ed Brown 
Staff Correspondent 

NEW YORK.—A talk with a 
salesman can very often be an 
edifying experience. It can indicate 
the basic motivation behind a sales- 
man; it might even suggest that a 
salesman is not fit for his occupa- 
tion; and in some circumstances it 
indicates some basic management 
weaknesses. 

In a recent encounter with a 
salesman, who obviously was tired 
and disgruntled after a hard day 
of trying to convince an unbending 
customer, he was facetiously asked 
why he hadn’t taken the day off 
to go to the movies, instead of 
beating his head against a brick 
wall. 


The unequivocal answer came 
back: “Look, I can’t afford to. I’ve 
got a wife and kid. When the end 
of the week comes along, I like to 
see a decent size check coming 
my way. 

“A couple of the guys asked me 
to go to the movies with them 
today, but I know what their 
faces look like at the end of the 
week, when their checks are so 
small. 


‘Darn it, you can really sell 
automobiles if you work at it. Sure, 
it’s tough! I keep going all day 
long, and even if I say so myself, 
I’ve done pretty well in this period, 
while the rest of them haven’t done 
much at all. It’s rough. Maybe 
that’s why they don’t like me too 
well. But I know how good I feel 


Parts Rebate Plan 
Announced by I-H 
As Sales Slump 


CHICAGO.—A dealer rebate plan 
for motor truck and farm tractor 
parts aimed at putting Interna- 
tional Harvester Co. dealers in a 
stronger competitive position was 
announced by the company here 
last week. 

Harvester said the plan will be 
most effective in areas where 
price-cutting has become most 
prevalent. The company said that 
its parts business has lost about 
$20 million since 1948. 

Harvester has prepared a list of 
about 60,000 truck and tractor 
parts most commonly discounted, 
and established “classified trade” 
prices at 10 to 35 percent below the 
retail level. Any dealer who must 
cut his prices to the “classified 
trade” level in order to sell mer- 
chandise will receive a rebate of 
10 to 30 percent of dealer cost. 

“We're trying to get back as 
much of this parts business as we 
can by meeting price competition,” 
said N. P. Hawkins, manager of 
the price and contract department. 
“We will assist our dealers in mak- 
ing discounts if those are neces- 
sary to get the business.” 

The program has been in effect 
since July 26, the company said, 
but no public announcement has 
been made before. It is still too 
early to tell how the plan is work- 
ing in the field, Hawkins said, and 
it will be another six months be- 
fore definite information is avail- 
able. 


when my check comes in each 
week.” 
* * * 

E ELABORATED on the diffi- 

culties of selling, indicating 
that the people he saw were either 
looking for big discounts, or hadn’t 
thought about purchasing an auto- 
mobile of late. Constant plugging, 
he said, enabled him to turn a 
good percentage of his prospects 
into customers. It was his opinion 
that there are plenty of sales to 
be made. But so far as the sales- 
men in his dealership were con- 
cerned, he detected a definite lack 
of interest in assaying the job 
properly. 

At an entirely different dealer- 
ship, selling Dodge-Plymouth, three 
salesmen are employed. Each of the 
salesmen in turn will tell you how 
much he enjoys his work; how well 
the three men cooperate; how fair 
the dealer is with them in his com- 
pensation plan; and also that even 
in this competitive year of 1954, 
their total compensation is not 
much below the year of 1953, when 
they came near setting a record. 

This same dealer, incidentally, 
will show you that he has not had 
a red month in 1954, through Sep- 
tember, although his black figures 
are not large. 

These men work hard, enjoy 
their jobs and feel a security 
that helps them combat some of 
the subconscious anxiety which 
might ordinarily restrain them in 
the proper performance of their 

bs. 


Still another conversation was 
reported recently by a man in an 
industry closely allied to the auto 
retail dealership, who went shop- 
ping for an automobile. He. entered 
an Oldsmobile showroom and in- 
spected several cars on the floor. 
He waited 10 minutes before a 
salesman approached him. The 
salesmen were clustered in the 
rear of the showroom eating ice 


cream. 
* * * 


‘DD? YOU want something,” the 
salesman asked? 
“Yes, I think I’m interested in 


Calendar 


(Continued from Page 4) 


General 


Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 

Dec. 8-10 — Automotive Service Industries 
Show, Navy Pier, Chicago. 

Jan. 10-13—American Road Builders’ As- 
sociation, Annual Meeting, Roosevelt 
Hotel, New Orleans. 

Jan. 10-14—National Annual Meeting and 
exhibits, Society of Automotive — 
neers, Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 11-14—34th Annual Meeting of the 
Highway Research Board, Building of 
the National Academy of Sciences and 
the National Research Council, Wash- 
ington, 

Jan. 27-29 — Truck-Trailer 
Association Convention, Boca 
Hotel, Boca Raton, Florida. 

Feb. 15-18—Annual Meeting National Car 
Rental System, Netherland Plaza Hotel, 
Cincinnati. 

Mar. 16-18—IIth Annual Canadian Auto- 
motive Service Show, Automotive Blidg., 
C. N. E. Grounds, Toronto, Canada, 

April 20-May !—37th International Motor 
Show, Turin, Italy. 

May 26-June 4—Exhibition of Automotive 
Spare Parts. Melbourne, Australia. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Inc., Hotel Otesaga, 
Cooperstown, New York. 


Manufacturers 
Raton 


buying a new car. My Olds is be- 
ginning to show some wear, and 
I’m interested in seeing some of 
the '54’s.” 

“Do you know what model you 
want?” 

“Well, probably a convertible. 
That’s what I have now. But I'd 
like to know something about 
price and the different features 
of the newer cars.” 

“We don’t have any convertibles 
right now. But I tell you what, 
Mac. Why don’t you shop around 
some, and see what kind you want, 
what color and how much you 
want to pay? Then come back and 
see us. We'll get you the car you 
want and give you a better deal 
than anyone else. Don’t forget. See 
us before you buy.” 

This particular customer finally 
bought a new Lincoln convertible, 
because the Lincoln salesman went 
out of his way to be helpful to 
him in his purchase. 

There is nothing particularly 
enigmatic about the above observa- 
tions. But it might indicate an 
overhauling of the sales force is 
in order in some instances. 

Certainly it appears that in the 
dealerships where the salesmen are 
happy, ambitious and productive, 
is to be found the dealer who is 
making money. 


PRIOR PRODUCTS, INC 
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Schoon Sells Firm to Son— 


Jack Schoon, owner of Schoon Motor Co. (Pontiac), Luverne, Minn., has sold his 
firm to his son, Warren E. Schoon, after operating the business since 1914. Shown 
are the retail facilities of the firm. Complete service for cars and trucks is provided 


in a large modern building. 


Plaintiff Dropped 


From Trico Case 


BUFFALO.—Federal Judge John 
Knight has granted a motion by 
Trico Products Corp., dismissing 
part of an antitrust complaint 
brought against the concern by 
two Gary (Ind.) concerns. 

The court order strikes from the 
complaint of one of the plaintiffs, 
Productive Inventions, Inc., but re- 
tains the other, Anderson Co. 

In the original suit, both con- 
cerns asked a total of $16 million 
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in treble damages, charging that 
the Buffalo windshield-wiper man- 
ufacturer violated antitrust laws 
and monopolized interstate trade in 
windshield-wiper components. 


Knight, in his opinion, stated 
that Productive Inventions is a 
“personal holding company, avail- 
able solely for tax purposes... 
with the same stockholders, direc- 
oe and officers as the Anderson 


He also said that “recovery of 
treble damages by Productive In- 
ventions would doubly enrich John 
Anderson, since he owns practi- 
cally all the Anderson stock.” 
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McDonald Rebuilds After Fire— 


A new look has been given O. McDonald, Inc. (Lincoln-Mercury), Wichita Falls, 
Tex., whose dealership facilities burned to the ground last spring. The new show- 
room is all glass, surrounded by shrubs. The four doors on the left lead to the service 
department. 
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Chrysler Joins Trend 
Of Freight Alignments 


(Continued from Page 1) 


Florida, Louisiana, Nebraska, 
North Dakota, Oklahoma, Texas 
and Wyoming. 

Since GMC’s ’55 models have 
not yet been introduced, no 
wholesale price change has been 
linked to the freight revisions 
at present. 

The GMC spokesman said the 
freight pattern would be the same 
for Chevrolet. Chevrolet spokes- 
men, however, said the truck- 
freight revisions would not be 
worked out “for some time.” Ford, 
in its original announcement two 
weeks ago, made minor freight re- 
visions on trucks. 

e * * 

REMAINS to be seen whether 

major independent truck mak- 

ers will revise freight tariffs to 

correspond with new truck-ship- 

ping charges set up by Ford, Chev- 

rolet and GMC and expected from 
Dodge. 

Basic differences between auto- 
freight and truck-freight charges 
present a knotty problem to the 
truck makers. 

Chrysler’s official announcement 
did not say how that corporation’s 
plan would work nor what the new 
freight charges would be. Neither 
did the statement say whether the 
freight adjustments would be cou- 
pled with price increases, as was 
the case with both Ford and GM. 

* * © 
YSLER, in its announcement, 
virtually admitted that it had 
been pressured into making the 
changes. The statement said: 


corporation shortly will an- 
nounce new schedules of trans- 
portation charges for passenger 
automobiles. 


“When the adjustment to meet 
competitive changes is made by 
Chrysler,” he said, “it will apply to 
all 1955 models, and to new 1954 
models in dealer stocks as of 12:01 
a.m., Oct. 29, in the transportation 
adjustment areas.” 

Chrysler did not specify the ad- 
justment areas. In the case of 
Ford, freight charges were adjust- 
ed to approximately 65 percent of 
the former rate at all points more 
than 1,000 miles from Dearborn. 

GM’s revision, involving a uni- 
form charge, applied to all areas 
more than 1,200 miles from Michi- 
gan plants. : 


prose raised retail prices on all 
Ford cars at all points by $18; 
Mercury, $21, and Lincoln, $28. 
Chevrolet price changes fluctuated 
from a $21 cut to a $62 increase. 
Pontiac’s new prices varied from a 
$58 reduction to a $62 boost. 
Colbert, in amplifying his orig- 
inal statement in a letter to all 


ore all the details could be 
worked out. 

Purpose of the more or less pre- 
liminary disclosure, he told the 
dealers, was to remove any ob- 
stacle to the sale of 1955 models or 
to the cleanup of any 1954 models 
which might still be in stock. 
Chrysler-line dealers, generally, are 
reported in excellent shape on the 
cleanup of ’54s. 

Colbert suggested that his plan 
might differ from the others, al- 
though he did not say how; but he 
assured dealers that the Chrysler 
setup would be “competitive.” 


o * 2 

A HINT that Chrysler prices 

might be affected was dropped 
in Colbert’s letter to dealers when 
he carefully noted that the invoice 
price of '55s now being shipped 
should not be considered as the 
final, firm wholesale price. 

An arbitrary invoice price was 
being charged, he said, only to 


expedite shipping so that dealers 
would have cars for introduction 
day. 

He made it exceedingly plain 
that Chrysler prices could be sub- 
ject to sudden revision. 

* * * 


—— freight question is a touchy 
one for the truck makers be- 
cause of numerous variations in 
the rate structure. Truck makers 
in some of the volume lines, for 
example, have scattered assembly 
plants and in the past sometimes 
charged “phantom” rates as the 
car makers did. 

Dodge and the major independ- 
ent truck makers, however, build 
at central locations. Buyers know 
that any truck of these makes on 
which they pay freight has been 
shipped from the central location. 

Most of these trucks are deliv- 
ered by driveaway and, the truck 
makers say, freight is charged 
and passed along on the basis of 
actual cost. 

These firms are faced with the 
unpleasant choice of lowering 
freight rates and absorbing the 
loss, or standing by their present 
rates and perhaps seeing other 
firms gain competitive ground. 

International Harvester, when 

queried by Automotive News, 
had no comment on the freight 

situation. 

A spokesman for White said 
freight rates were set by his com- 
pany strictly on a cost basis. He 
saw no economic possibility for 
changes in rates by the independ- 
ent truck firms. 

There has been no _ indication 
from the field that customers are 
unhappy with freight rates of the 
independent truck makers, a 
spokesman for another firm said. 

He added that his firm did not 
consider freight reductions by 
other truck companies a competi- 
tive advantage for them. 








Advertising Agencies Form New Region— 


The American Assn. of Advertising Agencies set up an east central region at a 
meeting in Detroit. The region covers Michigan, Ohio and parts of Indiana and 
Pennsylvania. Shown (from left) are Blount Slade, of Brooke, Smith, French & Dor- 
rance, chairman of the new region, William R. Baker jr., of Benton & Bowles, chair- 
man of the national board; Henry G. Little, president of Campbell-Ewald, vice- 
choirman of the national group, and Wallace W. Elton, of J. Walter Thompson. 


55 Debuts 


Winter Upsurge Is Indicated as Crowds 
Rush to Dealer Showrooms 


Spur Sales 


(Continued from Page 1) 
hausted. In some cases, temporary| before the regular showing has 


shortages developed. 

There were a few instances of 
individual dealer nervousness in 
cleaning out ’54s, but nothing 
like the “blitz” situation of a year 
ago. 

Cleanup ads, by and large, were 
confined to the “Four-Cars-Must- 
Be-Sold-by-Thursday” type. Cut- 
price advertising was virtually nil. 

* * * 
SW-CAR stocks have fallen to 
the point where some dealers 
are worried. Stocks should be 
higher, they say, filled out by '55 
models. Because of production dif- 
ficulties, some ’55s aren’t coming 

through fast enough. 

Dealers in some lines are hast- 
ily revising or canceling plans 
for special pre- introduction 
showings. The practice of invit- 
ing a select group of prospects to 
view new models a day or two 


Chrysler Asks Dismissal 
Of $150,000 Dealer Suit 


DETROIT. — Chrysler Corp. has 
requested Federal Judge Thomas 
Thornton to issue a judgment of 
“no cause for action” 
brought by a former Dodge-Plym- 
outh dealer in Anna, Ill, who is 
suing Chrysler for $150,000 in con- 
nection with the cancellation of 
his franchise. 

Herrin E. Gill, former head of 
Gill Motor Sales is suing Chrys- 
ler for the alleged “slander and 


defamation of plaintiff's (Gill’s) 
character and reputation and its 
(Chrysler’s) practices and inter- 
ferences with plaintiff’s oppor- 
tunity for livelihood.” 

Chrysler’s answer 


consists 





For Small Fry— 


The Baby Reo, which was built in 1906 
by Ransom E. Olds and which was found 
in one of Reo’s own shops after a nation- 
wide search last year, has been put back 
to work treating small-sized guests to a 
ride. The occasion was Reo's open house 
for its New York branch to celebrate the 
introduction of its V-8 engine and 
Model A heavy-duty trucks. 


largely of denials of the allegations 
made by Gill: 


1. That the firm ever promised 


in a suit| any specific number of cars to Gill. 


2. That Chrysler is incorporated 
in New York—it’s Delaware. 

3. That Chrysler ordered Gill to 
dispose of his implement, oil and 
gas distributorships. 

4. That Chrysler reported Gill as 
an undesirable credit risk. 

5. That the company had “lit- 
erally cut off all sources of 

Plymouth supply” after Gill’s 
dealership was destroyed by fire. 

6. That Chrysler set up another 
dealership in Anna. The firm says 
that its only action in this respect 
was “as a courtesy to the plaintiff, 
it requested one Tom Cardwell to 
remove any new Plymouth auto- 
mobiles, Dodge automobiles and/or 
Dodge trucks from his used car lot 
in Anna, Ill.” 

7. That it ever threatened to 
“blackball” Gill with other auto 
makers. 


8. That Chrysler ordered a 
Chrysler-Plymouth dealer to fire 
Gill as a salesman. 

Bolstering its answer with a 
copy of the Gill-Chrysler Corp. 
sales agreement, the firm claims 
that the agreement was termi- 
nated by mutual consent after a 
90-day notice. 

The answer continues, “Because 
of his then precarious financial 
condition, the defendant suggested 
to plaintiff the advisability of dis- 
posing of the dealership.” 

Chrysler admits Gill’s satisfac- 
tory performance as an associate 
dealer, but says that it was particu- 
larly dissatisfied with the number 


been growing in many areas. 

Some dealers have given up the 
idea this year because of fears 
they’ll have no cars to show. 

One Detroit-area dealer said he 
had been promised 24 new cars the 
week before introduction, but had 
been advised by the factory that 
he would be fortunate to have two 
new cars for the regular introduc- 
tion day. 

* * * 

-patt= the car shortage and 

soaring sales, the specter of 
price cutting already has raised its 
head. A West Coast resident who 
bought a new model in Detroit on 
introduction day told AUTOMOTIVE 
News he had been freely offered a 
$200 discount on the Big Three car. 
Many dealers fear that the prac- 
tice will be as prevalent in 1955 as 
it was in 1954. 

One Iowa dealer, who handles 
a high-volume line, said, “It looks 
like 1955 will be very competi- 
tive, and with open territory and 
everybody bidding for business, 
and with the public out shop- 
ping, it looks like profits will be 
awfully small.” 

The fall market in used cars also 
is holding unusually high. Again 
last week, at wholesale auctions 
indexed by Automotive News, the 
price of late models not only re- 
fused to break, but moved upward. 

The average price of ’54s went 
up $111 to $1,886, some $246 higher 
than the figure of a month earlier. 
An increase of $4 was tacked on to 
’53s, bringing them to $1,239. 

All other prices declined, as fol- 
lows: ’51s, down $31 to $620; ’47s, 
down $30 to $171; 50s, down $28 to 
$465; °49s, down $13 to $342; ’52s, 
down $4 to $892, and ’48s, down $4 
to $248. 


—Bos LieNERT 








Eight 55s Bow 
In Next Week’s 


Automotive News 


IGHT 1955 car models will be 
pictured and described in de- 

tail in the Automotive News issue 
of next Monday (Nov. 15). 

However, only one — Ford — 
will be unveiled in dealer show- 
rooms during the week. It will 
be announced in the daily press 
Wednesday (Nov. 10) and will be 
in showrooms two days later. 

The other seven to be shown in 
Automotive News next week will 
be Buick, Chrysler, DeSoto, Dodge, 
Imperial, Lincoln and Plymouth. 


* + * 


A Chrysler Corp. models will 
be seen “in the flesh” Nov. 17. 
They will be shown in daily news- 
papers in the next seven days. The 
press dates are: Chrysler and Im- 
perial, tomorrow (Nov. 9); Plym- 
outh, Nov. 11; Dodge, Nov. 13, and 
DeSoto, Nov. 15. 

Lincoln data will be released 
Nov. 12, though the showroom date 
is not until Nov. 23. Buick has a 
press date of Nov. 15 and a show- 
room date of Nov. 19. 


The Nov. 22 issue of Automo- 
tive News will feature the Olds- 
mobile, Mercury and Cadillac. 
The Oldsmobile will be an- 
nounced Nov. 16 and will be in 
showrooms on Nov. 19; Mercury’s 
dates are Nov. 17 and 19, and 
Cadillac’s press and showroom 
date is Nov. 18. 

Next on the schedule will be the 
Rambler, which will be released 
Nov. 23 and shown by dealers on 
Nov. 29. 

The Kaiser and Willys will be 
unveiled late in December, the 
Packard in January and both the 
Nash and Hudson early in 1955. 


H & B Acquires 
Brockway Motor 


NEW YORK.—H & B American 
Machine Co., Inc., announced last 
week the purchase of Brockway 
Motor Co., Inc., New York, manu- 
facturer of tractor trucks. Brock- 
way hereafter will operate as a 
division of H & B. 

H & B, machine and tool maker, 
has plants in Chicago, Indianapolis, 
Brooklyn and Los Angeles. 

Jacob Saliba, executive vice- 
president of Brockway, will be pres- 
ident of the new division. Harry O. 
King now is president of Brockway. 





Ruby’s Team Organizes 
New Chevrolet Firm 


CHICAGO.—Undaunted by the 
retirement of their boss, veteran 
Chevrolet dealer Sam Ruby, his 
key executives have teamed up 
to organize Empire Chevrolet, 
Inc., at the old Ruby Chevrolet 
location, Jackson and Racine. 

Ruby retained financial inter- 
est and agreed to be advisor, and 
all key members of the Ruby 
staff retain the same positions 
for Empire Chevrolet. 

Other Chevrolet dealerships 
owned by Ruby are Southwest 
Chevrolet, Inc., Chicag o, and 
Ruby Downtown Chevrolet, Inc., 
Milwaukee. 





Bauerbach's 30th Anniversary— 


Upon completion of 30 years of service, A. F. Baverbach (center), Indianapolis 
district sales manager of the Ford division, receives congratulations from L. W. Smead 


of Dodge trucks sold by Gill as a| (left), division sales manager. Pau! Larson (right), Great Lakes region sales manager 


direct dealer. 


fastens a pin on Baverbach's lapel. 
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Kaiser-Willys proudly hia =; Mr. Hickman Price, Jr., its new director of sales, 
who has already begun his duties as Vice President in i of Sales—both domestic and foreign—of Willys Motors, Inc. 

His progressive merchandising methods for the company’s far-flung export operations have included 
“Jeep” cavalcades now touring 25 countries, and have helped build the company’s export business into the fourth largest 


in the industry, with 19 foreign manufacturing and assembly plants. Under his leadership, Kaiser-Willys exports have 


shown the largest rate of export sales increase in the entire industry for the first half of 1954. 
The appointment of Mr. Price typifies the progressive leadership Kaiser-Willys offers for the future. 
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Seasonal Price Cuts, 8,000,000-Car Year? ... 


Level Output Issue in GAW 


(Continued from Page 1) 


dustrial relations vice-president at 


Chrysler Corp. 
* 


* * 
At Basis of Thinking 
aoe “year-long job” concept is 

explored at length in a new 44- 
page tract, Preparing a Guaranteed 
Employment Plan, which is the 
latest and most authoritative ex- 
pression of what the UAW will be 
seeking next year when its five- 

year contracts with the auto mak- 
ers expire. 

UAW Research Director Nat 
Weinberg and his fellow planners 
are well aware of the opposition 
from management and from other 
unionists that their GAW plan will 
encounter. 

They are cognizant also of the 
many. complications involved in 
saddling a revolutionary program 
like the GAW on the unstable 
auto industry. 

But they believe that their final 
objective—a stable auto industry 
and a more stable U. S. economy— 
is so worthwhile that they are con- 
tent to shrug off these objections 
and complications for the time 
being. 

An observer gets the feeling that 
the UAW, in this case, is perfectly 
willing to let management imple- 
ment this program in its own way, 
just so that either guaranteed em-/ 
ployment or income is the eventual 
product. 

* + * 
‘Call-In’ Pay Cited 

OW the union feels its GA 

will produce more stabilize 

employment was described by 
UAW spokesman in this way: 

“Back in the ’30s, when we wer 
negotiating our early contracts, on 
of the first objectives we sough w 
the elimination of the factory prac 


ascertained whether 
work for him—without pay, 
course. 

“We eliminated this practice by 
our ‘call-in’ pay clause, which re-j 
quired that if a worker was called 


there were few unneeded workers 
called in after this clause was in- 
serted.” 

Project this thinking from four 
hours to 52 weeks of 40 hours 
each and you get a simplified idea 
of the complex GAW! 

Probably the most hated word in 
the vocabulary of the average auto 
worker is “layoff.” Layoffs are the 
result of material dislocations, ma- 
chine breakdowns, production 
snarls, inventory imbalances, bad 
planning, decentralization, product 
changeovers, mergers and other 
situations. 

“We have failed to solve the 
problem of unemployment and part- 
time layoffs in the past largely be- 
cause those who have the power to 
solve it have not had to pay the 
cost for failing to solve it,” says 
the UAW. 


+ + * 

Inevitable Fluctuations? 
Bu there are other layoffs re- 

sulting from the natural insta- 
bility of any industry in a free 
economy. These layoffs, which hap- 
pen to be more frequent in the 
auto industry and which are much 
a to prevent, are the result 


1. Seasonal fluctuations. Tradi- 
tionally, about 60 percent of the 
U. S. autos are purchased in the 
first six months of each year. 

2. Make fluctuations. There is 

a natural switching of buyers 
from one make to another. This 
year, the swing has been to Gen- 
eral Motors and Ford Motor 


products. 

3. Annual fluctuations. Total car 
production this year will be down 
about one million units from last 
year’s production. 

While the UAW does not officially 
explain how these fluctuations can 
be mastered, partial answers are 
available. 

The seasonal fluctuation could 
be handled to some extent by 
factory price cuts during the last 
half of the model year, accord- 
ing to one union official, who 
said 
“A leveling off of sales and pro- 


duction also would help the dealers. | could be solved by the “eight-mil- 
Last year when we made a public | lion-car year’—a phrase frequently 
plea for stabilized production, the|and fondly used by UAW spokes- 
greatest and most favorable re-|men—which the union claims the 
sponse came from the dealers.” GAW will help achieve. 
ee te oe According to union officials, the 
eight-million-car year is easily 
obtainable if the U. S. economy 
can be bolstered by some stabi- 
lizing influence such as the GAW, 
which would improve the econ- 
omy by: 

1. Insuring that the purchasing 
power of one million workers in the 
nation’s largest industry would be 
stabilized at a high level. 

2. Providing a steady demand 
for the products of the steel, rub- 
ber, glass and automotive supplier 
industries. Implicit, of course, is 
the idea that the GAW would be 
extended to these fields. 

In this facet of the GAW can be 
seen the hand of the UAW “big- 
picture” men—or perhaps merely 
the gaze of Walter Reuther. Such 
thinking, in any event, has brought 
the union and the man much criti- 
cism and many accolades. 

* + * 


Defended as Realistic 


1A es UAW and its spokesmen 
repeatedly endeavor to show 
at their idealism has not run 
away with them on this point. In a 
GAW progress report, the union 

id: 

“The UAW-CIO has never said 
that the guaranteed annual wage, 
by itself, would eliminate all fluctu- 
ations in the level of employment. 
Our union has said, however, that 
the guaranteed annual wage can be 
he beginning and the focal point 
f a general attack on the basic 
problem of maintaining full em- 
ployment in peacetime.” 

Declining to be adamant on any 
phase of the GAW, the UAW has 
concluded in its GAW booklet: 

“If the corporations with which 
our union bargains find anything 
in the foregoing description of 
the plan which they consider un- 
workable or harmful, they will 
have the opportunity to explore 
the matter with the union in 

























































Job Freeze Opposed 
HE UAW’s solution to “make 
fluctuations” partly is contained 

in this quote from its GAW book- 

let: 

“Change is desirable if the econ- 
omy is to progress. The process of 
change means that some companies 
and some industries expand while 
others contract. 

“Therefore, a sound guarantee 
plan should not freeze workers to 
any company or industry; should 
not freeze employment levels in 
any segment of the economy, and 
should not discourage increased 
employment in expanding indus- 
tries or in periods of recovery from 
recession.” 

The apparent union reply to 
the annual-fluctuation problem is 
that auto sales and production 
will stay at a more stable level 
because the purchasing power of 
the auto workers and all U. S. 
workers will be stabilized greatly. 
Strongly entering into the UAW’s 
es talk for the GAW is the em- 
loyment experience of its mem- 
ers this year when considerable 
unemployment resulted from a 
“make fluctuation” and a down- 
ward “annual fluctuation.” 


But 1954 also can be used as a 
powerful argument against the 
GAW. For instance, if a GAW plan 
had been in effect at Chrysler Corp. 
this year, it would have had the 
result of hitting a company that 
was down. Whereas GM and Ford, 
who are having profitable years, 
would have been virtually unaf- 
fected by the GAW. 


* * * 


Chrysler Case ‘Unusual’ 


OMMENTING on the 1954 
Chrysler situation, a UAW 
\spokesman said, “Chrysler’s experi- 
mce this year is very unusual— 
e would not expect a recurrence 
of this situation, once the GAW is| joint study committees. 
instituted.” “Pride of authorship will not be 
He added that this situation| permitted to stand in the way of 
eee ll 
° make it a better and more effective 
Aluminum Decals plan from the standpoint of UAW 
INGLEWOOD, Calif—Union Oil} members, or the economy as a 
is now using Metal-Cal gasoline tax} whole.” 
computation charts in its service} Jn other words, the UAW is in- 
stations. The charts are a relatively | flexible about its objective but in- 
new-type nameplate of anodized, | flexible about the means for achiev- 
pene edgy aemcger 5 Free samples are | ing the objective. 
available from C & H Supply Co., ; ‘ 
Inglew ood, Calif. = Waa Pros and cons of the 





Targets for GAW Drive?— 


One of these three industrial relations 


industry. From left: Harry W. Anderson, 


chiefs will face the brunt of the attack next 
spring when the UAW begins its drive for the guaranteed annual wage in the auto 


of General Motors; John S. Bugas, of Ford 


Motor Co., and Robert W. Conder, of Chrysler Corp. 





20,000 Cars Smitten by Hazel, 
Prospects Warned in: East 


PHILADELPHIA. Approxi- 
mately 20,000 cars were damaged 
by Hurricane Hazel, according to 
Verner Gaggin, general manager of 
Philadelphia’s Better Business Bu- 
reau, who has warned prospective 
buyers to check any cars they are 
considering. 

The Philadelphia Used Car Deal- 
ers Assn. warned its members not 


Missouri Okays 
Prize of Car 
For Bird Dogs 


JEFFERSON CITY. Mo. — An 
auto giveaway contest has been 
ruled legal in Missouri by John M. 
Dalton, attorney general. 

The opinion was requested by 
Irvin D. Emerson, assistant prose- 
cuting attorney of Jefferson 
County, who reported that some 
auto dealers planned to use the 
method to promote sales. 

Under the plan, a new-car pur- 
chaser can enter a year-long con- 
test to determine who can bring 
in the most new-car buyers. The 
winner in the contest at the end 
of the year would exchange his 
year-old car for a new one without 
any charge. ; 

Runners-up would receive $1 for 
each prospect brought in who 
bought a new car. 

Dalton ruled that the scheme 
did not constitute a lottery because 


the element of chance was missing. 





New Officers and Board Elected by Florida Dealers— 


In first row (from left) are Fred T. Woolverton, Jacksonville, vice-president of the Florida Automobile Dealers Assn., second 
district; Walter A. McRae, Jacksonville, NADA director; William H. Terry sr., Jacksonville, first vice-president; John F. Zeder, 


Miami, president; Eugene R. Elkes, Tampa, outgoing president; R. L. Lloyd, Panama 


City, vice-president, third district; R. J. 


McGahey, Miami, vice-president, fourth district, and O. J. Griffis, Leesburg, vice-president, fifth district. 

Second row: W. J. Steed, Orlando, general counsel; Directors M. V. Altman, Sarasota; W. P. Turnipseed, Ocala; Thomas P. 
Caldwell, Coral Gables, and Howard Mitchell, Pensacola; Joe Blank, West Palm Beach, vice-president, sixth district; J. H. Whitfield, 
Lake Wales, vice-president, seventh district, and Directors W. G. Padrick, Fort Pierce; W. L. Chance, St. Augustine, and M. N. 


Kenyon, Clearwater. 


Third row: Directors Adrien A. Rivard, Defuniak Springs; Wiley Grantham, Live Oak; C. G. Ruebel, St. Petersburg; P. C. Keeter, 
Gainesville; E. J. Lovern, Fort Lauderdale; W. Theo Proctor, Tallahassee; E. W. Richardson, Tallahassee; George W. Estaver, Home- 


stead, and Ralph Powers, Lake City. 


to handle the hurricane-damaged 
cars because of the grief in store 
for their buyers. 

A shipment of nearly 200 of the 
cars—most of them new—has ar- 
rived here from New England. 
Additional shipments are ex- 
pected. 

Gaggin warned prospective pur- 
chasers to check cars carefully for 
deposits of silt or sand and stains 
on the upholstery. 

Salt water, he pointed out, can 
seriously pit gears, bearings and 
other vital parts. 

“The best protection the pur- 
chaser can have,” Gaggin said, 
is to require a statement from 
the seller that the car has not 
been flood-damaged.” 

In warning PUCDA members, 
Executive Secretary Stanley Hoff- 
man said reputable dealers “won’t 
handle this kind of merchandise 
unless they intend to tell the pros- 
pective buyer that it is a hurri- 
cane-damaged car.” 

Hoffman also said that associa- 
tion members were on guard 
against shipments of cars from the 
Chicago flood area. 

Gaggin said insurance claims 
on about 90 percent of the cars 
submerged by salt water in the 
hurricane have been paid in full. 
Owners then traded in their cars 
for new ones. Many were sold to 
junk dealers and then resold to 
dealers in other states, Gaggin 
said. 

Motor vehicle commissioners of 
Connecticut and Rhode Island, 
where most of the cars were dam- 
aged, have issued rulings ordering 
dealers to mark clearly the invoices 
indicating storm damage. 

That move made it difficult to 
sell the vehicles to residents in the 
storm areas. 


Small-Firm Woes 
Blamed on U. S. 
Plane Program 


LOS ANGELES. — The two-year 
postponement in building up the 
Air Force to 137 wings and the 
discontinuance of some aircraft 
types has forced several hundred 
small firms out of business in the 
last six months, according to 
George Waters, Washington office 
manager of the Aircraft Parts 
Manufacturers Assn. 


In Los Angeles for a series of 
conferences with APMA members, 
Waters said, “The Department of 
Defense and the Air Force are 
aware that contract withdrawals 
are hurting smaller firms. 

“But outside of the Air Force 
‘setting up a small business ad- 
visory group, which only meets 
once every three months, nothing 
much else has been done, despite 
the fact that the Defense Depart- 
ment and Air Force officials have 
themselves declared the situation 
will probably worsen in the next 
two years before it can improve.” 

He said the Small Business Ad- 
ministration is doing the best it 
can to assist the small firms but 
that SBA itself has no immediate 
solution’ to the growing problem. 
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Group Begins Fourth Year .. . 
Chrysler Dealers Pick 


Council Delegates 


DETROIT.—With the election of 
delegates to regional councils, the 


national Chrysler Dealer Council 
begins its fourth year of operation 
this month. 

Members of the regional coun- 
cils have selected their chairmen, 
who automatically become mem- 
bers of the national council. 

Since the inception of the Chrys- 
ler Dealer Council, 351 dealers have 
served on the regional councils and 
67 dealers have served on the na- 
tional council. 

The 29-member Chrysler council 
held its semi-annual meeting in 
Detroit this week, reports E. C. 


’ Quinn, division president. 


Charles G. McKimmie, of Rich- 
mond, Va., who was re-elected na- 
tional chairman of the group, pre- 
sided. A. L. Duckett, Provo, Utah, 
was elected vice-chairman, and E. 
J. Craigo, of Jackson, Miss., was 
elected secretary. 

Chrysler has reported that “the 
Council in its three-year history 
has been extremely fortunate in 
the sincerity and ability of those 
who have made up its membership 
and in the fact that throughout this 
period the factory has maintained 
a completely cooperative attitude.” 

* * * 


ATLANTA REGION 

KNOXVILLE District — H.C 
McCrary, Knoxville, Tenn., and J. 
F. Watlington, Clinton, Tenn. 

ATHENS District —H. W. Robin- 
son, Atlanta, and W. C. Henry, 
East Point, Ga. 

BirMINGHAM District — G. B. 
LaSuer, Sr., Birmingham, Ala., and 
J. Truett Payne, Birmingham, Ala. 

Vatposta District— Edwin T. 
Brooks, Jacksonville, Fla., and L. O. 
Smith, Valdosta, Ga. 

Tampa District—A. P. Clark, Or- 
lando, Fla., and J. F. Zeder, Miami. 
BOSTON REGION 

Boston District—Alfred W. Hur- 
witz, Brookline, Mass., and H. B. 
Scott jr., Cambridge, Mass. 

Provwence District— Washington 
Frazer, Providence, and Joseph L. 
Nunes, Newport, R. I. 

SprinNGFiELD District—G. J. Palm- 
er, Hartford, Conn., and Kenneth 
S. Pease, Westfield, Mass. 

Hanover District—Arthur F. 
Bergeron, Peterborough, N. H., and 
Robert K. Walker, St. Johnsbury, 
Vt. 

Worcester District—T. L. Weg- 
erdt, Wellesley, Mass., and Lyle F. 
Harris, Worcester, Mass. 

PorTLAND DistrictT— Simmons 
Brown, Portland, Maine, and Nor- 
man G. Woodbury, Winslow, Maine. 


CHARLOTTE REGION 

RateigH District—J. D. Pike, 
Goldsboro, N. C., and J. C. Foscue, 
Jacksonville, N. C. 

CuartoTtte District—Frank P. 
Poindexter, Winston-Salem, N. C., 
and James H. Foil, Salisbury, N. C. 

Cotumsia Districtr—Harold W. 
Simmons, Charleston, S. C., and 
Roy Bass, Greenville, S. C. 


CHICAGO REGION 

Cuicaco, SoutH, District—Joseph 
Levy, Chicago, and Joseph T. 
Healy, Chicago. 

Cuicaco, Nortu, Districr—R. A. 
Burnstine, Chicago, and Philip L. 
Cullen, Park Ridge, Ill. 

Davenport DistrictT—Jim T. 
Milnes, Kewanee, Ill, and Morse 
Watkins, Clinton, Iowa. 

KanxKAkKeE District—Edwin P. 
Bergeron, Kankakee, Ill., and Glen 
T. Smith, Danville, Ill. 

Excein District —Ned S. Spero, 
Waukegan, Ill., and Harry Borman, 
Downers Grove, IIl. 

LaSatte District—H. R. Murphy, 
Peoria, Ill., and William W. Yates, 
Bloomington, Ill. 


CINCINNATI REGION 

LexineTon Districr—S. C. Kin- 
kead, Lexington, Ky., and George 
C. Wells, Pikeville, Ky. 

LouisviLe Districtr—J. R. Weir, 
Louisville, Ky. and W. G. A. 
Sympson, Bardstown, Ky. 

Cotumsus District—Harold R. 
Wood, Columbus, O., and J. How- 
ard Baker, Chillicothe, O. 

INDIANAPOLIS District—Verlin T. 
Brown, Richmond, Ind., and K. W. 
Carr, Indianapolis, Ind. 

Cincinnati District—J. C. Albers, 







Cincinnati, and James Hosford, 


Cincinnati. 
DALLAS REGION 

ABILENE District—C. D. Wiley, Big 
Spring, Texas, and Horace Holly, 
Abilene, Tex. 

Waco District—Frank Hackel, 
Marlin, Tex., and F. D. “Bud” 
Mitchell, Waco, Tex. 

Fr. Wortu District—Clifton Den- 
nard, Dallas, and Elie E. Lam, 
Wichita Falls, Tex. 

Loncview District—J. Byron 
Faulkner, Greenville, Tex., and P. 
D. Baxter, Texarkana, Tex. 


DENVER REGION 

Denver Districtr—N. R. Cullen, 
Denver, and E. R. Conover, Colo- 
rado Springs, Colo. 

CHEYENNE District—Roy R. Man- 
ners, Cheyenne, Wyo., and A. C. 
Sheely, Fort Collins, Colo. 

ALBUQUERQUE District—Knox Con- 
verse, Albuquerque, N. M., and J. 
B. Tidwell, Hobbs, N. M. 

Sart Lake Crry Districr—A. L. 


In the Letterbox 





(Continued from Page 4) 


—making a mistake? Can the big 


‘| advertisers of an industry, with all 


their big executives and big adver- 
tising brains, be making a mis- 
take? (The cigarette industry cer- 
tainly made one!) 

I think it is usually wrong to 
try to put over more than one 
name at a time, unless there’s a 
definite association! It’s costly 
(and often difficult) today to sell 
even one name and keep it sold 
in the face of competition, due 
to the forgetfulness of the hu- 
man mind and its flexibility in 
gathering impressions, some of 
which may be distorted and fre- 
quently are. 

The average man on the street 
is apt to associate “ask the man 
who owns one” (that was once 
publicized so forcibly) as the slo- 
gan of Cadillac, Admiral or Bendix. 

Sure! Buick is a household word, 
but so was Maxwell, Apperson, 


Stutz, Pierce-Arrow, Haynes, Win- | 


ton, Moon, Chalmers, Franklin, 
Overland, Force and Pearline. 
Don’t let me ever forget the name 
of Nash, for example. Why confuse 
me by trying to sell me a “Com- 
modore,” or a “Torpedo” car, or a 
“Meadowbrook,” a “Royal” or a 
“Styleline De Luxe?” 

And not only do the manufac- 
turers confuse the public with fea- 
turing the names of all their fancy 
models above their generic names 
(often even without ‘their support 
or association—such as we would 
refer to Ethel as “Widow Brown’s 
daughter”)—but they let their de- 
signers take over. Many names on 
the sides of the cars prove to be 
lettering of distinct beauty! BUT 
YOU CAN’T READ THEM! So, 
they have lost what advertising 
value they had! 

Chrome letters, at best, are 
hard to read. But, since one de- 
signer used chrome—and you 
know how designers and car 
manufacturers are!—then all de- 
signers just had to use chrome! 
Many people need reading glas- 
ses anyway, so to read the names 
of the fancy lettering, made of 
chrome or extended out so beau- 
tifully and so illegibly, they 
would have to get out their 
specs, stoop down and figure the 
name out. 

I doubt if many passersby would 
go to that trouble. In the flash of 
a second, when they pass a car, 
they should get the name—-but now 
they don’t. 

But suppose they did put on 
their glasses or otherwise observed 
the name more closely and saw it 
was “Rambler” or “Continental” or 
“Regal” or “Skyway” or “Custom 


Gilbert Bankrupt 
S. S. Gilbert, auto dealer in Bury, 
Que., has made an assignment in 
bankruptcy. Marcel R. Savard has 
been appointed trustee. 


| satte, Fort Wayne, Ind., and John 





Duckett, Provo, Utah, and A. W. 
Bartlett, Ogden, Utah. 


DETROIT REGION 
Detroir District—C. H. Bliss, De- 
troit, and Rollie Barrett, Detroit. 
CLEVELAND District—P. R. Ward, 
Cleveland, and David L. Blaushild, 
Shaker Heigts, Ohio. 
Cotpwater District—H. J. Poin- 


R. Stonebraker, Kendallville, Ind. 
Finp.tay District—O. D. Wearley, 
Toledo, and Howard Ellis, Lima, O. 
Granp Raps District — Harold 
Keegan, Kalamazoo, Mich., and J. 
E. Carver, Benton Harbor, Mich. 
Bay Crry District—R. M. Sarow, 
Saginaw, Mich., and W. D. Fitz- 
hugh sr., Bay City, Mich. 
Pontiac District—B. E. Kuhn, 
Port Huron, Mich., and Roy R. 
Fisher jr., Ypsilanti, Mich. 


HOUSTON REGION 

Beaumont District — F. W. Judd, 
Houston, and F. M. Abbott, Hous- 
ton. 

San ANTONIO District—E. A. Poe, 
San Antonio, and John B. Ruppel, 
New Braunfels, Tex. 

Corpus Curistt District—F. E. 
Williamson, Corpus Christi, Tex., 
and G. C. Garrett, Raymondville, 
Tex. 


KANSAS CITY REGION 
Kansas Crry District—G. H. Op- 





Made” or “Silver Streak”—most of 
them would not associate them as 
being “Farmer Jones’ boy” or “Old 
Lady Smith’s son-in-law.”—Leo P. 
Bort jr., 64 East Jackson Blvd., 
Chicago. 












leni 
metal 












penheimer, Kansas City, and Paul 
D. Bruce, Kansas City. 

Wicuita District — Gordon Ray, 
Hutchinson, Kan., and R. D. Mc- 
Kay sr., Wichita. 

Sepauia District — Herbert H. 
Kordes, Cameron, Mo., and Mark 
F.. Hogan, Trenton, Mo. 

Topeka District—L. A. Cooper, 
St. Joseph, Mo., and Lee Goetsch, 
Manhattan, Kan. 

Saturna District—Lee A. Marshall, 
Salina, Kan., and A. L. Swart, Oak- 
ley, Kan. 


LOS ANGELES REGION 

Los ANGELES District—Wes Gor- 
don, Huntington Park, Calif., and 
Al C. Robbins, Beverly Hills, Calif. 

ANAHEIM District — W. R. Shad- 
off, Pomona, Calif., and Verne Orr, 
Pasadena, Calif. 

Santa Monica District — Lloyd 
Gregg, North Hollywood, Calif., 
and Ray Vane, Inglewood, Calif. 


PHoENIXx District—S. M. Beaudry, 





W. K. BRAASCH 
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Tucson, Ariz., and William J. Luke, 
Phoenix, Ariz. 


MEMPHIS REGION 

GreeNnwoop District — Tom M. 
Ross, Eupora, Miss. and C. H. 
Hawkins, Kosciusko, Miss. 

Littte Rock District—Bill Brown, 
El Dorado, Ark., and Walter Jen- 
nings, Little Rock, Ark. 

NasHvitLte District — Eugene L. 
Frazer, Nashville, Tenn., and R. C. 
McCauley, Jackson, Tenn.. 


MILWAUKEE REGION 

Mi.wavukes District—Frank King, 
Milwaukee, and Francis M. Hoek- 
stra, Sheboygan, Wisc. 

Mapison District—J. P. Gillespie, 
Madison, Wisc., and William G. 
Lavelle, Neenah, Wisc. 

Wausau District — L. H. Hall, 
Wausau, Wisc., and A. R. Olstad, 
Eau Claire, Wisc. 

Green Bay District — Elmer 


(Continued on Page 52, Col. 4) 


TRY THIS "NEW LOOK" IN 


AUTOMOTIVE 
SALESMANSHIP 


BY AN “OLD MASTER SALESMAN" 


GUARANTEED TO QUICKLY AND 
EFFECTIVELY INCREASE CAR SALES. BUY A 
LIFETIME OF EXPERIENCE FOR A FEW DOLLARS. 


THE FOLLOWING SIX MANUALS CONTAIN ALL OF THE FIELD-TESTED SALES 
PRINCIPLES WHICH WE HAVE USED SUCCESSFULLY IN TRAINING OVER 50,000 

LLOW OUR penne AND WATCH YOUR 
SALES GROW. WE GUARANTEE YOUR SATISFACTION 


No. 1—The Eight Automotive Success Fundamentals. 


No. 2—The Automotive Selling Process. 


$2.00 postrai 


No. 3—Eighty Ways to Find New Prospects. 
No. 4—Personality—the Key to Leadership. 
No. 5—The Technique of Used Car Salesmanship. 
No. 6—Developing and Testing Your Sales Talk. 


SAVE $2.00! 
Order All Six for $10.00 


PEER Model Q-54 6/12 V 
Quick Charger 


Heavy - duty semi-portable 100 
amp charger on ball bearing 
wheels. 


PEER Model J-15 Charger 


Efficient 12 amp 12 battery 
model. Selenium rectifiers cut 
power consumption 44 — no 
bulbs. 
tection! Charges airplane and 
industrial truck batteries, too! 


NATIONAL SALES TRAINERS 549 Washington Blvd., Chicago 6, Illinois 





Only $134.00 


Forced air cooled Se- 


um rectifiers. Protective 


cover. 


Only $76.50 


Automatic overload pro- 


PEER Medium Rate Chargers 
Three top-quality models: 

Model M-25 20amp6/12V $39.50 
ModelP-11 12amp6/12V $34.50 
Model 6-V 10 amp 6 V 
For commercial, farm and 


$29.00 


home use. 











PEER Model S-33 6/12 V Quick Charger 
Only $109.00 


Top quality 80 amp fully portable, with 
heavy-duty transformer, selenium recti- 
fiers, for low-cost long-life service! Auto- 
matic. timer and ee be 
only 35 Ibs.! . 


Write Direct or See Your Distributor NOW! 


PEER, Incorporated 
Benton Harbor, Mich. 


Mfrs. of Precision Electrical Equipment for 


over 25 Years 
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But Status 


o Is Possible... 


6 reasons why Howard Zink seat covers mean Auto Workers Facing 
One-Cent Cut Dec. 


(Continued from Page 6) 


MORE SALES 
AND HIGHER 


PROFITS “#4 


Put the buyer's market to work for you. Sell 
the only nationally advertised, quality seat 







cover. Get on the Howard Zink bandwagon 


with these selling advantages: 


1 PRE-SOLD MARKET—NMiillions of 
prospective customers regularly 
read Howard Zink national 
advertising in THE SATURDAY 
EVENING POST, HOLIDAY and 
SUNSET magazines. 

2 TOP QUALITY, POPULAR PRICES 
—Howard Zink makes the finest 
seat cover in every price range. 

3 FASTER TURNOVER—Howard Zink 
covers move faster than unadver- 
tised brands. 





4 LOCALIZED FACTORY SERVICE— 
Four strategically located factories 
give the best nation-wide service 
and delivery in the industry. 


5 PERSONALIZED SALES COUNSEL 
—Your local Howard Zink repre- 
sentative is trained to work with 
you on your sales, merchandising 
and advertising problems. 


6 LOCAL ADVERTISING—You get 
the most complete, voluntary local 
advertising plan in the industry. 

For more sales and profit—Sell the 

best known, most asked for seat 


covers in the world . . . Howard 
Zink. Write for details today. 


THE HOWARD ZINK 


CORPORATION 
Fremont, Ohio 


Other plants in Passaic, N.J., Long Beach, California, Charleston, Mississippi 


extended to other Midwest cities. 
At present, we are spending about 
$4,000 a week in Detroit.” 

Commenting on the reluctance 
of the National Labor Relations 
Board to exert jurisdiction over 
most auto dealerships, he said: 

“We think politics is interfering 
now. When the air clears a little 
after the election, I think we will 
get a little action. pe 


Salesman Gets $3,017 


member of Local 376 of the 
AFL Teamsters, Peter G. 
Schick, has been restored to his 
position as a salesman at Homer 
Chevrolet Co., in Detroit, and given 
$3,017 in back pay. 
In an NLRB unfair-labor-prac- 


Battery Makers 
Meet Nov. 15 


AKRON. — The Assn. of Ameri- 
can Battery Manufacturers, which 
says it represents 80 percent of the 
country’s battery makers, will cele- 
brate its 30th anniversary at its fall 
convention Nov. 15-17 at the Edge- 
water Beach Hotel in Chicago. 

Walton R. Smith, president of 
the association, said the conven- 
tion “promises to be the largest 
and most interesting we have held 
in many years.” 

Past presidents of the associa- 
tion will be honored at this con- 
vention. 


DEALERS — SALESMANAGERS 


The COLLINS NEW AND USED CAR WIS$-U-LIZER ANSWERS ALL QUESTIONS INSTANTLY 


This is the ORIGINAL VIS-U-LIZER, a tried and proven practical device used in thousands of 


tices charge, the union alleged 
that Schick was fired for partici- 
pating in union activity. This 
charge was dropped later. 

Schick, reputedly a top Homer 
salesman for five years, had ap- 
peared as a union representative 
at the Homer hearing before the 
NLRB. 


N. Y. Drive Starts 


ae WEES, an official of Lo- 
cal 917 of the AFL Teamsters 


claimed that some 250 salesmen 
attended an initial organizational 
meeting in New York City. 

John T. Burke, local president, 
said that he had expected about 
100 men but had to move to larger 
quarters to accommodate the 250 
salesmen. However, it is known 
that the Teamsters invited several 
thousand men to the meeting. 


Burke remarked that all the 
salesmen who attended the meet- 
ing signed membership cards and 
that he will shortly notify 14 
dealers that the union represents 
100 percent of their sales force. 
Dealers in New York’s four larg- 
est boroughs are involved, he 
said. 

Burke said the union probably 
will seek uniform working condi- 
tions at the dealerships, uniform 
wage scales and uniform hours. 

+” J * 


Wis. Walkout Over 
N MILWAUKEE last week, four 
fired salesmen at Ruby Down- 
town Chevrolet were back at work 
and a 29-day strike by five other 
salesmen was ended after a settle- 
ment was reached. 


S. D. Ruby, president, said that 


|the salesmen were fired for cause 


but would be rehired subject to 
proof that they were “productive 
| salesmen.” 


Roy Lane, president of Local 
















BETTER BUYS IN 
GOVERNMENT SURPLUS 


FIRE TRUCKS 


%& "44 Mack Fire Trucks 
Equipped with 500 gallons per minute 
Hale pump, siren, blinker lights, in- 
lets and outlets, ladders. Appearance 
-* bright red with lots of chrome. 

‘ery clean. 

% ‘43 Seagraves Model 80-E... 
Equipped with 750 galion pumper, 
siren, blinker lights, inlets oe “SS 
ladders. — good, with 
lots of chrome. 

%& 2 Ford V-8s ... 

500 GPM pumps, = a _ 
hose, ladders, reels, 

*% 2 Chevrolets ... 

300 GPM pumps, fully equipped. 


Write for Photos and Full Information 


FULTON AUTO EXCHANGE 
We Specialize in Military Trucks, 
Equipment and Parts 
2235 Stewart Ave., S.W., 

FAirfax 8606 Atlanta, Ga. 





















Precision Die-Cast 
Triple chrome plated for lasti 
. Original designs. Sketc 
submitted for your approval. ow 
— as low as 100 may 
red. Choice of exclusive ee 
Siete. or standard fasteners. 


Free sample and prices on request. 


Vat de ae ee 
Phila. 45, Pa., Dept. A 


dealerships for more than twenty years. | 


A beautiful baked enamel all-steel wall cabinet, 


made in sizes to meet the requirements of all 


| 200 of the AFL Teamsters, al- 


Orlando in 


leged that the men were fired for 


dealerships, 


Mr. Dealer: 
Mr. Salesmanager: 


Let me give you the answers instantly to all your questions. 


How many New Cars in stock? Make? Model? Color? Equipment? What New Cars are in transit from factory? How 
many Used Cars in stock? How long have | had them? Are they reconditioned? How much did | spend to fix them up? 
How many Used Cars in stock over 30 days? 60 days? 90 days? Are actual reconditioning costs exceeding estimate? 
How does my Used Car turnover compare with my New Car sales? What is my dollar value in Used Car inventory? How 
many Used Cars wholesaled this month? How many junked? What Used Cars are loaned ovt? ? ? ? ? Ali these 


and many more questions are answered. 


With no obligation on your part let us send you complete information on the COLLINS NEW AND USED CAR VIS-U- 


LIZER. it costs less than one hundred dollars but will make you thousands. 


minutes daily of a clerk's time. 
DON'T DELAY — WRITE TODAY. 


Easily maintained requiring only a few 


COLLINS SALES ENGINEERING CO. DEPT N 
155 W. Congress, Room 422-24 Murphy Bidg., Detroit 26, Mich. 





joining the union and filed an 
unfair - practices charge with 
NLRB. This charge has been 
dropped. 

In another area, William Bon- 
nallo, secretary-treasurer of Local 
699 of the AFL Teamsters, has an- 
nounced that a Federal concilia- 
tor has been requested to intervene 
in a dispute between the union and 
the Grays Harbor Automobile 
Assn., near Aberdeen, Wash. 


Unionists complained that, al- 
though six meetings had been held 
since last May, the dealers’ best 
offer still called for a lower wage 
scale for salesmen than the previ- 
ous contract did. 

- 


” 

Pay Reduction OK’d 
Loe week Hayes Manufacturing 

rp., a Grand Rapids (Mich.) 
mate for Studebaker - Packard 
Corp., announced that its employes 
had agreed to a pay cut similar to 
the one accepted by Studebaker 
workers some time ago. 

Members of the Hayes union, 
Local 801 of the CIO Auto Work- 
ers, voted 323 to 156 to abolish 
their incentive bonuses. Although 
this resulted in a reduction in 
take-home pay, the amount of 
the cut was not announced. 

The agreement puts Hayes in a 
better position to bid for new busi- 
ness, according to a joint state- 
ment by Edward J. Lavalee, Hayes 
vice - president, and Kenneth J. 
Robinson, an international repre- 


sentative. 
* * m 


CIO Steel Union Reports 


$17 Million Net Worth 

PITTSBURGH.—In a report cov- 
ering the first six months of 1954, 
David J. McDonald, president of 
the CIO Steelworkers, announced 
last week that his union has a net 
worth of $17,019,332. 

This represented an increase of 
$1,260,892 over the previous six- 
month period and a gain of $4,386,- 
430 since June, 1953. The steel union 


now has 1,190,000 members in 2,700 119 SNOW ST. 


locals. 








125 Markets 


When Sears brought out its new pas- 
senger car tire, Silent Guardsman, it 
selected 125 cities for a test sales cam- 
paign to introduce it. 

New York was one, of course. So was 
Chicago. And Philadelphia and Boston. 


In the list is also Orlando, Florida. 
Why? Sears must know the answer. 


if this market is one of the nation’s 
125 in the eyes of Sears, it must be 
worth casting your eye on, too. 


Orlando Sentinel-Star 


Orlando, Florida 
Nat. Rep. Burke, Kuipers & Mahoney 

















AUTO 
TURNTABLES 


3s 
Manufactured by 
& 
Ce. 


DYKE LAN 
Stemferd 2, 
Cons. 





Steering Wheels 
Sreuears MOTORS 


PROVIDENCE, R. |. 

















NEW YORK. — In conjunction 
with the state’s new auto inspec- 
tion law, the Society of Automotive 
Service Managers has gone on rec- 
ord as favoring a law to license 
mechanics in this state. They feel 
that the proper inspection of auto- 
mobiles cannot be realized without 
setting up proper safeguards for 
the licensing of duly trained and 
qualified mechanics for the job. 

In this area, they feel the pres- 
ent loose requirements in the com- 
pulsory inspection law, which calls 
for inspection by duly qualified me- 
chanics, is not explicit enough in 
its language. 

At their most recent monthly 
meeting the Society heard a re- 
port of the activities in this area 
to date. Since the district attor- 
ney of Kings County has recently 
been conducti ng a campaign 
against “gyp mechanics,” the So- 
ciety had an interview with him, 
in which members explained 
their objectives. 

It was reported that the DA has 
shown considerable interest in the 
licensing project and promised the 

Society to cooperate in every way 
to have legislation passed, if the 
Society would undertake to draw 
up a_ set of standards which could 
apply to the licensing of mechan- 
ics, and which at the same time 
would be legally and administra- 
tively feasible. 


A committee has been appointed 


McIntosh to Head 
Dodge Ad Account 


DETROIT. Appointment of 
Lawzence R. McIntosh as executive 
vice-president and account super- 
visor onthe 
Dodge car ac- 
count in the De- 
troit office of| 
Grant Advertis- 
ing, Inc., was an- 
nounced last) 
week by Will C. 
Grant, president. 

McIntosh for- 
merly was vice- | 
Erastenss and | 
: Dodge account| 
L. B, Meintech executive in the | 
Chicago office. He joined Grant | 
four years ago in New York as} 
vice-president in charge of the; 
international division. 

In 1952, he was named assistant | 
to the president and made admin- | 
istrator of the agency’s 33 offices 
around the world. 








Ire 
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eliminate this ruthless practice on | 
the part of some of their dealers, 
radical measures may have to be 
taken by the dealers themselves 
through their various associations.” 

According to Automotive News’ 
auction samplings, 10 Chevrolets, 
five Pontiacs and a commercial 
Willys station wagon were sold. 

At the Dyer Auto Auction, Dyer, 
lll, a Pontiac Star Chief Custom 
Catalina sold for $3,265. A Chevro- 
let Bel Air four-door went for 
$2,465 and a Bel Air sport coupe 
brought $2,790. 

At the Tom Hewitt Auto Auc- 
tion, Valdosta, Ga., a Pontiac Star 
Chief four-door with Hydra-Matic 
and power steering sold for $3,130. 
Seven ’55 Chevrolets brought the 
following prices: Bel Air four-door, 
$2,654; two Bel Air two-doors, $2,- 
677 and $2,550; Delray coupe, $2,- 
525; two Two-Ten four-doors, $2,- 
425 and $2,375, and a One-Fifty 
two-door, $1,858. 

In Chicago, at the Arena Auto 
Auction, a Pontiac Star Chief 
Catalina with Hydra-Matic and 
power steering sold for $3,235. A 
Pontiac Chieftain 860 two-door 
brought $2,160. 

At the Manheim Auto Sales & 
Auction, Inc., Manheim, Pa. a 
Pontiac Star Chief Catalina, com- 
pletely equipped, went under the 
hammer at $3,260. A Chevrolet Bel 
Air two-door with Powerglide sold 
for $2,250. 

At the Denver Auto Auction, a 
1955 Willys four-wheel-drive sta- 
tion wagon sold at $2,300. 


| 
| 
| 


Managers for Licensing 


Controls on N. Y. Mechanics Believed Too Weak; 
*‘Know-Your-Car’ Course Hailed 
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to study the adoption of standards. 
It consists of men representing a 
cross-section of makes. 

Tom Miller, chairman of the edu- 
cational committee, advised the 
members of the Society that as a 
result of the success of the “know 
your car” course at City College, 
many requests for information rel- 





Port of Buffalo Busy 
As Auto Output Swells 

BUFFALO.—New automobiles 
are beginning to pour into Buf- 
-falo in lake freighters recommis- 
sioned after two months of idle- 
ness. 

When all auto carriers are put 
in service and production gets 
into high gear, it is estimated 
that 8,000 or more cars will be 
unloaded here each week for 
shipments to points east. 













ative to the extension school pro- 
gram were being received. Several 
colleges throughout the country 
are studying the results of the ex- 
periment carefully with a view to- 
ward establishing counterparts of 
this course. 

CCNY itself has plans to ex- 
pand this course into several 
units with the advent of the 
spring semester. The Society has 
been requested by radio station 
WNYC to appear on a panel 
forum to discuss automotive 
problems, the exact format of 
which has not yet been devel- 
oped. 

And finally, he reported, it has 
been decided that with the spring 
semester at CCNY, a special course 


| for ladies only will be inaugurated. 


This has been the outcome of a 


| study of the requests for informa- 


tion which have been received by 
the college, the overwhelming per- 


| centage being from women. 


This course will delve into the 
actual mechanical operation of the 
automobile, and will give instruc- 
tion in some of the elemental re- 
pairs required by an automobile. 
For this course the women will be 
furnished with a pair of overalls 
and a set of tools. 


On Freedom Tour— 


A. B. Chambers (right), owner of Cham- 
bers Motor Co. (Ford), Des Moines, was 
one of 72 U. S. leaders who inspected 
the facilities of Radio Free Europe as 
guests of the Crusade for Freedom. An- 
other automotive dealer on this trip was 
Robert S. McCollum, president of Auto 
Equipment Co., Denver. Chambers is past 
mayor of Des Moines, a past president of 
the city's Chamber of Commerce and lowa 
chairman of the Crusade. McCollum is 
president of the Denver City Council and 
Colorado chairman of the Crusade. 





YOU MAY LIVE in Paris or Pittsburgh .. . Cairo or 
Calgary ...or any whistle stop in between... but 

you’re never far from a source of Rochester Carburetors 
and parts for replacement or repair. 


ALSO MANUFACTURERS OF ROCHESTER CIGAR LIGHTERS AND GM 


A GENERAL MOTORS PRODUCT lec A UNITED MOTORS LINE 
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Tire F irms Raise 
Prices; Blame 


Higher Costs 


AKRON. — Price increases for 
tires were announced last week by 
four major manufacturers, follow- 
ing boosts ranging from 5 to 8 
percent announced earlier by Gen- 
eral Tire. 

B. F. Goodrich raised prices for 
car and farm equipment casings 
and tubes 5 percent; rayon truck 
casings, up to and including 7.50 
cross-section, 5 percent, and rayon 
truck casings, in the 8.25 through 
11 sizes, 2% percent. All truck tubes 


(and industrial pneumatic casings 


and tubes were raised 5 percent. 

Firestone’s increases also ap- 
proximate 5 percent on car and 
tractor tires and tubes. Truck-tire 
prices will be adjusted within the 
5 percent figure, the company said. 

Goodyear and U. S. Rubber an-* 
nounced similar increases. 

The rubber companies say the 
higher prices were necessitated by 
a 30 percent advance in natural- 
rubber prices and wage increases 
given last summer. 





To those concerned, this world-wide availability means 
many things... all good. To the car owner it means 
continued satisfaction with the make of car he is driving. 
To the service man it means customer confidence 

and repeat business. To the car manufacturer 

it means a greater certainty that the owner will stay 

with him when it comes time to trade. 


DIVISION OF GENERAL MOTORS, Rochester, N. Y., U.S. A. 


STEEL TUBING 
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Correspondent George Glaser Writes . . . 


Auto Letter from Europe 


ARIS.—Citroen, France’s second 
largest auto manufacturer, is 
now producing a limited number of 
cars with a new type of rear-wheel 
suspension which gives a more 
comfortable ride and still main- 
tains Citroen’s reputation for good 
road and curve-holding. 
According to people at Citroen’s 
headquarters, each rear wheel of 
this front-wheel-driven car is sus- 
pened on a torque arm. The pivot 
points of these arms are connected 


Dealers Postpone 
Idaho Conclave 


BOISE, Id. — Because of the 
forthcoming new-model showings, 
the Idaho Automobile Dealers Assn. 


has postponed its annual conven- 
tion scheduled for Nov. 19, accord- 
ing to Fisher Ellsworth, chairman 
of the convention committee. 

The convention will instead take 
place next May. 


by a torsion bar spring which keeps 
the car level and avoids excessive 
side sway. 

Looking from underneath, one 
sees a shock absorber-type de- 
vice which ends in a steel ball. 
When the wheel moves up, the 
piston moves down in the cyl- 
inder. When the wheel comes 
down, the piston moves up. 

The unit ts filled with fuid and 
in the steel ball is a gas which is 

separated from the liquid by a rub- 
ber membrane. When this gas is 
compressed, it acts as a spring. 

A small pump, driven by the en- 
gine, keeps the fluid under con- 
stant pressure. Under the hood of 
the car, which sells for about 
$2,600 FOB factory, is a fluid regu- 
lator which always keeps the car 


‘lat the same height regardless of 


the load. 


Mercedes Causes Stir 


= never had a response to any 
report as I did from my story 








LISLE SEBS: 





pull iron particles a if oil... 


PEE 





Install LISLE PLUGS as original equipment in 
transmission, rear axle and crankcase. Abrasive 
metal particles that circulate in lubricants will 
be attracted and held by the strong permanent 
magnet in the LISLE PLUG. You'll remove a 
common cause of premature wear. 


REPLACE 
ORDINARY 
PLUGS 
Anes 


BRIE 
PLUGS 


TO REMOVE 
IRON AND 


ae 5 
eV wale aS 
FROM OIL 








WRITE 
for Free 
Sample plugs 
for 

Testing. 

Just state 
size and 
type of 

Plug 
Desired 
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CLARINDA, 


IOWA 


about the new racing cars being 
built by Mercedes, the world’s old- 


est car manufacturer. Most of the|7~ ~ 


curiosity was aroused by the front- 
wheel “inboard” brakes. 

This car has an extra-light tubu- 
lar frame with the front wheels 
suspended from steering knuckles, 
closely resembling those of a front- 
wheel-driven car. 

On each side is a drive shaft 
with universal joints, which mo- 
tivates the large, inboard turbo- 
air-cooled brake drum. Between 
the drums are the backing plates 
which contain the wheel cylinders 
and the self-adjusting shoes. 

Only through this design, Mer- 

cedes claims, is it possible to get 
the lowest wheel, and therefore 
unsprung, weight. Two open-end 
tubes are connected to. torsion 
bars, providing the springs. 

aad * + 


Possible in Other Cars 


7 is reportedly the first time 
that this drastically different 
design has been incorporated in a 
car—and Mercedes never intro- 
duces anything in a racer which 
doesn’t appear later in a stock 
car. So this may be something to 
watch for in the future. 

This racer has rear-wheel drive, 
a five-speed forward transmission 
and two rear-wheel drive shafts 
for the independently sprung rear 
wheels. 

Powering the car is an eight- 
cylinder in-line engine mounted 
sideways on the chassis. This 
engine is a direct descendant eof 
the Mercedes airplane engine. 

It is liquid cooled and has a fuel- 
injection system which supplies 
each cylinder with an equal amount 
of fuel. The mixture is richer near 
the spark plug than in the rest of 
the combustion chamber. 

* * os 
Injection Is Cheaper 
AN INJECTION system is pre- 
ferred because it covers a wide 
range of revolutions, provides 
maximum economy and promotes 
high torque at low speeds. 

Carburetors wouldn’t be adequate 
because they would either have 
wide intakes with poor slow-speed 
performance, or narrow intakes 
which wouldn’t be satisfactory at 
high speeds. 

With gas injection, large-di- 
ameter intakes can be used which 


through all speed ranges. The 
300 SL sports car will soon be 
available with this injection 
method. 

Even with its new car, Mercedes 
was unable to finish better than 
fourth in the race at Silverstone, 
England. 

Mercedes fans blamed the poor 
showing on Silverstone’s rather 
slow track with its numerous 
curves which aren’t suitable for 
streamlined races with fully-cov- 
ered front wheels. 

Winner of the race was Gonzales 
in a four-cylinder Ferrari. Mike 
Hawthorne, a British Ferrari 
driver, was second. Third place was 
taken by a Maserati. 


Goodrich Making 
Nylon Tubeless 


AKRON.—Newest addition to the 
B. F. Goodrich car tire line is the 
Nylon Plus Life-Saver tubeless tire 
built with Nylon card. The new tire 
is said to be twice as Strong as an 
ordinary tire and protects against 
heat, flexing fatigue, bruises and 
moisture. 

Goodrich also says the Nylon 
Plus seals punctures permanently, 
protects against blowouts and of- 
fers maximum skid resistance with 
a tread design made up of thou- 
sands of tiny blocks of rubber. The 
Nylon Plus can be recapped many 
times. It is available in all popular 
= tire sizes in whitewall construc- 

on. 


Clark-Hopkins Moves 


PHILADELPHIA. — Clark-Hop- 
kins Equipment Corp. has moved 
to its new building in Montgom- 
eryville, Pa., near the junction of 
Routes 309 and 202. The firm dis- 
tributes materials-handling equip- 
ment. 





New Used-Car Lot in Germany— 

A modern “Used-Car Center” was recently opened in Frankfurt, Germany, by 
George von Opel. The curved, aluminum roof evenly reflects the light on the cars 
displayed. Von Opel, a descendant of the founders of the General Motors’ Opel 
factory, also operates a chain of distributorships and dealerships. 


Council Delegates Picked 
By Chrysler Dealers 


(Continued from Page 49) 


Stone, Green Bay, Wisc., and Carl- 
ton C. Ames, Manitowoc, Wisc. 


MINNEAPOLIS REGION 

MINNEAPOLIS District—William .C. 
Hirsch sr., Minneapolis, and Sid 
Kline, Minneapolis. 

DututH Districtr—W. M. Shirley, 
Duluth, and Frank Pickard, St. 
Cloud, Minn. 

Farco District — Andy Nomland, 
Grand Forks, N. D., and C. H. Cor- 
win, Fargo, N. D. 

Mankato Districtr—C. L. Fischer, 
Rochester, Minn. and M. H. 
Schreyer, Faribault, Minn. 

WaterTOwN District — Ralph E. 
Hubbard, Watertown, S. D., and 
Lars Kleppe, Aberdeen, S. D. 

Bismarck District — R. E. Mid- 
daugh, Bismarck, N. D., and R. E. 
Hardy, Beach, N. D. 


NEW ORLEANS REGION 

Baton Rovce Districr—O. E. Har- 
ing, New Orleans, La., and V. J. 
Luke, New Orleans, La. 

Mose District — C. C. Golson, 
Fort Deposit, Ala. and J. L. Rouse, 
Montgomery, Ala. 

VickssurG District—E. J. Craigo, 
Jackson, Miss., and A. G. Olcott, 
Monroe, La. 


NEW YORK REGION 

Manuatran Distgct — Eric L. 
Hoffman, New York, and Jack 
Schecter, New York. 

Brookityn District—Nat Koeppel, 
Jackson Heights, N. Y., and Stan- 
ley S. Kilburn, -Bayside, N. Y. 

Hempsteap District—H. S. Sorrell, 
Eastport, N. Y., and Isador Cohen, 
Glen Cove, N. Y. 

PLAINFIELD District — J. M. 
Kramer, Bayonne, N. J., and James 
E. Murphy, ElizabetH, N. J. 

Mipptetown Districtr—P. W. La- 
wall, Ridgewood, N. J., and L. F. 
Jacod, Englewood, N. J. 

Dansury District — Charles J. 
Haynes, Bridgport, Conn., and H. 
W. Karstens jr., Norwalk, Conn. 


OMAHA REGION 

Omana Districtr—C. A. Gamboni, 
Nebraska City, Nebr., and N. R. 
Wolke, Omaha. 

Des Mornes District — Earl N. 
Manbeck, Des Moines, and Fred 
Akerman, Ottymw. Iowa. 

GRAND "IsLaND ict — Charles 
C. Osborne gs, Nebr., and 
Paul Gelg dork, Nebr. Nebr 

Sio . J. Pasak, 
Sioux City, Iowa, and James O’Con- 
nor, Vermillion, s. D. 

Watertoo District — Hugh La- 
mont, Mechani e, Iowa, and 
C. N. Anderson, Atkley, Iowa. 


PHILADELPHIA REGION 

PuiapetPpHia Disrricr — Charles 
M. Jones, Philadelphia, and George 
Gorson, - Philadelphia. © 

ALLENTOWN District—Francis H. 
Gehman, Emmaus, Pa., and Sam- 
uel Himmelstein, Trenton, N. J. 

Harrispure Distriér — Paul H. 
Stern, Manheim, Pa., and Glenn C. 
Bream, Gettysburg, Pa. 

CampENn Districtr—James Davis, 
Moorestown, N. J., and Thomas C. 
McGee, Asbury Park, N. J. 

Wiuxes Barres Districr — H. K. 
Shearer, Williamsport, Pa, and 
Howard Isaacs, Trucksville, Pa. 

Wusminoton, Dev., District—Isa- 
dore Keil, Wilmington, Del., and 
Monroe L, Nute, Kennett Square, 
Pa. 

PITTSBURGH DISTRICT 

PrrrssurcH District — Morris 


Fried, Pittsburgh, and C. J. 
Thompson, Pittsburgh. 

A.toona District—George H. Lei- 
tenberger, Johnstown, Pa., and 
Frank H. Clemson, State College, 
Pa. 

Canton District—George P. Ma- 
loney, Canton, O., and Julius Mol- 
nar, Youngstown, O. 

CHARLESTON District — E. H. T. 
Crowder, South Charleston, West 
Va., and Paul Combs, Lewisburg, 
West Va. 

Morcantown District — Joseph 
Vizza, Belle Vernon, Pa., and C. S. 
Hallam, Washington, Pa. 

Om Crry District—T. E. Cham- 
bers, New Castle, Pa. and C. J. 
Shaffer, Butler, Pa. 


PORTLAND REGION 

Evucene District — George W. 
Stout, Oregon City, Ore., and V. C. 
May, Eugene, Ore. 

Seattte Districr — C. A. Hahn, 
Yakima, Wash., and Gordon Pow- 
ell, Seattle, Wash. 

SpoKaNE District — M. F. Broth- 
erton, Walla Walla, Wash., and 
George R. Jones, Spokane. 

Great Fatts Districtr—E. D. Addy, 
Shelby, Mont., and C. W. Geil, 
Anaconda, Mont. 


ST. LOUIS REGION 

Sr. Louis District — Ed Rippy, 
St. Louis, and L. M. Stewart, St. 
Louis. 

JEFFERSON City District — Waldo 
Mottaz, Columbia, Mo., and Wil- 
liam J. Foehr, Carthage, IIl. 

SPRINGFIELD, Mo., District — Clyde 
H. Martin, Springfield, Mo., and 
H. L. Thrower, Dexter, Mo. 

Decatur District — W. E. Starr, 
Decatur, Ill., and William L. Tay- 
lor, Springfield, Ill. 

Mr. VerRNoN Districr — Herman 
G. Wangelin, Belleville, Ill, and 
Harold L. Rixmann, Nashville, Il. 

Evansvi.e District — H. J. Ben- 
nighof, Evansville, Ind., and R. G. 
Allen, Bowling Green, Ky. 


SYRACUSE REGION 

AtBany District—Walter B. Rip- 
ley, Albany, and A. M. Hamel, 
Binghamton, N. Y. 

Utica District — Fred Wilson, 
Utica, N. Y., and William W. Wel- 
ton, Oneida, N. Y. 

Geneva District — F. L. Hunt- 
ington, Seneca Falls, N. Y., and 
Arthur C. Lohman, Rochester, N. Y. 

Burrato District — George E. 
Smith sr., Batavia, N. Y., and Ham- 
ilton Lamont, Buffalo. 


WASHINGTON REGION 
WASHINGTON Districr—C, H. Ma- 
son, Alexandria, Va., and Tom K. 
Wheeler, Washington, Dd. C. 
Bartmore Districr — Ralph P. 
Haslacker, Hagerstown, Md., and 
a Martin, Baltimore. 
LyNcHBurG District — W. C. 
Vaughan, Lynchburg, Va, and 
George H. Fulton jr., Roanoke, Va. 
RicumMonp Disrricr — Charles G. 
cKimmie, Richmond, Va., and 
Nick C. Wright, Norfolk, Va. 


Kaiser Aluminum Outlet 


OAKLAND,. Calif. — Steel & 
Aluminum Products Corp . 19001 
Glendale Ave., Detroit, has been 
appointed a distributor of alumi- 
num sheet, plate, rod, bar and wire 
produced by Kaiser Aluminum & 
Chemical Corp. 











Texans Asked to Unite 


In Licensing Push 


FORT WORTH. — Texas’ used- 
car dealers went home from their 
10th annual convention to ponder 
a suggestion that they sponsor a 
state dealers’ licensing law. 


The proposal was outlined to 
members of the Texas Independent 
Automobile Dealers Assn. by E. J. 
Pennington, president of the Texas 
Automotive Dealers Assn., the 
franchised dealer group. 


Pennington reported that 
TADA indorsed the licensing pro- 
posal at its recent convention. 
Suggested provisions call for a 
$35 annual license fee for new-car 

dealers and $25 for used-car deal- 
ers. In addition, the plan would | 


| groups to meet for further discus 
sion before the year’s end. 


TIADA members pointed to 
Pennington’s visit as indicative 
of closer cooperation between 
new and used-car dealers in the 
state. Meetings on the local level 
have been held jointly in several 
Texas cities. 

As Tom Blundell, general mana- 
ger of TIADA, put it, “We're go- 
ing down the road together, so why 
shouldn’t we cooperate?” 


Indicative of general good busi- 
ness was the record registration of 
| 350 at the convention. Most attend- 
|}ing dealers brought their wives. 
Dealers reported improved busi- 
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require a $10,000 surety bond for| "ess and traced much of the im- 
each dealer. Such a law would re-| Provement to drought-easing rains 











quire out-of-state dealers to obtain 
a license before selling in Texas, 
would curb bootlegging, and would 
prohibit selling of an ‘undriven’ 
car by an independent dealer who 
represented it as “new.” 


No official action was taken by 
TIADA, since there had been little 
discussion of the proposal. How- 
ever, plans were made for legisla- 
tive committees of the two dealer 


ATA Convention 


Urges Separate 
Bureau in ICC 


in vast west Texas. Improved busi- 
ness in the hinterlands, one dealer 
noted, helps in the larger cities 
since nonfranchised dealers in the 
smaller towns must buy their stock 
| there. 
Prices generally have been firm, 

| dealers said, and used-car prices 

have settled into a more proper 
relation to those for new cars. 
| Ray Williams, Fort Worth, was 
| elected TIADA president to suc- 
ceed Clyde Cox, Tyler. Other offi- 
cers are: J. M. Vickers, Houston; 
| J. B. Patterson, Amarillo, and C. B. 
Stovall, Abilene, vice - presidents; 
O. W. Conditt, Fort Worth, secre- 
tary, and George Karlen, 
treasurer. 

Regional vice-presidents are: T. 


Tubeless-Tire Powwow for Dealers— 


A B. F. Goodrich service meeting for Washington County (Pa.) dealers and service 
personnel acquaints the group with procedures involving tubeless tires. Similar meet- 
ings have been held in other parts of the country in conjunction with the introduction 
by Goodrich of its Safetyliner, which will be standard equipment on a number of 


1955 cars. 





| DENVER.—The Denver Automo- 
| bile Dealers Assn. at a city council | 
| hearing last week protested ex-| 


|light repair facilities from large | 
|}community shopping centers by a) 


NEW YORK. — The American | Gibson, Tyler, R. W. Cosnahan, | "€W proposed zoning ordinance. 


Trucking Assns. asked for the for- 
mation of a separate Bureau of 


Motor Carriers within the Inter- 


state Commerce Commission at its 
final convention session here. 


The resolution said that regula- | 


tion of the thousands of motor car- 


riers and the rendering of staff as- | 


sistance to the commission should 
remain with experts in highway 
transportation. 

The resolution contended that 
numerous complaints from the field 
clearly indicated that enforcement 
had deteriorated, but that the 
trucking industry could be counted 
on to continue supporting ICC if 
regulations be “realistically, effec- 
tively and promptly administered.” 

The resolution directed the ATA 
staff to “continue to take all neces- 


sary measures, including the intro- | 
duction and furtherance of appro- | 


priate legislation if necessary,” to 
insure maintenance of a separate 
bureau. 

Following the election of Neil J. 
Curry as president, the ATA dele- 
gates elected C. J. Williams, Mil- 
waukee, as first vice-president. 


Other officers include A. E. Cud-| 


lipp, second vice-president; Rich- 
ard A. Moran, third vice-president, 
and R. C. Williams, fourth vice- 
president. John M. Akers 


| Houston; Johnnie Geary, Fort 


Ira Rothgerber, attorney repre- | 


Zoning Irks Denverites 


Proposed Ban on Shopping-Center Showrooms 
Fought as Inequity to Dealers 


dustry “felt discriminated against” 
in having its facilities kept out of 
the new B-3 zone, reserved for 


Dallas, |Clusion of car sales, service and| large community shopping centers 


with ample off-street parking 
space. 

The new ordinance, scheduled 
for passage by Jan. 1, was de- 
signed to shape the city’s resi- 
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Obituaries 


J. Lester Dryden, 
Head of Long Mfg. 

DETROIT. — J. Lester Dryden, 
72, chairman of the Long Mfg. divi- 
sion of Borg-Warner Corp., died 
Oct. 30 following a coronary attack. 

Mr. Dryden became treasurer of 
Long Mfg. in 1912, soon advanced 
to general manager, and.a few 
years later was elected president. 

He retained that office until 1953 
when he was elected chairman of 
the board. 

Mr. Dryden is credited with in- 
troducing the first automotive 
grilles as well as the final develop- 
ment and manufacture by Long of 
the single-disc clutch. 


Wilbur Shaw, 51, 
Speedway Head 


INDIANAPOLIS.—Wilbur Shaw, 
president of the Indianapolis Motor 
Speedway and three-time winner 
of the 500-mile race, was killed 
Oct. 30 in a plane crash near De- 
catur, Ind., while returning home 
from a visit to the Chrysler prov- 
|ing ground at Chelsea, Mich. 
| Mr. Shaw, 51, won the Indian- 
apolis races in 1937, 1939 and 
| 1940, surviving several racing ac- 
|cidents. He became president of 
| the Speedway in 1945. 
| * x 2 
|\Vaughn Bell, Manager 
Of Goodyear Fleet Sales 


| AKRON. — Vaughn Y. Bell, 59, 
| manager of fleet sales and service 
|for Goodyear Tire & Rubber Co., 
| who had been associated with the 
firm for more than 30 years, died 
| Oct. 28 while attending the Ameri- 
|can Trucking Assns. convention in 





| Worth, and H. C. Poindexter, Lub- senting Matt Skorey, Denver Pack- | 
| bock. Conditt and Percy Henry, | #'d dealer, and the dealer organi-| 
Houston, were named to represent zation, declared the automotive in- | 
ship is at the highest point in the 
association’s 10-year history. 
Dri C 
| tion as spokesman for the used-car river Uourses 
| dealers by its successful efforts to CHEYENNE, Wyo. — (UTPS) — 
| pressive laws and regulations. car dealers for their contributions 
— | to high school driver courses. 
Wyoming Auto Dealers Assn. He 
| said the dealers contributed 19 au- 
| 7 
In Richm | 
R c ond dents were provided behind-the- | 
RICHMOND, Va. — The annual wheel training. 
| (Nov. 8) at the John Marshall Ho- of the 34 Wyoming high schools 
|tel with an Old Timers breakfast | had classroom and student driving 


| Texas in the national association. 
19 Wyo. Dealers 
In addition, he pointed out that | 
|keep sales practices on a high| Highway safety certificates have | 
. 2 oie The awards were announced by 
Virginia Dealers 
| tomobiles valued at $33,000 to the 
| convention of the Automotive Trade “As a direct result of the auto 
| and a business session featuring an | lessons during the last school term.” | 














Blundell reported that member- 
es e * 

Cited for Aiding 

| TIADA has earned official recogni- 

| plane and by its resistance to op-| been awarded to 19 Wyoming new- 
| William F. DeVere, secretary of the | 

. 

‘Start Convention 
|driver courses, in which 886 stu-| 

Assn. of Virginia continues today | dealer donations,” DeVere said, “26 


: . |New York. 
dential, commercial and indus- | ; 
trial growth on orderly lines for | Mr. Bell had taken an important 


the next 20 years. | role in the campaign to promote 
Rothgerber appeared at a hear- | #dequate highways and was an ar- 
ing in council chambers scheduled |4ent supporter of PAR (Project 


for citizens to express their opin- | Adequate Roads). 


ions regarding the proposed law. | 


* * ® 
Selling automobiles is “not obnoxi-| Harry FE. Wi 8l 
ous business” and is little different y ilcox, 81, 


from selling other goods, Roth-| Minneapolis Pioneer 
gerber said. | MINNEAPOLIS.—Harry E. Wil- 


“It seems to make sense” to have | cox, who managed Minneapolis 


'@ place where shoppers can have; auto shows for years and who. first 


their cars serviced and can look at | drove a car from Chicago to Min- 

new models without gumming up| neapolis, is dead at 81. 

the already congested areas, he! Mr. Wilcox organized H. E. Wil- 

stated. |cox Motor Co. in 1904 and served 
As the law now stands, deal- |as president of the firm, which 

erships will be limited to Colfax (later became Wilcox Trux Co., un- 

Ave., Broadway and other small, | tj] it was bought out by General 

isolated areas, he said. Dealers do | Motors in 1927. The company made 

not want to perform “noisy” or some of the first buses used by 

“smelly” services in shopping | Northland Greyhound Lines. 

center zones, he further said. | © ieee 

Other objectionable features such Jeacah Diewewhers 

as “glittering lights and signs” | GRAND —. po ar ose Diepen- 


could be controlled by other re- | horst, 56, a member of the Grand Rapids 
Used Car Dealers Assn. and a used-car 


| address by Vince Baker, sales lec- | 


turer. 

Dealer line meetings and a thea- 
| ter party opened the activities yes- 
| terday. 

Other speakers today will be 
James E. Gheen and Dr. James L. 


was | Brakefield. An afternoon panel will | Bridger 


Receiving the safety awards from 
|the highway patrol were: Tyrrel 
Chevrolet Co., Cheyenne; Buffalo 
|Motor, Buffalo, Webster Chev- 
| rolet, Cody; Horne Chevrolet, 
| Evanston; Core Chevrolet, Grey- 
bull; Baker Motor, Laramie; 
Valley Motors, Lyman; 


named treasurer, and Chester G. discuss the topic, “How Much for | McGee-Murphy, Inc., Rawlins; Riv- | 


Moore was reelected secretary. 
Regional vice-presidents include 


| My Car?” 
Tomorrow’s speakers include 


erton Motor, Riverton. 


Utzinger Chevrolet, Rock 


B. M. Seymour, E. Ward King,| Walter M. Kiplinger, of NADA; | Springs; Gorman Chevrolet, Guern- 
Barney Cushman and George Estes. | Col. Charles W. Woodson, State po-| sey; Pringle Motor, Upton; Mark- | 


Eight newly created vice-presi- 


|lice superintendent, and M. R. 


ers, Inc., Wheatland; Livingston 


dents-at-large are L. B. Brown, | Darlington, managing director of | Chevrolet, Jackson; Wirthlin Ford 


W. H. Boutell, Clarence W. Fin- 
kle, Harry L. Gormley, Kenneth 


Humphrey, J. Alber Kramer, John 
McDonald and Stuart Moore. 





Showing ' 


55 Chevrolet's Rear-End Treatment— 


| the Inter-Industry Highway Safety 
| Committee. 

| Luncheon speaker will be Rich- 
ard Harkness, radio commentator. 





The “square” look of the trunk is emphasized in this view. Note the opened door, 
which illustrates the interior treatment in the Bel Air sport coupe. 





Sales, Afton; Basin Motor, Basin; | 
Nolan Chevrolet, Casper; C. Y. 
Westbrook, Sheridan, and Cline- 
Wolfe Motors, Lusk. 


Smog Control 
Catalytic Muffler for Diesels 
Combats Fumes 





LOS ANGELES. — A catalytic 
muffler for four-cycle diesel en- 
gines has been developed by Dr. 
Eugene Houdry, whose smog-con- 
trol muffler for autos has been 
undergoing tests here. 

Houdry’s Oxy -Catalyst exhaust 
attachment is designed to eliminate 
carbon monoxide fumes and odors 
from lift trucks and other internal 
combustion engines using white 
gasoline. The device is said to 
assure safety for employes, in- 
crease efficiency and give 2,000 to 
5,000 trouble-free hours of opera- 
tion. 

Mifran Co., Los Angeles, is south- 
ern California distributor of Oxy- 
Catalyst. 


quirements such as “enclosures,” 
he pointed out. 

George Nez, assistant director of 
city planning, said there already 
was adequate room for auto busi- 
nesses. New and used-car sales 
light and heavy service and re- 
pairs had to be lumped into the 
same classification, he said, to 


maintain uniform desirable busi- 
nesses in the centers surrounded by 
residential areas. 

Some types are “door openers” 
for all other types connected with 
the auto business, Nez said. 





Chevrolet Cited— 


W. E. Fish (left), general sales manager 
of Chevrolet, receives a plaque from 
M. W. Fletcher, assistant manager of the 
Traffic Safety Assn. of Detroit, in recogni- 
tion of Chevrolet's contributions to safety, 
especially its movie releases, service pro- 
grams and sponsorship of the Soap Box 
Derby. 


dealer here for 20 years, died from a heart 
attack while attending a car auction in 


Coopersville. 
* * * 


| 
Leo Rodenfels 
COLUMBUS, O. -- Leo Rodenfeis, 665, 
an auto dealer here for 40 years, died Nov. 
1. He operated Rodenfels Chevrolet Co 
with his son. Mr. Rodenfels had been a 
victim of multiple sclerosis for 25 years. 
© a * 


Ray Orendorff Milner 
KANSAS CITY. -—- Ray Orendorff Milner, 
68, former head of Milner Motor Oo., is 
dead. He retired about three years ago. 
* * * 


Charles J. Schaffer 
VICKSBURG, Miss. Charies J. Schaffer, 
who formerly was part-owner of a Ford 
dealership here, died Oct. 16 after a brief 
illness at the age of 76. Recently he has 
been in the accounting business. 
* * * 


James A. Swayne 

HATTIESBURG, Miss. — James A. 
Swayne, a retired auto dealer, died Oct. 
18 at a hospital here. He was 74. Mr. 
Swayne founded a Dodge dealership in 
Hattiesburg in 1016 and operated it until! 
1929. He became a DeSoto-Plymouth dealer 
in 1933 and retired 10 years later because 


of illness. 
* * * 


A. B. Clements 
DURANT, Miss.—-A. B. Clements, 72, 
an auto dealer here for 37 years, died 
Oct. 24. He was one of the first Chevrolet 
dealers in the South. 
* * * 


Louis G. Sieve 
CINCINNATI.—Louis G. Sieve, 81, auto 
dealer in Price Hill for 31 years, died Oct. 
27. Mr. Sieve founded Sieve & Lange Co. 
(Dodge-Plymouth), which he sold two years 
ago. 


* * * 


Ledru C. Hinkle 
KANSAS CITY. — Ledru C. Hinkle, 85, 
pioneer auto salesman, died Oct. 30. He 
became a salesman in 1908 for Kirkland 
Motor Co., and later worked for the Over- 
land company and then for Greenlease Mo- 
tor Co. (Cadillac-Oldsmobile). 
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Car, Truck Output Estimates 
By Automotive News 
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Week Week Jan. 1 dan, 1 
Ended Same Ended Total, te te 
Nev, 6, Week, Oct. 30, Oct... Nov. 7, Nov. 6, 
1954 1963* 1954* 1954* 1953* 1964* 
AMERICAN MOTORS 1,660 3,842 2,386 9,250 191,354 85,518 
EIN bilo Deicke <rigdceoztnacv’ -Sesonsas 1,531 899 3,470 69,113 28,026 
IRs idants Lives icathicibeaveneys 1,660 2,311 1,487 5,780 122,241 57,492 
OHRYSLER CORP. ... 14,100 24,114 12,985 31,067 1,095,132 506,127 
Obrysler ooo... 2,100 3,077 2,113 4,998 140,889 73,875 
DeSOto ooieccccccccccccsveeen 1,350 2,872 1,347 2,936 111,000 50,669 
SG diigo ayeeints 4,750 5,687 3,418 8,265 265,595 98,884 
Plymouth .................... 5,400 12,478 6,107 14,868 577,648 282,699 
FORD MOTOR ........... 18,830 38,995 7,020 41,552 1,350,748 1,401,308 
eas 17,200 27,081 6,275 30,419 1,038,526 1,147,738 
BI dh cocsesscoxpaptenchests ia 589 ©6:1,227 Ss «35,195 += 31,610 
MEPOUTY ooo eccccccccccs 950 6,964 156 9,906 277,027 221,960 
GENERAL MOTORS . 56,910 51,511 42,537 143,188 2,553,873 2,351,088 
MN dic dicctesescdivesscsosk 9,000 10,261 17 14,637 464,088 439,690 
Caditae ooo. 1,880 2,468 . 820 3,370 92,210 99,364 
Chevrolet ................... 30,000 27,1387 30,312 72,433 1,339,166 1,156,168 
Oldsmobile ................ 6,730 5,880 99 20,968 290,367 360,831 
EE csixdndscssssnseepevene 9,300 5,765 11,289 31,780 368,042 295,035 
KAISER MOTORS 120 187 15 274 61,605 15,448 
IN 5k coc obibicdesdiyies vdu,\\buteoesbas 187 sds ale 21,113 5,803 
Willys ooo OR 22. 15 274 40,492 =—-_-9,645 
S-P CORP. 3,440 3,153 3,646 11,327 241,258 94,817 
ha, cela |. getnedits -i< aeaeiebeas: . — savelapite eb Meaeere 15,227 25,251 
Studebaker 8,440 3,153 3,646 11,327 166,031 69,566 
Total Cars, U. S 95,060 116,802 68,649 236,658 5,493,970 4,454,306 
*Revised ‘ 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended Total, to te 
Nov. 6, Week, Oct. 30, Oct., Nov. 7, Nov. 6, 
1954 1953* 1954* 1954* 1953* 1954* 
CHEVROLET 4,900 178 6,455 23,083 308,786 281,413 
DIAMOND T 5 161 16 258 7,348 2,899 
he aR RE aS ag RR a 34 162 2,508 2,539 
DODGE ........... i 2,100 2,078 2,095 8,904 90,088 79,033 
PEPE so acsececccsescccccse  cocteens 72 cake ®) aetie 1,959 2,049 
FORD .................. 5,900 6,701 4,185 7,319 277,910 242,397 
ae ate, 1,260 372 «1,827 s«5,125 = 98,088 + —-65,937 
INTERNATIONAL . 1,605 1,929 1,605 5,992 105,647 79,999 
II» caedhovcossacesiveses 170 208 233 714 10,093 5,854 
TE nash icoasedaéein ete 100 306 98 279 13,873 6,535 
STUDEBAKER .... 600 19 621 2,216 31,367 12,476 
RUMI ooeec..ccecccvessesconsee 225 207 226 915 12,361 9,077 
WILLYS i a aa OE sisted 1,858 8,147 74,585 62,289 
MISCELLANEOUS 80 240 81 291 12,684 4,149 
Total Trucks, U. S..... 19,030 12,471 18,894 63,265 1,047,247 856,646 
Total Cars, Trucks, 
BIR sista sav cadubdisabvini 114,090 129,273 87,543 299,923 6,541,217 5,310,952 
Total Cars, Trucks, 
IR, Tpcnia.h n> yoiahe ote 3,450 4,665 3,356 11,789 411,861 310,641 
Grand Total, 


Cars and trucks, 


U. S. and Canada .117,540 133,938 90,899 311,712 6,953,078 5,621,593 


% includes Autocar, Corbi 


Drive, Sterling, Nash, etc. 


» Marmon H., Brockway, Four-Wheel 


N.B.: All U. S. totals include cars and trucks for military orders. 





Olds Ending Best Year, 


Sees New Peak in °55 


(Continued from Page 2) 


that 95 percent of the division's 
dealers made what he called 
“good” money during the year. 
* * * 
NOV. 2, dealers had 3,000 
1954 cars in stock, a three-day 
supply. That indicates that the 
average dealer will be out of cars 
for 14 days before the new models 
go on display Nov. 19. 

Taking note of overproduction 
charges from some sources, Wol- 
fram said that Oldsmobile is not 
interested in production records 
for the sake of records. 

He asserted that production is 

geared to dealer demand; that no 


Auto Stocks 


Nov, Oct. 1954 





3 27 High Low 

Am. Mtrs. 10 10% 144% 10 

r 66 65% 70 56% 
GM . 91% 91% 94% 58% 
Kaiser 1% 2 2% 1% 
S-P 12% 12% 18% 11% 
Average 36.30 36.27 
. Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 





dealer will be loaded with unwar- 
ranted inventories. 
* * * 
OBILE will shoot for 
more than 8 percent of indus- 
try sales in 1955, which is a bit 
higher than its present share. Ad- 
vertising will be heaviest in the di- 
vision’s history, he said. 

Oldsmobile has moved upward, 
Wolfram said, by giving the cus- 
tomer what he wants in product, 
service and merchandising. Its con- 
tinuing survey of new-car owners 
is paying off, he added. 

The division also puts empha- 
sis on teamwork among the en- 
gineering, manufacturing and 
merchandising divisions as well 
as between factory and dealers, 
Wolfram pointed out. 
Communications with dealers are 
maintained through quarterly 
dealer councils and roundtable ses- 
sions held in the field by G. R. 
Jones, general sales manager, as 
well as through the field staff. 

Touching on the bootleg-car situ- 
ation, Wolfram said that Oldsmo- 
bile’s position was improved start- 
ing in the spring through better 
distribution. 
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Best November in History? .. . 





Overtime Ups Output 
Of New Models 


(Continued from Page 1) 


second shift, reportedly the first 
time in its 52-year history that 
it has used two shifts on its car 
final-assembly line. 

Two days later Plymouth added 
a second shift, though results of it 
will be slow since snags have been 
encountered in getting volume on 
1955 models. 


Last week’s big boost in car out- 
put resulted from the return to 
production of Oldsmobile and Buick 
and the quickened pace at Ford 
division, Dodge and Cadillac. All 
are expected to post further gains 
this week. : 

* * * 
UDSON, which now is moving 
its assembly operations to Ken- 
osha, Wis., will produce no cars 
until both Nash and Hudson begin 
producing 1955 models next month. 

Packard, down since Nov. 10 
to allow the moving of its lines 
to another Detroit plant, is ex- 
pected to begin pilot production 
next Monday (Nov. 15), with full 
output to begin a week later. 

Now back in full production, 
Chevrolet last week passed Ford 
division as the year’s top producer, 
by a margin of some 8,000 cars (see 
accompanying table). 

* * * 
= change in position 
puts Pontiac in fifth place, 
dropping Plymouth to sixth. Buick 
continues in third place and Olds- 
mobile in fourth. 


Last year at this time the order 
was: Chevrolet, Ford, Plymouth, 
Buick, Pontiac and Oldsmobile. 


So far this year U. S. makers 
have produced 4,454,306 cars and 
$56,646 trucks, declines of 18.9 
percent and 18.2 percent, respec- 
tively, from the like 1953 period. 
Last week the declines were 19.1 


percent for cars and 19.3 for 


trucks. 

Truck output last week remained 
steady, despite a lower schedule at 
Chevrolet. Ford increased its rate, 
making up the difference. 

Diveo, down all last week for in- 








2 L-O-F Divisions 
Plan to Integrate 
With Glass Fibers 


TOLEDO.—A plan for uniting 
the Fiber Glass and Corrulux divi- 
sions of Libbey-Owens-Ford and 
the business and assets of Glass 
Fibers, Inc., into a well-integrated 
new organization to be known as 
Glass Fibers Corp., was announced 
jointly Thursday by John D. Big- 
gers, chairman of L-O-F and Ran- 
dolph H. Barnard, president of 
Glass Fibers. 

The plan will be submitted to the 
shareholders of Glass Fibers, Inc., 
for approval at an early date. 

The new company will have five 
manufacturing plants in four 
states with more than 1,500 em- 
ployes and a potential production 
capacity of $25,000,000 annually. 

Biggers and Barnard stated that 
they believe this new development 
is very favorable for both com- 
panies, their shareholders, em- 
ployes and customers. 


Auto Credit Rises 
$30 Million to 
Top $10.1 Billion 


WASHINGTON. — Consumer in- 
stallment credit outstanding was 
estimated at $21,340,000,000 at the 
end of September, including $10,- 
171,000,000 in auto credit, accord- 
ing to the Federal Reserve System. 

This was an overall increase of 
$30 million over August and $13 
million for auto paper. Compared 
with September, 1953, however, au- 
to paper outstanding showed a de- 
cline of $378 million. 











ventory, resumes operations today 
(Nov. 8). 
* * + 
Canadian Output 
Cs production rose 
slightly last week to 3,450 cars 

and trucks from the previous 
week’s 3,356. 

Ford Motor continues to be 
tied up by a strike. 

So far this year, Canadian mak- 


ers have produced 310,641 cars and | 


trucks, a 24.6 percent decline from 
the comparable period last year. 
* + * 


Willys Produces First 


Of Its 1955 Cars 


TOLEDO. — Kaiser-Willys last 
Wednesday (Nov. 3) produced its 


first 1955 car, a Willys four-door | 


sedan. 

Other models will go into pro- 
duction later this month and 
early December, a K-W spokesman 


in | 


| said The new cars will be intr«- 





duced publicly about the first cf 
the year, he added. 
K-W halted output of cars for 
domestic use on June 30. 
Output of 1955 commercial veh: - 
cles was started two months ago. 
* * * 


U.S. Car Output 


Production through Nov. 6: 





1954 Pos. Make 1953 Pos 
1—1,156,168 Chev. 1,339,166— 1 
2—1,147,738 Ford 1,038,526— 2 
3— 489,690 Buick 464,088— 4 
4— 360,831 Olds. 290,367— 6 
5— 295,035 Pontiac 368,042— 5 
6— 282,699 Plym. 577,648— 3 
J— 221,960 Merc. 277,027— 7 
8— 99,364 Cadillac 92,210—13 
9— 98,884 Dodge  265,595— & 
10— 73,875 Chrys. 140,889—10 
1l— 69,566 Stude. 166,031— 9 
12— 57,492 Nash 122,241—11 
13— 50,669 DeSoto 111,000—12 
14— 31,610 Lincoln 35,195—17 
15— 28,026 Hudson 69,113—15 
16— 25,251 Packard 75,227—14 
1j— 9,645 Willys 40,492—16 
1k— 5,803 Kaiser 21,113—18 

Total All Makes 
4,454,306 5,493,970 
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HELP WANTED 


TRAVELING AUDITOR AND business 
manager combined. Preferably with mo- 
tor holding or motor accounting experi- 
ence. Travel nationally for retail auto- 
motive management corporation. For 
right man this organization presents 
future opportunity to manage a retail 
operation with purchase options. Give 
complete history and photograph. Con- 
fidential. Box 4262, c/o Automotive 
News, Detroit 26. 


CAR SALESMAN WANTED 


Interested only in a man who has earned 
jood salary and is interested in living in 
Black Hills. Within age of 27 to 42 years. 
OUR FACILITIES FOR SELLING CARS 
AND TRUCKS ARE A-!| IN BOTH NEW 
AND USED. 

We have a large trade area and register 
@ good percent of DODGE and 
PLYMOUTH cars and trucks. 

Write or call for information or appoint- 
ment. 


EDDIE'S SALES & SERVICE 
DEADWOOD & SPEARFISH, 
SOUTH DAKOTA 
Dodge and Plymouth Agency 
Phone — 178 E. H. Rypkema, Prop. 


TOP FLIGHT SERVICE manager to take 
complete charge of service department 
including body shop. Must be sober, ag- 
gressive. Salary and bonus set-up. Earn- 
ings unlimited. Must have General Motors 
background. Oldsmobile experience pre- 
ferred. In reply please state age, experi- 
ence, references. All replies strictly con- 
fidential. Box 4277, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER BY GM metropolitan 
Philadelphia dealer. Real top-flight posi- 
tion available for a man capable of com- 
plete supervision of entire service and 
parts departments. Must be thoroughly 
experienced and have the know-how to 
handle men, build business and operate 
profitably. Our man could be an ex-dealer 
who secured his satisfaction from this 
end of his business. Box 4275, c/o Auto- 
motive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





- - Classified Want Ads i a 


= 


FOR RATES, ETC., SEE NEXT PAGEum | 


HELP WANTED 


35-45, MARRIED, CAPABLE of setting up 
used car department and supervising 
same. Capable of hiring and training 
used car sales force. Report direct to 
executive vice-president large N. J. Lin- 
coln-Mercury dealer not now retailing 
used cars, but with high volume new 
cars. Finest physical layout in entire 
area. Agency beautifully financed. Must 
move into area. All replies held confi- 
dential, but will be answered. Adequate 
salary plus incentive. Handle only used 
cars desired. No force from new car de- 
partment. Box 4278, c/o Automotive 
News, Detroit 26. 


NEW CAR SALES MANAGER. Must be a 
man who lives and loves the business of 
selling and directing the selling of auto- 
mobiles. Experienced in building and 
holding a solid sales organization. Will 
work with used car sales manager. This 
opening is urgent and opportunity abun- 
dant in a fast moving General Motors 
dealership located in Philadelphia. Box 
4276, c/o Automotive News, Detroit 26. 


WANTED — SERVICE MANAGER. One 
familiar with all phases of service. Must 
be energetic and customer relationship 
conscious. We are a _ Lincoln-Mercury 
dealer handling approximately 300 new 
cars per year. This is a good opportunity 
for the right man. Write Box 4293, c/o 
Automotive News, Detroit 26. 


SALES MANAGER. Business minded as 
service director. Mechanical knowledge 
not necessary but able to conclude mat- 
ters. Large Buick dealer suburban New 
York area. Box 4272, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 





GENERAL OR SALES MANAGER. Have 
sold my dealership and will be available 
on or about Dec. 1. 24 years’ well- 
rounded experience in automotive busi- 
ness. Pre-war experience with GM as 
service and used car manager; factory 
wholesale and district manager for 3 
years; very successfully owned and op- 
erated dealership since 1948. Married, 
44 years of age. Can relocate, preferably 
eastern or central U. 8S. Will accept the 
challenge of building strong dealership 
May consider purchase or part interest 
eventually. Best of references from fac- 
tory, previous employers, dealers and 
leading finance companies. Will commute 
for personal interview. Salary and com- 
pensation open. Box 4280, c/o Automotive 
News, Detroit 26. 


FORMER SUCCESSFUL DEALER with ex- 
tensive management and sales develop- 
ment experience in both small and large 
operations. Interested in management 
deal on percentage of profits. Will make 
investment later if desirable. Box 4279 
c/o Autormotive News, Detroit 26. 


MANAGER—NEW CAR manager or office 
manager. Thirteen years’ pre-war and 
post-war with Chevrolet dealerships in 
Miami. Can handle entire operation or # 
618 Mc 

64-911 or 


department. 
Rorie, Lakeland, 
67-741.) 


‘GENERAL MANAGER- SALES manager 
team (2). Optimistic, young, qualified 
We know how to earn profits for a dea!- 
er in today’s market. Will accept low 
drawings against percent of profits dea! 
or buy in on a complete managemen 
basis. Box 4281, c/o Automotive News 
Detroit 26. 


WILL BE INTERESTED any size deale: 
in need of a manager or used car man 
ager. Fifteen years’ experience willing t 
prove my ability. V. V. Haifiley, 71° 
Runion Ave., Fort Wayne, Ind. 


Chester Edwards, 
Fla. (Tel. 
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POSITION WANTED 


ES MANAGER, THIRTY-FIVE years 
i, married, college graduate, ten years 
th ‘“‘Big Two"’ agency. Excellent 
+ ,owledge of new cars, used cars, trucks, 
id parts. Can furnish highest references. 
Consistently among four highest sales- 
men in eastern district. Box 4282, c/o 
Automotive News, Detroit 26. 


AS-ISTANT GENERAL MANAGER, group 
1 dealership, desires responsible position 

» with progressive factory or dealer. Com- 
pletely familiar with all departments. 27, 
alert, dignified, and poised. Finest char- 
acter, ability, financial and personality 
references. Business administration de- 
gree. Veteran, motor transport mainte- 
nance officer. Family ready to relocaie. 
Present position offers no further ad- 
vancement. Box 4283, c/o Automotive 
News, Detroit 26. 


SALES MANAGER — COMPLETE charge 
Pontiac dealership last five years. Oper- 





ated my own used car business for seven | 
Experienced in volume operation. | - 


years. 
metropolitan area. Sales training, adver- 


tising, developer of men and volume pro- | 
Desires association "| 


ducing methods. 
progressive company. Compensation on 
accomplishment basis. Single, can relo- 
cate easily. Write to Box 4284, c/o Au- 
tomotive News, Detroit 26. 


CAPABLE, HIGHLY EXPERIENCED, ex- 
dealer, age 42, university graduate seeks 
management, active interest or partner- 
ship in one of ‘‘Big Three’’ agencies. 
Must be sound proposition. Replies held 
in strictest confidence. Box 4285, c/o 
Automotive News, Detroit 26. 


NOW AVAILABLE. DO YOU, Mr. Dealer 
around Chicago, want a right hand man 
to share the burden. 30 years’ in every 
conceivable phase of the business under 
all sorts of economic conditions. Age 50 
with mature judgment. Box 4286, c/o 
Automotive News, Detroit 26. 


USED CAR MANAGER or owner assistant. 
Over 15 years experience, can cope protit- 
wise in today’s market, presently em- 
ployed, willing to relocate after 30, 60 
or 90 day trial. Contact Alex Silverstein, 
1643 Northwvod Drive, Cincinnati 37, 
Ohio or phone Poplar 2157. 


AUTOMOTIVE TECHNICIAN. Young and 
ambitious with very good background in 
service. Desires position as service sales- 
man, Reply Box 4294, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE, handling Lin- 
coln-Mercury. Midwest city 30,000; trade 
territory, agricultural and industrial to- 
tal 120,000. Gross sales 1954 exceeded 
$1,300,000. Service department will gross 
$100,000. Will deliver 225 1954 models 
and 700 used cars. Good net profit each 
year. Modern building, large beautiful 
showroom, paved used car lot adjoining, 
ample parking, ten-year lease. No ac- 
counts receivable; no used cars to buy. 
$35,000 for shop equipment, otfiice equip- 
ment, signs, parts and accessories, no 
dead stock. A reai opportunity. Deal di- 
rect with owners; one partner going into 
army soon. Box 4271, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE, now han- 
dling Lincoln-Mercury approximately 300 
uuits per year. Certified inventory of 
parts and shop equipment furnished. Lo- 
cated 60 miles from Detroit. $27,000- 
$30,000 will handle package. Box 4273, 
c/o Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING DeSotu, 
Plymouth, located in northeastern Ohio 
in small town, population about 3,500. 
Two banks, theatres, four small facto- 
ries, ideal for family man. A once in a 
lifetime opportunity. Owner has other in- 
terests. Will sell complete for $24,000 or 
$8,000 cash, balance at 5%. Will person- 
ally finance or rent at $100 per month. 
Price complete, property, building, stock, 
equipment. Building, 5 years old. Will ac- 
cept real estate in trade. Box 4258, e/e' 
Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING Ford in 
midwest. 17,000 population in heart of 
very rich agricultural section and small 
diversified industry. Excellent community 
to live. 250 to 300 car potential and 6u 
to 100 trucks. Located in center of town. 
Will lease building. Must have factory 
approval. Box 4227, c/o Automotive 
News, Detroit 26. 


FLORIDA EAST COAST. Smail 
handling Pontiac. No accounts receivable 





or used cars. Excellent customer labor, | 


modern equipment. Don’t waste my time 
or yours unless you are financially re- 
sponsible and can qualify. $18,500 will 
handle entire operation. Health reason 
for selling. Box 4292, c/o Automotive 
News, Detroit 26. 


DEALERSHIP NOW HANDLING Stude- | 


baker in one of Long Island's leading 
communities. 200 car deal established 18 
years. Excellent following, reputation. 
Profitable, worth-while to own. Factory 


approval necessary. Box 4289, c/o Auto- 


motive News, Detroit 26. 


DEALERSHIP HANDLING Studebaker, 
established over 16 years. Located in 
suburban Los Angeles. Excellent profit 
Picture both past and future. Large serv- 
ice volume pays greater part of overhead. 


Used car business in connection. Long | 


lease available. Buy only parts and equip- 
ment. Terms can be arranged. Owner 
retiring. Address Box 4290, c/o Automo- 
tive News, Detroit 26. 


CHRYSLER - PLYMOUTH — PARTNER 
wanted. Successful retail auto man only. 
Well established million dollar plus busi- 
ness—New England. Come in now with 
wonderful new cars and interesting tax 
free carry forward. Replies confidential. 
Please, give full details. Box 4291, c/o 
Automotive News, Detroit 26. 

NOW HANDLING DeSOTO PLYMOUTH, 
400 cars a year, suburban D. C. Lliness 
forces sale. Excellent building. $50,000, 
terms, reasonable rent. Carroll, 3119 
Nichols Ave., Washington 20, D. C. 


DEALERSHIP WANTED 
VROLET OR CHEVROLET dual—Up- 
Wards of 175 units. Suburban Chicago 
or up to 75 miles from Chicago. Have 
factory approval. Confidence assured if 
desired. Box 4287, c/o Automotive News, 
Detroit 26. 

WILL PAY CASH FOR GM, Chrysler 
Product or Ford franchise of any size. 
Southeast or southwest coast of Florida. 
Factory approval assured. Will lease or 
buy building if necessary. Box 4288, c/o 
Automotive News, Detroit 26. 








agency | 
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CLASSIFIED wav Ga AD DEPARTMENT 


Reachirg an estimated 150,090 readers engaged 
TWENTY CENTS (20c) PE® WORD FOR EACH INSERTION 
iON REQUIRED. Ads 


} 
} 

| 

to California. RATES 
| 10¢ PER WORD. PAYMENT 

| and address at regular rates 
| of Automotive News 
7 received. Display ads 
OF PUBLICATION DATE 

| 


WANT AD DEPT., 


BUSINESS OPPORTUNITY 








FOR THE MAN WHO 
WANTS TO MAKE MONEY 


A few large area distributorships available 
for our nationally recognized products which 
include cooling system cleaning machines 
leased to fleets and garages, the outstanding 
puncture proofing compound and others. A 
definite $20,000 to $50,000 annual net profit 
situation. Strong company assistance in estab- 
lishing distributorship. Moderate merchandise 
inventory investment — $3,000 to $10,000, de- 
pending on area. An unusual opportunity for 
an able man to build a large volume repeat 
business on a very small investment. Write 
or wire. 


Director of Sales 


NATIONAL AUTOMOTIVE 
CHEMICAL CO. 


14660 Schaefer Highway 
Detroit 27, Michigan 





AUTO BODY SHOP for sale. Established 7 
years. For more information, write Falis 
Auto Body, 308 Pine St., Sheboygan 
Falls, Wis. 





LEARN AUCTIONEERING 


America’s leading Auctioneers teach you. 
Students sell actual sales during term. Our 
raduates are successful. Earn large income. 
erm soon. FREE catalog. 
REISCH AUCTION SCHOOL 
Box 8, Mason City, lowa 


DEALER SERVICES _ 











INVENTORY SERVICE | 
BUYING OR SELLING A 
DEALERSHIP? 

@ Buy Right @ Sell Right 
P = ies—Equipment 


IN ADVANCE 
a 
Replies to Box Number ads 
$11.20 per 


in all braaches ef 


tb) 4 af 
($1) 


OF 


One Dollar insertion 


per 


ore forwarded to 


columa inch, per insertion 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 





AUCTION 


It's New — I#'s Nice 
It’s Detroit's Finest 


WES COON 
AUTO AUCTION 


Grand River at Telegraph 
U. S. 16 and 24 
Every Thursday at 1 P.M. 


Carl Marker, Auctioneer 
All checks guaranteed 


Kenwood 3-3090 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, lac. 


229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


eee 


ALBANY, N. - 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.AA.A., Inc. 





certified physical 
“sont outa eae ATTENTION DEALERS ! ! 


Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 


ANNOUNCEMENT— 


A Special Report 
For All Dealers on 
FACTORY-DEALER RELATIONS 
And Over-Production 


Every dealer should read this searching 


how 
“dog-eat- 
investment 


analysis of problems with factories, 
to deal with them in coming 
dog" year. Don't let YOUR 
go down the drain. 


Order Your Copy Today 
$3.50 Postpaid 


MARKET RESEARCH SERVICE 
20 W. 9th St. Kansas City, Mo. 





G. M. DEALERS 
STOP A. F. A. LOSSES 


Our booklet explains a simple time saving 
method of accurately handling A. F. A.'s 
$5.00 Postpaid 
A.F.A. Box 113, Newtown, O. 








PARTS FOR SALE | 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 
Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 $. Wabash Av., Chicago, Ili. 
Phone Wabash 2-1030 





SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1960-1951 
Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-7300 SHERWOOD 7-1700 








GRAND RAPIDS AUCTIONS, INC. 
On M2I—One Half mile west of Grandville, 


EVERY TUESDAY 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bili* Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





TRUCKS FOR SALE 
WANTED TO SELL — 2 Sterling trucks, 


model HB-2755D equipped with 12 yard | 


stripping body. Write for price and de- 
tailed specification information. Wyom- 
ing Valley Equipment Co., 1089 Wyom- 
ing Ave., Forty Fort (Wilkes-Barre), Pa. 


TRUCKS WANTED 


USED JEEPS 





Greenfield Motors 


Kaiser-Willys Dealer 
9800 W. Greenfield Milwaukee, Wisconsin 





SHOP EQUIPMENT FOR SALE 


used car and service entrance sign— 
eight feet long. Good condition. Contact 

. Telephone 4-3377, Rudd 
Hotel, Owensboro, Ky. 





For Quick Results 
Use Automotive News 
WANT ADS 





The automotive 


Lala 
the advertiser 


CLOSING 








MISCELLANEOUS 


eS 

REPLACEMENT AUTO HEADLINERS — 
$12.50. Civilian jeep tops — $70.20 Half 
top — $56.16. 3-ply convertible tops — 
$18.95. ty ag convertible top protector 
cover—$12. Rush service! Boston Big 
Buck, 278 


1.C.C. DEMANDS 
Controlled Steering 


On All Hook-Ups 
- «+ also Safety Chains 


BE SAFE — BUY 


Automatic Braking 


COMPLETE with 
$ 4I 45 


Guide Cables and 
BRAKE HOOK-UP .......... 

Meets ALL 1.C.C. Requirements 
* 


adustry from Maine 


POSITION WANTED ADS 


may be signed with full 


use of a box anumber a 


enopened, the same 


SIX DAYS IN ADYANCE 


SHOP EQUIPMENT FOR SALE 


FOR SALE “MINIT-MAN” automatic car 
wash with auxiliary equipment. Replace- 
ment cost today approximately $30,000. 
Condition good. Will sacrifice at $8,000. 
Box 4274, c/o Automotive News, De- 
troit 26. 


LARGE OUTSIDE NEON Ford sign. Four 
inside Ford signs — Ford, Ford Truck, 
Fordomatic, and A-1 Used Cars. All in 
excellent condition. Frank Wilson, Au- 
burn Heights, Mich. Phone Federal 2-7057. 


MISCELLANEOUS 


FOR SALE: BRY. T automatic gas boiler 
complete with all controls, radiators, two 
hundred thousand cubic foot bidg. Eight 
hundred dollars. Nevin Willis, 222 So. 
Pitt, Mercer, Pa. 


WITH BRAKE HOOK-UP 


ONLY. ..°51“ sas 


Meets 1.C.C. Strength Requirements 
—SPECIAL— 





Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW - GUIDE 


and 
BRAKE-MOBILE 


TOW ¢ PILOT 


with Automatie Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s. 


“Leaders In The Industry" 
Since 1939 


$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


CASE with Wheels & landles 91 309 


(Add 5&c for Padiock with 2 Keys) 


$19.50 
$42.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, lil. 


ae oy ong 
te-Bumper T: 


Up Intra-State Tow Bar..... 





LUCK! LUCK! LUCKY! 


Muckluck boots; heavy canvas with 
genuine buckskin soles, felt pad- 
ding. Nice and warm—ideal for 
car washing, duck hunting, deep 
snow, etc. 
6 pair — $7.95 — 6 pair 
One pair, only $1.75 
18.” high, shipping weight 1% Ibs. 
Fits over regular shoes. 
Sizes: Small, medium and large. 


Sorry, no C.O.D.’s. Send cashiers check 
or money order for prompt shipment. 


CENTRAL MERCANTILE CO. 


742 W. Taylor St. Chicago 7, Ill. 


IMPORTED ENGLISH LEATHER 
LACQUER AND ‘PLASTIC PAINT 
* for Real or imitation Leathers 
and “PeVec”" for Plastics 
Restores Used-Car Uphoistery and Panels 
Ourable—Fiexible—Waterproof 
24 Colors to Choose From 
For information and trade prices write— 
Grays Harbor Motors 


Ist and G Sts. Phone: Aberdeen 59! 
, Wash. importers 


“ 








EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipmeat now 
standing idle in your shop? 
An advertisement in this section is the 


answerl 
AUTOMOTIVE NEWS 
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‘New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [[] 
for which check is attached [] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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CKARD PROGRAM KEEPS MOVING AHEAD 


Dealers Continue 
Swing To Packard! 


eS 


TWO HUGE STORAGE TANKS will be placed in this deep 


pit at Packard’s new car body and fina] assembly facility 
—a final step in readying the plant for production. One 
will contain gasoline and the other will hold the alcohol- 
water radiator mixture for the new Packards. 


EW FACILITIES, new machinery, a new sales pro- 

gram ... all keep the Packard Program moving 
ahead. This great program is bringing more and more 
outstanding dealers to Packard— 
Top Left: Standing, left to right, M. C. Berner, 
Packard zone manager, and S. S. Levin, vice- 
president of Calumet Mofor Sales, watch Leo 
Abrahamson sign the Packard franchise. He is pres- 
ident of the new Hammond, Indiana, dealership. 
Top Right: Willard Scott, left, resident zone manager 
of Earle C. Anthony, Inc., California Packard dis- 


HERE’S OPERATION 80—an automatic piston balancer at Packard’s 
new Utica engine plant. This modern machine is representative 
of the advanced equipment being installed every day at Packard’s 
an important part of the company’s multi- 


various plants .. . 
million-dollar modernization and improvement program. 


tributor, witnesses the franchise signing by J. T. 
Lucas of J. T. Lucas Sales and Service, Walnut 
Creek, California. 

Bottom Left: Frank H. Eustis, Cincinnati zone man- 
ager, left, congratulates George Dieterly, president 
of Duncan Motors — Cincinnati’s newest Packard 
dealership. 

Bottom Right: Allen-Packard, Inc., is the new dealer- 
ship in Kenmore, New York. Zone manager R. E. 
Carlin, left, is present for the signing of Allen Brown, 
president of Allen-Packard. 


A Good Franchise 
for Today... 
and Tomorrow 
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